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* Floods of Light * No Glare 
* No Reduction through Shielding 
* Low Surface Brightness 
* True Parabolic Reflectors 


This new low-brightness unit of Leader’s sets a new 
SPECIFICATIONS tempo in creating excellent seeing conditions. It is 
; designed to deliver a larger volume of light than would 
Steel channel, parabolic reflectors of - 8 - 
diffused Alzak aluminum. Uses two 
T-17, 40-watt low-brightness lamps. parabolic reflectors of diffused Alzak aluminum combine 
Can be installed individually or in con- with T-17 low-brightness lamps to assure freedom from 
tinuous lines, either surface mounted or 
suspended. (Available on request with 
steel sides and reflector finished in 
Leaderbrite baked-on, chip-proof, high This is an ideal luminaire for schools, libraries, drafting 

>flect ! , ‘ : 

reflectance enamel.) rooms, or wherever close seeing is a constant requirement. 


ordinarily be expected from a low-brightness unit. True 


glare and maximum light output. 


Sold and installed by the better electrical 


wholesalers and contractors 


Ci Yl) aie Nol Le hing Coucgpmend Manufaciunen 


LEADER ELECTRIC COMPANY: 3500 North Kedzie Avenue * Chicago 18, Illinois 
Leader Electric —Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-leader, Ltd.: Brandtford, Ontario, Canada 











this SURE Protection... 
in ALL Standard Capacities 


Give all your circuits the safe and saving protec- 
tion of “economy veEtay” Renewable Fuses. 


Then whenever you have an electric current “blow”, 
you instantly restore the fuse to its original effi- 
ciency by simply inserting an inexpensive "ECONOMY 
pe-tay” Renewal Link in the same cartridge. 

Takes only a minute or two; costs only a few 


cents!—And you Conserve Precious Brass and 
Copper. 
Your Electrical Wholesaler has 


“ECONOMY DE-LAY” Renewable Fuses 
and Renewal Links in stock. 


Ask for the Economy Catalog 
and Price List. 


AR NEWABLE CARTRIDGE Fuses 


@® Reg. U. S. Pat. Office 


ECONOMY FUSE AND MFG. CO., 2717 crcenview ave, cicaco 14, ILLINOIS xeessseuranes.ey 


ELECTRICAL WHOLESALERS —When you corry all standard capacities of 
“ECONOMY DE-LAY” Renewable Fuses and Renewal Links in stock, you 
S770EWR get Profit PROTECTION, by moking Sales that might otherwise be lost. 
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SAFE, DEPENDABLE POWER 
and LIGHT CONTROL 
--- for all ty 


RESIDENTIAL 





COMMERCIAL 





INDUSTRIAL 


HOSPITALS AND INSTITUTIONS 





Safe, Dependable Power and Light Control 
is an absolute necessity in all types 

of buildings — whether it’s a small home, 
store, office or other commercial 

building, a large industrial plant, school, 


hospital or other institution. 


Has been Producing Equipment 

for the control and distribution of power 
and light for more than 60 years — 
electrical products that have been 

tested and proven to measure up to 

the highest standards of safety, 

efficiency and dependability — products 
that are economical, and will give 


long-lasting and trouble-free service. 


The Next Time a job involves 

power and light distribution and control — 
whether it’s a small load center or 

service equipment, or a large 

switchboard, panelboard, busduct or 


other unit — use fA. You’ll 


find it pays handsome service dividends. 
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NTP THERMAG 
PANELBOARD PANELBOARD 


POWERPLUGIN 


MIDGET 
POWERPLUGIN 





SHUTLBRAK 
SWITCH 


DUSTITE 
PANELBOARD 


QUIKHETER 


RANGE ‘Unit The illustrations above are typical of the many 


@® products available for the control and dis- 
tribution of power and light. While most ( prod- 
ucts are of a standardized nature, the Company 
is prepared to provide specialized equipment to 
meet specific needs. 
For further information contact your nearest 
@® representative, listed in Sweets, or write to 
headquarters. 
COLUMN TYPE 
pao PANELBOARD 
LOAD CENTER 


Srank eCdam Electric Co. 


P.0. BOX 357 ST. LOUIS 3, MISSOURI 


Mahers of BUSDUCT ¢ PANELBOARDS + SWITCHBOARDS + SERVICE 
EQUIPMENT ¢ SAFETY SWITCHES + LOAD CENTERS + QUIKNETER 
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COMING NEXT MONTH 


@ A photostory on how a distributing firm in a 
rapidly growing industrial area effected the transi- 
tion from a “contractor’s wholesaler” to one that 
is now able to service adequately its share of the 
industrial construction and maintenance business. 

@ Case studies on the entries of electrical distribu 
tors’ lighting specialists that won awards at the 
Fourth International Lighting Exposition. 

@ The school market today—the opportunities that 
abound for you in selling electrical equipment to 
this expanding element in the institutional sales 
picture. 


@ The important presentations that industry repre 
sentatives made before Dept. of Defense officials last 
month to help them understand the distributor's 
operation and to suggest how the defense effort can 
benefit by making full use of wholesalers 

@ Excerpts from “A Merchandising Primer,” a book 
to be published shortly by the McGraw-Hill Book 
Co. Through a check-list of fundamentals, this 
book spotlights the singular identity of merchandis 
ing and its relationship to other marketing functions 


5 





New 100-WATT SIZE for one and two socket fixtures. 


50-WATT SIZE for multiple socket ceiling fixtures. 


Special General Electric “GA” lamp bulb 
for bare-bulb ceiling fixtures... 


Now in two sizes for bigger sales! 


HIS new 100-watt G-E lamp will‘make a big hit 
with your customers. It’s a bigger, brighter version 
of one of their fastest selling G-E lamps... the 50-GA. 
Designed for overhead fixtures now using one or two 
bare bulbs, the new 100-GA lamp opens up a profitable 
market of millions of sockets in homes, apartments, 
hotels, restaurants and clubs. It gives plenty of light 
. yet has all the advantages of the smaller 50-GA, 
gives the same indirect lighting effect, softens the light 
to flatter home furnishings and complexions. 
It’s a sure-fire sales booster. Get your customers to 


order today. 





SUMMER SALES TIP: Remind customers 
to include regular G-E yellow lamps 
in displays of anti-insect products. 
G-E yellow lamps don’t attract both- 
ersome bugs. 











Hundreds of thousands of homes have multiple 
socket ceiling fixtures that use 3 or more bare bulbs in 
a base-up position. They total more than 100,000,000 
sockets ...every one a potential sale of a 50-GA lamp. 
Plenty of these are right in your own area. This market 
is wide-open for you and your customers. . . means 
fast sales, big volume. And you're backed by General 
Electric’s magazine, radio and TV advertising of the 
50-GA and the new 100-GA lamps. 

Make sure your customers give good display to these 
two General Electric lamps. The 50-GA and 100-GA 
will pay off in bigger sales for them ...and for you. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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John A. Humble, electrical contractor, President of 
Humble’s Electric Company, Girard, Ohio, who is now 
working on 4000 new homes at Fairless Hills, Pennsyl- 
vania, has this to say about Murray equipment: *'l like 
Murray because their boxes go up easy and there's 
plenty of wiring room. Those things are important on any 
job and real important on a job like this. A difference 
of only 5 minutes in wiring one piece of equipment, for 
instance, amounts to about 333 hours, when you figure 
on 4000 houses.’ Murray is supplying all meter mount- 
ings and a good percentage of main and range equip- 
ment on this job. 


This is the start of Fairless Hills, Pennsylvania— 
1500 houses completed out of an eventual total of 
4000. The project will house employees of the new 
U.S. Steel mill to be built in nearby Morrisville, 
Pennsylvania. Modern electrical appliances play 
an important part in this project. Each house is 
equipped with an electric range, a garbage dis- 
posal unit and an automatic washer. 


BOTH 


For a few homes—or thousands, when you sell Murray you can supply your con- 
tractors with a complete package of companion equipment. Companion equipment 
is easier to sell — because it is easier to wire and easier to install —looks neater, 
too. All Murray units are designed to fit together. You benefit in many ways when 
you buy from one source of supply. You write one order, you make one soles effort. 
it will pay you to buy and sell 

Murray companion equipment. 


“That's 
what I mean 
by plenty of 
wiring room— 
My men like the 


Murray equipment 
and they do a neater 
and faster wiring 
job because of it.” 


MURRAY MANUFACTURING CORPORATION 
1250 Atlantic Avenue, Brooklyn 16, New York 


Service Entrance & Meter Equipment + Fully Magnetic Circuit Breakers * Switches (Types A,C & D) * Current Limiting Reactors + Crows’nest Aerial Ladders 
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Embodies every wanted construction feature 
e One-piece Die-formed Parabolical Reflector for 


AC ite nes of Street Ligh accurate Light Control. 
Equipment 


Streamline Heavy-Duty Cast Aluminum Housing. 


a Mogul Multiple Socket permitting vertical 
7 adjustment for High or Low vertical angle of 


distribution. 


Fle, 
\ 


Greater efficiency through Horizontal-burning 


WHITE-WAY PYLON LITES tase 
One Piece Steel Poles a 
with single or double Cam-action latches that provide tight closure. 
arms. ° . . 
Low - brightness-Crystal-clear Prismatic Glass 


Hinged Poles. , 
Enclosure. 





Mercury — Vapor or In- 
candescent Luminaires. 


JS pa Yo) i) | REVERE ELECTRIC MANUFACTURING CO. 


Easy access to interior for relamping or cleaning. 








6011 BROADWAY CHICAGO 40, ILL. 


« 
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jf eelaring: .010° THICKNESS @ STRENGTH 
FLEXIBILITY @ RESISTANCE TO WEATHER 
ONS @ ACIDS @ ALKALIES @ CORROSION 
HAS HIGH DIELECTRIC RESISTANCE 





Other 
DUTCH BRAND Products 


010 PLASTIC 
Se one Shee See Se 


also available 
107” 


thickness 


Winding heavy cables — electrical harness — 


for use with power driven taping machines 


DUTCH BRAND .010 PLASTIC 
Electrical Tape is a quality 
product made with the expe- 
rience gained in over forty 
years of electrical tape mak- 
ing. Its properties can be 
depended upon. It meets the 


many requirements that your 


customers demand and has 
acceptance. Once used, 
repeat business results. You 
can sell it with confidence. 
It will pay you to handle the 
complete line. Stock and 
sell DUTCH BRAND Electrical 
Tapes. 


VAN CLEEF BROS. [NC. 


Monvtacturers of Rubber Products 


DIVISION OF Re Manv ille 


7800 WOODLAWN AVE. ~ 
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Masking Tape 
No. 300 Crepe Back 
No. 301 Flat Back 
No. 302 Extra Strength 


Friction Tape 

Rubber Insulating Tape 
Electro Coil Tape 

Glass Fibre 


Techni Tope 
(cloth tape for industrial uses) 


Cork and Rubber Stripping with adhesive 
Molded Rubber Products to specifications 
Die Cut Rubber Products 

Sheet Sponge Rubber 

Neoprene Sponge Rubber 

Sponge Rubber (with adhesives) 

Sponge Rubber Weatherstripping 

Gasket Sealing Materials 

Rubber Bonding Cements 

Special Cements to specifications 


Rubber Aprons 


FOR SAMPLE ROLL WRITE DEPT. EW 
——— 010 Plastic Tape 


007 Plastic Tape 





Other DUTCH BRAND products listed above) 


Name Title 





Company 


Address 








Zone State. 








New Low Price and 18 Month Guarantee 


For General Electric 1-47 Time Switch 


PRICE LOWERED TO $11.50*. Now you can offer the best 
service and a new low price where your time switch business is 
concerned. The General Electric T-47 is now easier to sell than ever 
before. The 15 per cent price reduction makes it possible for your 
Customers to save more money on each installation. Mr. F. C. 
Sweeney, of the Graybar Electric Co., Inec., Albany, New York, 
says that “the new cost assures me, aside from my regular profit, 
additional customer satisfaction in the dependability and prestige 
of General Electric.” 


NEW GUARANTEE. If your customer's T-47 time switch 
becomes inoperative or damaged within 18 months of date of manu- 
facture, he can get an exchange at no charge. And he doesn’t have 
to wait a long time. The new G-E recommended stock plan enables 
you to give your custome! over-the-counter service. 

T-47 EFFICIENCY. This time switch handles one or two on-off 
operations every 24 hours. Like all G-E time switches, it gives 
easy adjustment, simple installation, and rugged construction. 

FOR ANY INSTALLATION that requires accurate, repetitive 
timing, you'll find a G-E time switch tailored to do the job. Order 
today from your local apparatus office. For more complete informa- 
tion on the T-47, write for Bulletin GEC-578, Section 603-117, 
General Electric Company, Schenectady 5, N. Y 


*M f. . d retail price. 


GENERAL @@ ELECTRIC 
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T-47 TIME SWITCH gives dependable performance on 


any practical job requiring one on-off operation daily. 








PENN-UNION ELECTRIC CORPORATION, ERIE, PA. 


It's easy to pick the right CABLE TAP- 


Goer T 
way 
o Hae se He 


goo 


from the Complete line 


You'll find the widest variety of parallel Also a complete line of Service Connectors 
and 90° taps, combinations, and gutter taps Terminals, Tees, Straight and Parallel Con 
in a range of sizes up to 1,000,000 cm. In- nectors, Grounding Connectors, et every 
sulating Bakelite covers can be furnished for good type of conductor fitting. And every one 
all types. is thoroughly tested —- dependable 


Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


Ceneda: Dominion Cutout Company, Ltd., 250 Richmond St. West, Toronto 
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You get these advantages with 


ome Aluminum 


ROPRENE SELF-SUPPORTING SERVICE DROP CABLE 


WIRE 
ROPRENE OR ROW Be 


3 BIG REASONS... 


Why you are bound to save money with Rome Aluminum Self- 
Supporting Service Drop Cable and Rome Aluminum Line Wire... 
lower purchase cost ... lower installation costs . . . longer service life. 


Lower purchase cost... Depending upon the service involved, aluminum conductors cost less 
today. 


Lower installation costs... Aluminum’s lighter weight means easier and cheaper handling . . . 
in many instances permits longer spans with fewer poles. The simplic- 
ity of Rome’s Self-Supporting Cable construction means increased 
savings through cheaper hardware and ease of installation. 


Longer service life... Aluminum has proved itself as a long-life conductor material. RoPrene 
(Neoprene) as well as RoLene (polyethylene) as either insulation or 
covering has exceptional resistance to sunlight, moisture, corrosive 
atmospheres and abrasion. With no braids to rot and festoon, re- 
placement is minimized. 
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Rome Aluminum Self-Supporting Service 
Drop Cable i; regularly supplied with two Ro- 
Prene (Neoprene) insulated power conductors of 
solid aluminum, spiralled around a bare neutral 
messenger of ACSR (aluminum conductor steel 
reinforced). This time-proven construction pro- 
vides high strength, simplicity of installation. 





Rome Aluminum Line Wire is available 
with covering of RoPrene (Neoprene) or RoLene 
(polyethylene) as specified. Here is low cost 
Line Wire having ease of handling, as well as 
long, non-festooning service life. Uniformly 
small diameters provide neater appearance, 
plus reduced wind and ice loading. 


It Costs Less to Buy the Best 


ALUMINUM 


ROME CABLE CORPORATION, ROME, N.Y., AND TORRANCE, CALIF. 
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-FRICTION TAPE by Haartz-Mason 





Made under the most exacting require- In order to assure maximum insulation and 
ments in the industry, Paramount Friction protection against moisture, friction tope 
tape can be tightly wrapped — yet can should be as free as possible from pin- 
be torn readily os required. A margin of holes. The materials and methods and new 
safety in this respect is added to every equipment used in making Paramount Fric- 
roll of Paramount Friction tape. tion tape assure virtual non-existence of 





Automatically cut with smooth, nect edges 
on Cameron cutting machines. These ma- 
chines wind it on the cores under tension. 
This is your insurance against ravelling. 


Under controlled temperature and humid- 
ity, Paramount Friction tape is strictly 
tested for permanence of adhesion. 





Taken from stock at regular intervals, 
somple rolls of Paramount Friction tape sold with guaranteed minimum footage 
undergo accelerated aging tests in an = per roll plus... guaranteed weight. You 
electric oven at 212° F. for 16 hours. Thus = are left in no doubt about what you ore 
you get a guarantee of maximum aging ‘ getting. And so you know you will cover 
ability the largest area most efficiently at the 
lowest cost. 








»* , $Dual Guarantee 


ae” on Weight 


. FY et 
WE)... AVC. 3 AF oad Length 


sides being made of finest materials, also -_ W 3 3 \ 
undergoes rigorous pre-testing at the fac- 4 

tory. Among the rigidly conducted tests 

are those for aging, adhesion and strength. 








Manufactured by 


Haartz- Mason, Inc. 


WATERTOWN 72, MASS. 
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aluminum 
connection | 
problems/. 











aluminum hot line clamps 


Available for aluminum to aluminum or aluminum to 
copper connections at no difference in cost. All clamps 
cast of high strength, heat treated aluminum; main line 
tightening bolts and tap wire bolts cast of high strength 
aluminum silicon bronze. 

High strength bronze threaded insert is cast into the 
base of the clamp body so that bronze tightening bolt 
runs in bronze threads. There is no danger of Weaver 
Aluminum Hot Line Clamps freezing on the line 
Bi-metal tap pad provides efficient copper tap wire 
connection. For aluminum to aluminum connections 
plated tap bolt is used without bi-metal pad 
Clamps will accommodate all main line sizes from 
+ 8ACSR to +1/0 ACSR over armor rods and tap wire 
sizes from #6 solid copper or +8ACSR to +2 0 
stranded copper or +1/0 ACSR 


loop dead end clamps 


One clamp accommodates all ACSR sizes from +6 to 
# 1/0. 

All wire sizes are completely enclosed and firmly held 
by the clamp. Flanges on the spacer bar and design 
of the wire grooves prevent the strands from spread- 
ing apart on tightening so that there is no danger of 
loosening. 

Top casting and tightening plate are cast of high 
strength, heat treated aluminum alloy. Spacer bar is 
cast of special aluminum alloy which firmly grips the 
cable when the clamp is tightened. 

U Bolts fabricated of high strength steel, and nuts, lock- 
washers and U bolts are all hot dip galvanized 


WEAVER PRODUCTS ARE PRODUCED COMPLETELY IN OUR OWN 
MODERN INTEGRATED FOUNDRY AND FACTORY FACILITIES. 
VISIT US WHEN YOU ARE IN ST. LOUIS. 
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_PACKAGED FOR PROTECTION.. 


| 
| 
| 
| 














ALL ROEBLING WIRES AND CABLES 
are packaged with utmost care to assure 
protection against damage during shipment. 
Reels are constructed with reinforced, plied 
heads, in accordance with IPCEA specifica- 
tions and they exceed these specifications in 
both strength and rigidity. Wrappings and 
cartons, also, are made of finest quality ma- 
terials for extra ruggedness and durability. 
And on top of that, distributors find that 
Roebling’s larger, easy-to-read labels are a 
big help to instant and accurate identifica- 
tion of wire and cable types and sizes. 
Details such as these are typical of 


Roebling’s firmly established policy to pro- 
duce an electrical wire and cable line that is 
ideal for wholesale distribution. This policy 
includes giving wholesalers a top quality 
wire or cable for every purpose. ..the main- 
tenance of strategical sources of supply .. . 
continuous full-page, colorful advertising 
directed to all your customers and prospects. 

Even under today’s conditions, whole- 
salers can look to us for all possible coopera- 
tion. Write for information about Roebling 
distribution in your territory. John A. 
Roebling’s Sons Company, Trenton 2, New 


Jersey. 
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-AND — FOR READING! 


© | GOOD PRODUCTS. Using the most modern 
i a a ~ a equipment, the Roebling Wire and Cable Lab- 
, ah oratory is constantly developing and testing new 


methods of producing the finest of products. 








COMPLETE LINE. When you sell Roebling wires 
and cables you have a type that meets all of 
your customers’ transmission, distribution and 
service needs. 





WELL ADVERTISED—WELL KNOWN. Every 
month of every year your prospects are told 
about Roebling wires and cables in full page, 
color advertisements in a host of publications. 





ENGINEERING ASSISTANCE. Help a customer 
and you win a friend. Technical assistance by 
Roebling engineers is available to you and your 
customers whenever needed. 





During the NAED convention, week of June 9, visit us at Roebling 
Headquarters, Conference Booth #143, Ambassador Hote! 


AY SS 
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New money-maker for you: 


“Scotch” Electrical Tape in job-size rolls! 


tape in tool boxes. No wonder these new rolls sell 
so fast—and so easily! 

Help yourself to extra profits with these job-size 
. exclusive with ‘‘Scotch’’ Electrical Tapes 
Heavy Duty) and No. 33 (Extra Thin). 
Also available in 66-foot rolls.) Order today! 


BIG USERS ARE SWITCHING to these handy 20-foot 
rolls of plastic tape. They like the extra conven- 
ience and economy of job-size rolls—unit cost is 
low, yet each roll contains enough tape to wire a 
whole house! Packed 12 to a screw-top container 
that keeps out dust and dirt, prevents bruising of 


THE SWING IS TO plastic tapes. . . so cash in with the 

industry’s leader: “SCOTCH” Brand! It’s a top-quality 

product with unequaled advertising and selling support 

~your guarantee of fast turnoverand big repeat business! 
Genera] Export: 270 Park Avenue, New 


rolls. . 


No. 22 


ae \ 


REG. U.S. PAT. OFF. 


SCOTCH 


BRAND 


ELECTRICAL 


- ~ 
The term “Scotch” and the plaid design are registered trademarks 
for the more than 200 pressure-sensitive adhesive tapes made in 
U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn. 
a makers of “Scot pund Recording Tape, ‘‘Underseal”’ 
Rubberized Coating, ‘‘Scotchlite’’ Reflective Sheeting, ‘‘Safety- 
Walk" Non-slip Surfacing, ‘3M’ Abrasives, “3M” Adhesives 


York 17, N.Y. In Canada: London, Ont., Can 
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PROMOTE REPEAT SALES 
BUILD GREATER 


PROFITS rie, 
NGs AND FIXTURES 


by saving time for skilled hands 


i 
. } 


BLACKHAWK SNAP-STRAPS 

“The strap with the built-in bump” 

For rigid or thinwall conduit. Exclusive self-holding 
feature saves time on the job, eliminates fumbling 
and dropping, makes difficult installations easier. 
Made of heavy gauge steel, zinc plated after fabrica- 
tion. Wide range of sizes for rigid and thinwall con- 
duit. (Patent Pending.) 


Blackhawk No. 470 Connectors Blackhawk No. 3626 Steel 
Made of special cast alloy. Strong, Clad Wire Holders 


durable and non-rusting. Precision ~ Made with heavy steel base 
finished with full positive threads. > and supporting strap. No. 22 
Formed steel clamp and solid steel “f ; square shoulder screw. All 
locknut with positive locking feature \ “a > metal parts are hot dip galvan- 
are heavily zinc plated. Full length \ — = ized. Porcelain has compression 
filister head tapered point screws , \ ; : strain only. Smooth rounded 
make installation quick and easy. "9 : i? surfaces protect wire insula- 
No. 470 for “ABC” or flexible con- Y tion. REA approved. 
duit. No. 425 for non-metalic cable. y 

Blackhawk No. 711 Service 
Blackhawk No. 1426 ; Entrance Cable Heads 
Conduit Entrence Cops Features cast alloy body with 
Special high strength non- separate cover. Heavy steel 
corrosive aluminum alloy. cable clamp. Large keyhole 
Easy and positive to posi- pres saves time, permits quick and 
tion. Filister head cap hold- i ; j easy attachment to building. 
ing screws. All threads are . ; 
clean and full cut. For 2, 3, 
4, or 5 wire service. 


Blackhawk No. 514 Yard Lights 


Highest quality porcelain enamel re- 
flector, independently mounted. Zinc 
plated cast iron head and flange, gal- 
vanized conduit extension. Wired with 
porcelain socket and No. 14 TW wire. 


Immediate Delivery From Adequate Stocks To Electrical Wholesalers Only. 
WRITE FOR FREE CATALOG 


BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 


Entrance Cable Fittings . Stoples . Yard Lights . Sill Pletes . Locknuts and Bushings . Wire Holders . Cable and 
Conduit Strops . Fluorescent Brackets . Connectors . Box Supports . Conduit Entronce Cops . Grounding Assemblies. 
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TUM Litiiit: me easiest to specify 


save time, specify properly for every lighting need with these 2 data-packed catalogs 


Commercial 

Fluorescent Lighting 
More than 70 superb Commercial 
luminaires, described in detail— 
for quick, tailored-to-the-job 
specification 





| 


| 

| 

. as Dynalite 
rh a 


“Dynalite” 

Lighting for Industry 
You'll find it easy to specify for 
any industrial installation. Choose 


from 82 Dynalite Job-Rated units 





Where Quality Counts— 
SPECIFY MITCHELL! 


These MITCHE >gs present complete construction 
and performanc in cl . uniform, quick-reference 
style. You get application dato, sf fications, features. 


dimensions, curves r every J fora k, proper 


specification and inst 
SEND FOR BOTH 


A 


Mitchell Manufacturing Company, Dept. 1 -£ 
2525 N. Clybourn Ave., Chicago 14, Ill. 


= Pleasesend Commercial and Industrial Ligh 


Nome 


MITCHELL fem 


Manufacturing Company Address 
Chicago 14, Illinois 


a Mitchell Mtg 


EMDR ACH 00 
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These two Safety Switches have the same H.P. 
ratings when used as disconnects for AC motors. 

















Revolutionary New AC 
Motor-Circuit Safety Switches 


matching motor control cases, size for size; matching performance, too 


Up until now safety switches have invariably been much 
larger than the motor control with which they have been 
used. This has created difficult installation problems. Even 
when space was available, their bulk and weight made 
mounting difficult; and the much larger size of the safety 
switch in such close relation to an associated control en- 
closure has simply been all out of proportion to the latter. 
This detracted trom the appearance of the complete instal- 
lation, Cutler-Hammer engineering has ended all this as 
tar as AC motors are concerned. The new and exclusively 
Cutler-Hammer Bulletin 4110 line of Horsepower Rated 
AC Motor-Circuit Safety Switches matches safety switch and 
motor control in size, convenience, and dependability. 
Available mow in ratings from 3 H.P. to 30 H.P., 3 or 4 
poles, for 230 Volts AC... and in ratings from 72 H.P. to 


cyTle® 
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50 H.P., 3 or 4 poles, for 575 Volts AC. Inspect these better 
switches now and see their many features. Front side oper- 
ated. Quick make and break. Simple release cover-interlock. 
Provision for 3 padlocks in “OFF” and | padlock in “ON” 
positions. Unit pole construction. Non-welding butt type 
totally enclosed silver contacts. Silver plated current 
carrying parts. Positive-pressure type fuse clips. Solderless 
connectors. NEMA I enclosure. Complete switch assembly 
on panel removable for easy installation and wiring. 
Adequate and convenient knockouts. Cutler-Hammer qual- 
ity and advanced engineering at no extra cost. These 
switches have no substitutes even remotely comparable 
Your Cudler-Hammer Authorized Distributor can supply 
you. CUTLER-HAMMER, Inc., 1327 St. Paul Avenue, 
Milwaukee |, Wisconsin. 


anothe! ame R 


cyTUER’ xcusiv’ 


\ 





A. A. ANDERSON, 
ELECTRICAL CONTRACTOR, 
PROVES 


TRUMBULLITE gives you 
and your customer 
today’s best break 

in load centers! 


\ 


i 


| 
Me, Anderson: “Your customer gets the best break in TRUM- 
BULLITE, with the first plug-in, quick-make, quick-break 
brégkers ever used in a load center.” 

And don’t forget the break you get, Mr. A., in TRUMBUL- 
LITE’s fast sales. No wonder! It’s the first load center with 


Mr. Anderson: “You get another break, too. . . because 
TRUMBULLITE can be installed quicker and easier.” 

Right! See those four compression springs. They allow 
you to mount the interior without screws, or easily remove 
it for wiring . . . they make it a cinch to “line-up” fronts 
even if boxes are installed crooked. TRUMBULLITE has 
plenty of knockouts that speed up wiring. And you don’t 
have to worry about overheating, for the busbars are molded 
in Plastisol, that remarkable new insulating material. 


panelboard features at load center prices. Any Trumbull 
TQL breaker of any current rating physically fits the TRUM- 
BULLITE busbar and stab assembly. Ratings come in: 10, 15, 
20, 30, 40, 50 amp, 120 v a-c, 120/240 v a-c. And you can 
have two-pole operation by means of a handle extension. 


Mr. Anderson: “The lower inventory needed with TRUM- 
BULLITE is another break. Trumbull’s unique design and pack- 
aging allow you to assemble circuit-breaker combinations to 
order.” 

Enclosures and interiors are packed separately. Space is 
left in carton for distributor or contractor to add flush 
or surface front and whatever breakers are required for 
any particular installation. Only one- and two-circuit 
TRUMBULLITES are factory assembled. 


Write for bulletin TEB-12 on TRUMBULLITE Load Centers 


TRUMBULL 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


- ’ 


*2ata 
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your sales repeat— 


RNDY BURNDY BURNDY |) BURNDY BURNDY BURNDY BURNDY 


~ 2 
Peat Neen " ae eS en 


i 


URNDY BURNDY BURNDY BURNDY BURNDY | eVURNDY £ BURNDY 


ERT OS FR ae SN 


URNDY BURNDY BURNDY BUANDY BURNDY BURNDY BURNDY BURNDY BURND 


SERVIT = | SeRVIT = | SE 1 8X8 | =o sae ie ie eee 


BURNDY 


Rueda Oe 


oS @ . 
RNDY BURNDY BURNDY BURNDY BURN.~ (|) BURNDY BURNDY BURNDY BU\INDY 
: . 


-when stock’s complete 


You're bound to build steady, repeat business when you 
can always fill all your customers’ needs. That’s why 
it pays to carry a complete stock of Burndy Connectors: 


N 


engineered to do a better connecting job... 
advertised to sell better... 


and priced to bring you a better return. 
Sy 


, , ‘ : | 
When you connect with Burndy...you connect with Business! \ 


BURNDY 


52-23 BURNDY ENGINEERING COMPANY, NORWALK, CONNECT. BURNDY CANADA LTD., TORONTO 8, ONT. 
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It’s a natural...this brand new 


AMPLEX 
FOCALITE 


the All-Angle Spotlight 


YOUR CUSTOMERS will really go for this new Amplex Focalite Spot. 
Made of aluminum with a permanent satin finish, Focalite uses Par 38 
Spot, Flood or Colorbeam Reflector Lamps. It’s the display man’s “handy 
Andy” for use in window displays, show cases, shadow boxes and 
wherever else desired. It is instantly adjustable to any angle and main- 
tains its focused position. The tripod base is flocked and will not scratch. 


Other Amplex specialty lighting products that enable you to give cus- 
tomers biggest value for every dollar are shown in column at the right. 


You'll go out front with the Amplex franchise... capitalize on 
today’s fastest-growing line! The Amplex line is advertised 
nationally. Sales are booming. Get all the facts from Amplex 
Corporation, Dept. A-5,111 Water St., Brooklyn 1, New York. 


AMPLE 


Sealed-Beam Reflector Lamps, Colorbeam Lomps, Spotlites and Floodlites, Industrial 
Infra-Red Heat Lamps, Vibration and Rough Service Lomps, Street Lighting Lamps, 
Traffic Signol Lamps, Incandescent Lomps, Fluorescent Tubes, Display Accessories. 


ER o> sia 2) ELE asta tesct® « 


24 


AMPLEX SWIVELITES 


Most smartly designed...easiest 

to install... most adaptable and 
{ economical accent lighting fix- 

tures on the market today. 
They’re available now, and give you full 
distributors’ margins. 


AMPLEX SPOTS AND FLOODS 


Full range of sizes and bulb 

types from 40 to 500 watts. 
Premium-built for longest 

life, they're the only com- 

plete line of Spots and Floods with 
sealed-beam pure silver reflectors 


AMPLEX COLORBEAMS 


Absolutely tops for disploy 
color lighting. Eleven brilliant 
permanent colors; each an in- 
tegral part of the lamp; won't 
fade, chip or crack. Amplock 
boses guoranteed never to loosen. 


AMPLEX WEATHERPROOF LAMPS 


Today's best buy for out- 
door lighting use! Spots, 
Floods and General Service K 
Lamps made of special hard < 


gloss that does away with all failures 
due to climatic conditions. 


AMPLEX STREET LIGHTING 
& TRAFFIC SIGNAL LAMPS 


t Widely used by municipali- 


ties and public utilities. Built 
to withstand shocks of trof- 
fic maintain high light 


output. Complete line includes Weather- 
proof Street Lighting Lomps. 


AMPLEX HI-BAY REFLECTOR LAMPS 


New R-57 Hi-Bay long-life 

lamps with pure silver sealed 

beom reflector never need 

cleaning. Also full line of di 

rect, concentrator and indirect reflector 
lamps. 


AMPLEX “HI-HAT” RECESSED FIXTURES 
Designed for recessed mount- 
ing, Amplex “Hi-Hat” units 
and Swivelites are an ideal 
combination. “‘Hi-Hats” hove 

plaster rings for concealed anchoring 

and support. Available with louver or 
open bottom 


During the NAED convention, 
week of June 9, visit us at 
Amplex Headquarters, Con- 
ference Booth #99, Ambas- 
sador Hotel. 
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INCREASE CORD SALES... 
BOOST PROFITS WITH THIS 
SALES-WINNING COMBINATION 


MOLD-CURED HAZACORD... 


the toughest, longest-lasting 
flexible cords ever made! 


Here’s a line of greatly improved flexible cords 
that we know to be the sturdiest, most dependable 
ever manufactured. 


Your customers can forget the headaches of 
constant cord failure on portable tools and equip- 
ment. Because when we developed HAZACORD we 
took the toughest kinds of operations and figured 
how and where they caused a cord to break down. 
Then we did something about it! The result is 
HAZACORD ... portable cords that will last longer, 
perform better, save money, even under the 
toughest possible conditions. 


Dependable insulation... flexible conductors 
... Strong laterals—all encased in a rugged sheath 
that’s been cured in a metal mold. That’s why 
HAZACORD survives everyday use despite oil or 
grease, heat or flame, abrasion, moisture or 
mechanical damage, 
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-»-and a complete, hard-hitting 


advertising and sales promotion 
program to help you sell ‘em! 


Soon we're going to fire the opening gun in a promo- 
tional campaign that will cover every type of industry 
in your area. Throughout this campaign your customers 
will be urged to buy HAZACORD through you. 


DIRECT MAIL CAMPAIGN. Five mail- 
ings at regular intervals throughout the 
Spring, will tell your customers all the 
facts on HAZACORD. 


ENVELOPE STUFFERS~ Colorful, at- 
tractive envelope stuffers are available 
to you, for distribution to your own mail- 
ing list. 


NEW HAZACORD CATALOG ~— Two. 
color catalog, fully illustrated, gives 
complete HAZACORD sizes and specifi- 


cations. 


NATIONAL ADVERTISING ~ A series 
of full-page color advertisements in 
electrical magazines, plus engineering, 
contracting and mining papers as well. 


For complete information write to Hazard Insulated 
Wire Works, Division of The Okonite Company, Wilkes- 
Barre, Pa. 





SIMD INVASYT 


Co FAs 


4AL/7Vvs9 


“BROAD-JUMPING” FURTHER 


THAN ANYONE BEFORE, 

JESSE OWENS. AMERICAN, SET A 
WORLD'S RECORD IN MAY, 1935, 
WITH A SENSATIONAL LEAP 

OF 26 FEET, 814 INCHES. 


JENKINS 


GUARANTEED FOOTAGE 


You get full measure with 
every roll. Tapes up tight 
and snug to the last inch. 


NO WASTE 
All Gold Seal Friction Tape 


tears evenly, does not ravel, 
molds to uneven surfaces. 


HIGH DIELECTRIC 


Less Gold Seal Tape needed 
per job. No pinholes; one 
tape thickness insulates. 


LASTING “TACK” 


Gold Seal sticks to the job 
under toughest conditions 
of cold and moisture. 


EASY HANDLING 


Gold Seal does not peel, 
dry out or smear the 
hands in hottest weather. 


SPEEDS THE JOB 


Linemen and electricians 
prefer Gold Seal Tape. It 


saves time and trouble. 


STOCK AND SELL GOLD SEAL TAPE 


for fast turnover — for steady profit. 


FRICTION AND RUBBER TAPES 


In either 10-roll cartons or single rolls. 
Every roll sealed in cellophane, stays 
fresh. Jenkins Bros., (Rubber Division), 
100 Park Ave., New York 17. 


Jenkins Bros. also make Diamond Seal Friction and Rub- 
ber Tapes which meet ASTM and Federal Specifications. 


A PRODUCT OF JENKINS BROS. «4 » MAKERS OF FAMOUS JENKINS VALVES 
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Everything but the box... 


AND WE EVEN ASSEMBLE THAT! Yes, all Gedney fittings are completely — entirely — 
produced in Gedney’s own plant... everything under one roof! 


Gedney fittings are unbreakable malleable iron —special hot dip galvanized for 


maximum life. Al] Gedney fittings are machined and threaded with utmost accuracy. 


What's more, Gedney makes a complete line, and many items have 
special features. On your next order specify Gedney 

fittings — today’s best buy. Gedney fittings are 

always quickest and easiest to install 


—longest-lasting on the job. 





GEDNEY 
FITTINGS 
FIT! 


RKO BLDG. - RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 
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MAC eae AD VAY 
WHEN ECIFy Ne 


Fleur-O-Lier 
fixtures are certified 
by Electrical Testing 
Laboratories, inc., as comply- 
ing with rigid specifications 
covering electrical and 


mechanical construction. 


THESE 4 ADVANTAGES ssn fli Satan WHEN YOU SPECIFY FLEUR-O-LIER 
A MBE es soo ae aaa: 


WManufacturers 
2116 Keith Building : Cle 
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/ 
ELECTRONIC EQUIPMENT — 


/ 
CONTROL CIRCUITS— 
MOTORS, GENERATORS — 
ELECTRICAL’ DEVICES— 


used increasingly throughout industry for sensitive 
indicating and control applications. 


whether built into your products, used in your proc- 
essing, or rigged up in the lab. 


as well as relays, transformers, and similar electri- 
cal mechanisms. 


of all sorts...either at the test bench or right in 
the shop. 


@ Yes, you can check just about any circuit from sensi- 
tive electronic equipment to electrical motors with this 
Weston Model 785 Industrial Circuit Tester. Here, in 
one case, is all the equipment you need for most circuit 
testing: 


D-C VOLTS: 0.1/1/10/50/200/500/1000 volts. 

A-C VOLTS: 5/15/30/150/300/750 volts. 

D-C CURRENT: 50 microamps; 1/10/100 milliamps; 1/10 amps. 
A-C CURRENT: .5/1/5/10 amps. 

RESISTANCE: 0-3,000/30,000/300, 000 ohms; 3/30 megohms. 


Other features not available in testers of this type in- 
clude: unlimited current measurements with the use of 
external transformers or shunts—voltage and current 
circuits completely isolated to provide greater flexibility 
and meter protection — potential and current connections 
can be made simultaneously. "Phone your local WESTON 
Representative, or write-WESTON Electrical Instru- 
ment Corporation, 617 Frelinghuysen Avenue, Newark 
5, New Jersey. 


WESTON Yrlimenls 
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IR ALS a 
Supply of Copper Wire and Cable 








BULLETIN No. 521 


CRESCENT 


Aluminum 
Building Wire 


_ALUMINUM i » goed siernate for copper for the conductors in Building Wee ond Coben 
mem wader. art voving 
of corte cirea® capecity 
CRESCENT Ly ote ENDURITE Hest Revetent muclener in sinee 
ree 200 900 


~ be ten vendily, Ragterial 
you cosy idewthestian of the shoninem conduct 
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CRESCENT has had much experience in the 
manufacture of insulated aluminum conduc- 
tors. CRESCENT ALUMINUM Building Wire 
employs ENDURITE heat and moisture re- 
sistant insulation in sizes No. 1/0 AWG to 
1,000,000 CM as Underwriters Laboratories 
“Type RH—75° C. or RW—60° C.” 


CRESCENT ALUMINUM ‘Service Cables 
are available in size No. 6 AWG and larger 
as Service Drop (Type SD); Service Entrance 
(Type SEU); or Underground (Type USE, 
Style RR). 


CRESCENT ALUMINUM Power Cables can 
be furnished with rubber, thermoplastic or 
varnished cambric insulation and with braid, 
neoprene jacket, lead or armored coverings. 
We will welcome your specific inquiries. 


Under the C.M.P. Program, it is necessary 
to get an allotment of aluminum for peer woe | 
electrical cables from your Claimant Agency. 


Your CRESCENT Sales Representative will 
be glad to work with you in obtaining addi- 
tional cable business above what is possible 
in critically short copper. 











Y Smooth Finish . . . Clean Threads 
Greater Wiring Room 


Y Made of Unbreakable Malleable Iron 
Lighter . . . Stronger 


Y Precision Engineered to Install Easily 
... Save Time! 


APPLETON 
ELECTRIC 
PRODUCTS 








APPLETON 


UWallealle Trou 


UNILETS 


Appleton Form 35 Malleable Iron Unilets save time. 
They eliminate loss due to damage and breakage. 
Available in threaded and no-thread types, their 
superiority over fittings made of any other material 
has been proven on thousands of construction and 
maintenance jobs! 

The complete Appleton Line answers every fitting 
requirement, from simple steel outlet and switch 
boxes to big, heavy-duty explosion-proof types. 


Write for Complete Catalog Information 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue ¢ Chicago 13, Illinois 





Fieid Engineers: NEW YORK, 50 Church St. * DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. * ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Bovlevord,N.E. * BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth St., S. © PITTSBURGH, 412 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St 
BOSTON, 10 High Street © DENVER, 192! Blake Street © PHILADELPHIA, 2013 Locust Street 


CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 
BINGHAMTON « DALLAS * INDIANAPOUS * KANSAS CITY * ORLANDO © MILWAUKEE 
NEW ORLEANS «© SEATTLE * PORTLAND, ORE. 

Export Field Engineers: international Stendord Electric Corp., 67 Broad St. New York 4, N. Y. 














Washtugtou 
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PRODUCTION DECONTROL e Talk of removing or at least relaxing production controls 
is rampant in Washington. The major reasons: 

1. About 70 per cent of the mobilization job—the weapons and the supporting 
plant and equipment—is either on hand or far enough along to be completed without 
further tight regulation on the use of materials. The remaining 30 per cent of the 
build-up is made up mainly of long load-time goods like aircraft, guided missiles and 
specialized tools. 

2. Metals supplies have improved substantially. With a few exceptions (cold-drawn 
and hot-rolled bar, heavy castings, heavy structural shapes, seamless tubing, and nickel- 
bearing stainless) steel is now abundant. A monthly output record for the steel in- 
dustry was set in March, and 26.7 million tons of additional capacity is scheduled to 
go into production during the remainder of the year. Aluminum is also becoming 
more plentiful. Output is expected to hit over 1,250-million Ibs. during the first half 
of the year, and about 1,450-million lbs. in the second half. The immediate outlook 
for copper is not as cheerful. The only other materials now critically short are cobalt, 
columbium, molybdenum, nickel tantalum and tungsten. 

How decontrol will work: The Defense Production Administration and the National 
Production Authority have drawn up virtual blueprints for lifting use restrictions. 
Barring all-out war, this is how they would operate: 

The controlled materials plan would be retained in its present form for the remainder 
of 1952 and probably until April, 1953. But allotments of steel, copper and aluminum 
would become more liberal. As early as possible in 1953, the present system of 
government allotments would be replaced with an “open-end” CMP—something like 
the system Washington started with in July-October, 1951. This would keep materials 
for military and atomic energy requirements under allotment, with civilian users 
scrambling for the rest of the metal supplies. CMP would be put completely in mothballs 
by about 1954. Some sort of temporary priority system might be set up if necessary 
to get materials for still uncompleted military programs like jet aircraft or electronic 
devices. But by early 1954, most weapons now scheduled to be made will be on hand 
or on production lines. 

Until CMP does become an open-end system, affecting only military and atomic 
energy orders, NPA will relax controls by: (1) increasing self-authorization privileges 
for small users of steel and aluminum by about 100 percent; (2) increasing advance 
allotments from 60 to 100 percent; (3) permitting manufacturers to use metal allotted 
for one specific product for the production of another product made in the same plant; 
and (4) removing second-quality carbon steel from CMP in the fourth quarter. 


PRICE AND WAGE DECONTROL e The Office of Price Stabilization has just lifted price 
ceilings on 16 commodities, and is looking avidly for more items that it can safely 
decontrol. It’s not surprising. Nearly 40 per cent of all wholesale purchases are now being 
made at prices below OPS ceilings, and the pressure is strong for removal of price con- 
trol. Wage control has been given a black eye by the wage stabilization board's handling 
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of the steel case, and here again, there’s a big fight for decontrol. Even if price and 
wage stabilization are continued for another year—and this is being fiercely debated 
in Congress—it's certain that the two controls will be relatively feeble. 


JULY-SEPTEMBER ALLOTMENTS « NPA’s metal allotments will enable electrical equip- 
ment manufacturers in general to produce at about 120 per cent of their pre-Korea 
level during July-September. Switchgear and heavy power equipment manufacturers 
will be up to about 155 per cent; lighting fixture makers will be operating at only 
85 per cent. 

As expected, manufacturers have been allotted sufficient steel, copper and aluminum 
to meet all military and atomic energy orders. Enough metal for practically all civilian 
orders has gone out only to producers of this equipment: laminations; porcelain 
electrical products; connectors (army and navy type); electrical conduit; other non- 
current carrying wir.ng devices; pole line and transmission hardware; integral horse- 
power motors under 2,000 kw; prime mover generator sets over 750 rpm; motor- 
generator sets and other rotating equipment; industrial electrical control equipment 
(except railway and automotive); fuses and fuse equipment under 2,300 v; capacitors 
for industrial use; rectifying apparatus; specialty, power and distribution transformers; 
and low-voltage and high-voltage switchgear. 

Third-quarter allotments to producers of other equipment—there are 15 other NPA 
electrical product classifications—will cover only 80 per cent of civilian requirements. 


BON CLARK TO RETURN TO PRIVATE LIFE ¢ Former NAED and NEMA President 
Bonnell W. Clark, who has been director of NPA’s electrical equipment division since 
April, 1951, will resign from the government on June 1 to return to his home in 
Washington, Conn. He retired as Vice President in charge of sales for the Westinghouse 
Electric Corp. in January, 1950. 

Luther D. Shank, Clark's deputy, will also resign soon. He has been with NPA since 
November, 1950, when the agency began operations, and is on leave as Philadelphia 
District Manager of the Appleton Electric Co. of Chicago. 

Clark and Shank head a staff of 80—half of them people from the electrical manu- 
facturing industry, on leave from their companies to serve with the government during 
the defense emergency. Their division allots metals to about 1,000 electrical equipment 
manufacturers, and stands out as one of the most competent outfits in the government's 
defense mobilization setup. 


COPPER VS. ALUMINUM e Third-quarter applications for controlled materials showed 
that copper represented only about 35 per cent of electric-carrying capacity of all con- 
ductors (principally wire and cable). This compares with over 50 per cent of the 
corresponding period last year. 

The copper shortage was a major theme at NPA meetings held during April with 
electrical apparatus and supply distributors and manufacturers of carbon brushes, wire 
and cable, specialty transformers, fluorescent lamp ballast and power and distribution 
transformers. The big problem is still large, square and rectangular sizes of magnet 
wire. The reason: wire mills are unable to operate at full capacity because of insufficient 
copper allocations. 

But while NPA’s industrial and agricultural equipment bureau continues to encourage 
manufacturers to substitute aluminum for copper, the agency's metals and minerals 
bureau was forced to issue this statement last month to worried copper producers: 
“While we are trying desperately to stretch out supplies of some materials, we are not 
suggesting that manufacturers turn to substitute materials in post-emergency planning.” 
The specific reference to “post-emergency planning” was a balm to the copper producers. 
It's confusing, however, to electrical equipment producers and others, who are apparently 
being asked to switch from material to material as national emergencies come and go. 


( Washington, D.C_—May 2, 1952) 
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V-51 Convertible Vapor- 
tight Fixture — Exclusive 
Unit Assembly makes re- 
ceptacie, globe, guard in- 
stantly detachable for 
relamping. Converts to 
higher or lower wattages 

just as easily. 














5 = 
Twin Highlite—For high levels 
of illumination from ao mini 


number of outlets in high boy 
industrial interiors. Available 
with porcelain enamel or Alzac 


rg Money—Materials—Man-Hours 
" with. yey 


APPLETON 


INDUSTRIAL LIGHTING 





RLM Standard Dome Reflector—Made of 
Rust-resisting iron with three coats of 
boked porcelain enamel. Sectionalized 
construction permits easy installation, com> 
venient servicing. 


Type EFU—First ana still finest Explo- 

sion-Proof Lighting Fixture. Available 

for two 40 Watt, 48” lamps or two Pat. No. 2,393,202 
100 Watt, 60” lamps. 


Fewer rejections ... increased worker output... greater safety... less spoilage 
resulting from eye fatigue—these are only a few of many advantages that are 
yours with good plant lighting. 


Appleton Industrial Lighting Equipment is precision-engineered to direct the 
right intensities of light to the right places. Combining expert Appleton design 
with rugged durability, these fixtures provide finely coordinated lighting systems 
at minimum initial cost and lowest possible service and operating expense. 

Appleton excells in the manufacture of lighting equipment for hazardous 
locations and explosion-proof applications. For any industrial lighting require- 

Stecklite—Provides perfect illumina- - a : 
Son for shelves ond bins in stock rooms. ment, contact Appleton, pace-setting manufacturer of electrical equipment for 
nearly half a century. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY APPLETON 


1734 Wellington Avenue ¢ Chicago 13, Illinois 


Field Engineers: NEW YORK, 50 Church St. ¢ DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 


Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 WN. Santa Fe Ave. © ATLANTA, 724 Bovlevard,N.E. * BIRMINGHAM, 809 Brown-Morx Bidg. 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. 


BOSTON, 10 High Street © DENVER, 1921 Bloke Street © PHILADELPHIA, 2013 Locust Street 
CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 
BINGHAMTON «* DALLAS © INDIANAPOUS « KANSAS CITY * ORLANDO © MILWAUKEE 


NEW ORLEANS + SEATTLE + PORTLAND, ORE. 
Expert R thn ional Standard Electric Corp. 67 Brood St. New York 4, N. Y. 











BRYANT NO. 4421 
Weatherproof Switch T 
Rated Flush Tumbler Switch 


Available in single pole, dou- 


ble pole, 3-way and 4-way 
types—10 Amperes, 125 Volts, 
5 Amperes, 250 Volts. 


Bryant No. 5260 
3-wire grounding type, 
ovtiet with thread-on 
cover — 15 Amperes, 
125 Volts. 


for 


weatherproof devices 


For porches, terraces, barnyards — for any place where 
dampness or the elements make the installation of ordi- 
nary wiring devices undesirable. Here are three devices 
from the full line of Bryant Weatherproof switches and out- 
lets. These devices are equipped with weatherproof mats 
and met&l plates finished to resist corrosion. 





Bryant No. 3894 
Weatherproof Outlet. 
2-wire, duplex, parallel 
slots, thread-on covers 
— 15 Amperes, 125 
Volts, 10 Amperes, 250 
Volts. 


THE BRYANT ELECTRIC COMPANY Specify Bryant 
H | from Your 
BRIDGEPORT 2, CONNECTICUT : 
Electrical 


Distri 
Chicago + Los Angeles istributor 
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x 


Answers to 


{ 


What do the initials RLM stand 
for? 


The “R” stands for Reflector, the 
“L” for Lighting equipment and 
the ““M” for Manufacturers—Re- 
flector and Lighting Equipment 
Manufacturers. 


Wheat does the RLM Label 
stand for? 


The label affixed to a lighting unit 
certifies that the reflector meets 
the minimum specification and 
performance standards, determined 
and established by the RLM Stand- 
ards Institute. 


Who sponsors the RLM Stand- 
ards Institute? 


Incorporated as a non-profit or- 
ganization, the Institute is 
sponsored by 26 manufacturers 
who voluntarily elect to manufac- 
ture industrial lighting equip- 
ment in accordance with RLM 
Standard Specifications. 


How are RLM Standard Speci- 
fications established? 


The rtm Technical Committee, 
with the counsel of outstanding 
illuminating engineers, continu- 
ously reviews present specifications 
and suggests improvements and 
prepares new specifications. The 
Committee’s recommendations 
then are reviewed by the Board 
of Trustees and finally submitted 
to the Institute Members for 
ratification. The adoption of new 
specifications requires approval by 
at least 80% of the membership. 


How does the RLM Label 
essure conformance to RLM 
Standards? 


XK_-5370-26 
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LECTRICAL TESTING 
ABORATORIES. INC 


Representatives of the Electrical 
Testing Laboratories periodically 
visit the plants of all manufac- 
turers participating in the RLM 
Specification-Certification Pro- 
gram. These ETL inspectors are 
authorized to take lighting units 
right off the assembly line or out 
of stock at random and make the 
required tests. They may also ob- 
tain test samples direct from dis- 
tributors’ stocks in order to check 
conformance to RLM minimum 
standards. 


Who are the Electrical Testing 
Laboratories? 


Electrical Testing Laboratories, 
Inc., 2 East End Ave., New York 
21, N. Y., is an independent test- 
ing organization which has con- 
spicuously served industry for over 
50 years. With this impartial and 
scientific organization rests the 
sole seapenalliey of determining 
whether or not an industrial light- 
ing unit measures up to every 
individual quality standard that 
qualifies it to bear the RLM Label. 


What cre the 4 Basic Tests 
made by Electrical Testing 
Laboratories? 


(1) Quality of reflecting surface, 
(2) Reflection factor, (3) Shielding 
angle and reflector Suensionsant 
(4) Photometric test for light 
distribution and efficiency. 


Q 


A 


the RLM LABEL 


In addition to design and con. 
struction features that meet 
certain minimum standards, 
what else does the RLM Label 
assure the buyer? 


It provides the buyer with a war- 
ranty of uniform quality. In 
addition to the periodical inspec- 
tions and tests made by the 
Electrical Testing Laboratories, the 
manufacturer warrants that every 
unit shipped by him meets the 
published specifications of the 
Institute. 


How many different types and 
sizes of RLM Units are there? 


There are 18 basic types of RLM 
Units and 34 different sizes made 
by one or more of the 26 member 
manufacturers. At present there is 
available a total of over 250 differ 
ent makes and types of units which 
either bear the RLM Label or are 
on submittal for testing and cer 
tification at Electrical Testing 
Laboratories 


How may | obtain free copies 
of all existing RLM Specifica- 
tions and a check list of RLM- 
Member Manufacturers? 


Send for the 44-page RLM Speci- 
fications Booklet and the new 
RLM Bulletin 1050. Write RLM 
Standards Institute, Suite 817 
326 W. Madison St., Chicago 6, 
Ill. Your copies will be mailed gladly 


without cost or obligation. 





mean 


. 
CHAMPION > BUSINESS 


ELECTRICAL WHOLESALER 


HERE’S WHY: 


Champion Incandescent and Fluorescent Lamps give your men some- 
thing to sell! Something to talk about! A reason for the prospect to give 


his lamp business to you! 


Whether it be a lower cost, a better quality, or a more complete service, 
Champion has it for you. Right now Champion’s War on Waste Program 


is getting the jobber salesman in where he never got in before. 


Give your salesman a break — give him a lamp he can SELL. 


Let us set up the complete Champion Lamp story for you. 


Write today to 


CHAMPION LAMP WORKS 


Lynn. Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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in NANT UL bil pil MY 
industrial requirement 


5 
Type VIi Cast 4 


explosion resisting en 
closure for hazardo 


The heart of Cut-away vidw.of gas locations. A mullti- 


the CY Starter steel-enclosed dre 


chamber with main 
contact assembly 


In CLARK Type “CY” Starters, sizes 2 and 3, the 

arc is extinguished by the effect of the blowout 

closure for hazardous coils, concentric with the contacts. The steel arc 
gas locations. chamber and the center stud form the magnetic 
field which rotates the arc—either lengthening or 

confining it. Because the arc moves continuously 

on the contact surfaces, burning and pitting is 

minimized, and contact life greatly increased. 


These new starters are available in enclosures 
approved for use in such industrial atmospheres 
as hazardous gas, dust or excessive humidity. 


6 wa : Type V Dust Tight.” 
AY, ‘ Fabricated Steel en- 
4. \ ; closures, with gasket 

2% and Wing Nuts. 











TypeIX Gast Iron. Please visit out Conference Booth No. 18 
N.A.E.D, Convention, Ailantie City. June 8-12. 


mw CLARK CONTROLLER co (RESESEERS 


ENGINEERED ELECTRICAL CONTROL ’ 1144 FAST 159ND STOFET CIEVEILAND 19 OID 











INFORMATION 
BOOTH 


and 


KEY LINE CLUB 














Coutholled 
TO THE HIGHEST STANDARDS OF THE INDUSTR 


™ : a 


It’s a fact and here’s 

why! First, Chester quality 

control engineers certify every phase 
of manufacture from raw material to 
finished product packed for shipment. 
No detail is too small or unimportant 
to merit their full attention. Second, 
quality in turn governs production — 
not a single foot of Chester wire or 
cable is ever “hurried through” to meet 
a shipping date or heavy schedule. 
Extra shifts, not faster production is 
the method used to break bottlenecks 
at Chester. 


This two way quality control is just 
one of many important reasons why 
electrical and electronic men, in in- 
creasing number, specify er wire 
and cable for an extra measure of 
reliability. Why not check your re- 
quirements with Chester today. 


FOR EVERY APPLICATION — 
JAN-C-76 Wires © 80°-90°-105°C 


TW BUILDING WIRE 


a 


THERMOSTAT CABLES 


— 


FLEXIBLE CORD 


=——- 


OFFICE & BELL WIRES 


—.. 


WEATHER-PROOF WIRES 


2a 


TELEPHONE WIRES 


—————. 


BURGLAR ALARM 


Sane eae 


FIXTURE WIRE 


==. 


NEON SIGN 
BURNER IGNITION CABLE 


HEATER CORD 


Sa 


UL APPROVED 105°C 


—_. 


UL APPROVED 90°C 


—_ 


UL APPROVED 80°C 


SPECIAL WIRES > 
& CABLES TO 


Y 


i 
i 
a; 


“SP” 3=3=6SPECIFICATION 


& SIGNAL WIRES 


MANUFACTURERS OF QUALITY WIRE AND CABLE LECTRONIC REQUIREMENT 
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Mr. Wholesaler: 


We're pushing the 
type Snow... 
Stock them as 
leaders for your 
counter trade. 


SINGLE POLE 
SINGLE THROW 
RATED 15 AMPS 


Available in two attractive colors 
Brown or Ivory. Type S$ has one 
ON” and one “OFF operation 
Type SR has two “ON and two 
“OFF operations. Ivory Case and 
Type SR Switches are priced slightly 
higher 


(ACTUAL SIZE) 


SANGAMO QUALITY FEATURES: 


Outside Manual Operation 
Easily Removable Cover 


Easy Time Adjustments 


Here's a simple, sturdy, /ow cost switch with all of the fine 
quality you expect in a Sangamo Time Switch. It’s a smooth- 
operating, precision-built time switch that is small in size, quiet 
in operation and highly accurate. 


Dead Front Safety Design 
Long Life Silver Contacts 


The Type S can serve in virtually any time control application Precision Machined Gears 
where special operating features are not required. It permits 
you to offer Sangamo quality at low cost. It mounts on a stand- Dependable Low-Speed 
ard switch box or on any wall. Motor 

Lay in a stock of Sangamo Type S Switches now! We're telling 
your trade: “See them at your electrical wholesaler.” Be sure Lifetime Lubrication 
to be able to meet the demand. 


SANGAMO ELECTRIC COMPANY 


SPSINOTISES, 1EbINOtS Get the full story — Write for 


Catalog No. 1010C. 





ST52-6A 
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Designed for maximum eye protection and 
see-ability- 


tion and maintena 


Economical jn purchase, installa- 


nce. 


ae 


ae 


*.) >) >) 7 + 
SEELU x (Ir candescé nt) 
3 ring, open-bottom for silver bo 
ALZAK ALUMINUM” finish. Easy to clean. 


—_— 


E-LITE (Fluore scent) 


a 60% down. 


g- 40% up om 
jeaning- 


Balanced lightin' 
ther side for easy © 


e to el 
ERMALUX finish. 

GUTH Precision- 
{ your GUTH 


r catalog: 


Louvres hing 
300° WHITE P 


For complete information on 
Planned School Lighting. contac 
x write us for ou 


resident engineer © 
a Poten' Pendind e*e@ one Patented Alumiou™ Co. of Americ? 


THE EDWIN F- GUTH COMPANY j $t. tours 3, mo. 





’ = 





SERVICE TAP 





The O.Z. Service Tap is cast of high strength 

copper alloy particularly suited for 

heavy-duty service connections. Two standard 

hex head cap screws exert high clamping pressure for 
low resistance connections. O.Z. bonus features guarantee 
service and satisfaction. And remember— 

O.Z. costs no more! 


Available in sizes from #2 to 1000Mcm (Main) 
#10 to 1000Mcm (Tap). Can be furnished 

with spacer if desired for separating individual 
conductors. Will take two maximum size cables 


Buy 0.2. and you'll see or one maximum and one smaller size. 
: Excellent for dead-ending wires. 
why Engineers say, 
"They're OK if they're 0.2." 


CONDUIT FITTINGS 
ELECTRICAL = casi TERMINATORS 


MANUFACTURING CAST IRON BOXES 
SOLDERLESS CONNECTORS 


COMPANY, INC. POWER CONNECTORS 
GROUNDING DEVICES 


262 BOND STREET BROOKLYN 2,N.Y 
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... fOr the N.A.E.D. 
CONVENTION 


You are cordially invited to be 
our guest while at the Atlantic City 


Convention. We are looking forward 


to the pleasure of your visit to our 


suite at the Ritz Carlton Hotel ~ ~ 
and our Booth #121 at the Wy 
CZ/JZ»E 


Ambassador Hotel. 


Write for your 
copy of the new 
Wm. PENN catalog 
illustrating a complete 
line of fluorescent luminaires. 
For schools... stores... 
offices ... showrooms... 


factories . . . garages 


Fluorescent Light Mfg. Co. 
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Lets Lake. a LOOK atthe inside ofa 


WARE FUSE CORPORATION 
4420 W. LAKE ST. CHICAGO 24, ILL. 


ELECTRICAL WHOLESALING—May, 1952 








Now... 2s matic. protection 
for the home! 


AND CONVENIENCE New BullDog XD Electri-Centers give flexible, 


Here’s safe, modern circuit pro- \ . * . : . 
tection unmatched anywhere. In- \ foolproof circuit protection for lights and service 
dividual interchangeable Pushmatic f ‘ 
breakers rupture circuits instantly appliances in same panel. Open door to huge 
when short or overload occurs 
Need no resetting. Just a simple domestic market, extra profits for you. 
PUSH restores circuit (except 
when short still exists!. Foolproof 
Trip-free. Listed by Underwriters’ 





Here’s the new BullDog XD Pushmatic Electri- 
Center®, a specially designed panel that pro- 
vides one central control for all circuits in the 
home, present and future! ... eliminates the 
need for individual fuse box and costly main 
switch by providing for both in a single panel. 


Internal split-bus-bar design separates panel 


into two groups of circuits. Pushmatics in the 


upper section provide protection and disconnect 
for 1- or 2-pole service appliance circuits. One 
Main Disconnect gives master control over all 
individually protected lighting circuits in the 
lower section (see 4 points, left). 


Of course, famous BullDog Pushmatic circuit 
breakers make the XD Electri-Center tops in 
safety, convenience and flexibility, too. To add a 
circuit, add a Pushmatic. Safe, trip-free, positive 
automatic protection always. 








Check the features at left. Stock and sell these 
(@) great Electri-Centers. For complete details write 
: for free bulletin. 

MAIN DISCONNECTS—For service items. Provide in- 
dividual control over 1- or 2-pole attic fans, ranges 


heaters, dryers, etc. Space for 2 or 4 items. (Code 


permits 6 subdivisions of main service, Art. 230) : ; , Also PB ELECTRI-CENTERS 
P 


TIE HANDLE—Two 50-amp Pushmatics tied together ; for homes, businesses 
act as a Main Disconnect for all branch lighting . - - 
circuits in lower section. (Each circuit is protected Same as XD Electri-Centers, 
against overload and shorts by its individual Push- , except that bus bars are not 
matic breakers, however.) F split. Each circuit is con- 
LIGHTING CIRCUITS—Space for 8 to 10 circuits, de- { trolled individually. Attrac- 
pending on XD Electri-Center model. All are pushed tive, compact, simple. The 
off or on by Main Disconnect, directly above last word in efficiency and 


UNUSED CIRCUITS—-Can be plugged with filler plates : Sexiniiny Availeme in 14 
ull Geek. ; or 20 circuits, single-phase, 
¥ 3-wire solid neutral or 3- 
phase, 4-wire solid neutral 
Doors available if desired. 
Flush or surface fronts. 











XD ELECTRI-CENTERS—Space for either 12 or 18 circuits. Basic device 
consists of interior, box, front (flush or surface), 4 Pushmatics 
and 4 filler plates. 100-amp mains. Additional Pushmatics available 
in 15, 20, 30, 40 or 50 amps. Only 2 basic devices to stock and sell 
Get all the details. Write for bulletin 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 


L L IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
1902-1952 ... SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 
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To get efficient fluorescent lighting 
»- INSIst On 








There’s more to satisfactory fluorescent lighting than lamps 
and a reflector. There’s always a ballast in the fixture... 
and the way it performs determines whether you'll get fu// lamp life, 
rated light output and satisfactory performance. 


Only CERTIFIED BALLASTS carry the shield that assures best lighting. 
That's because CERTIFIED BALLASTS are made to precise 
specifications, then tested by Electrical Testing Laboratories, Inc., 
which certifies they conform to these high standards. 


There’s no excuse for inefficient, unsatisfactory fluorescent lighting when 
CERTIFIED BALLASTS are available. 


Be sure every fixture you get has CERTIFIED BALLASTS . . . the ones 
with the shield. 

@ Complete information on the types of CERTIFIED 

BALLASTS available from each participating manufac- 

turer may be obtained from Electrical Testing Labora- 

tories, Inc., East End Ave. at 79th St., New York, N. Y. 

-articipation in the CERTIFIED BALLAST program is 


open to any manufacturer who complies with the require- 
ments of CERTIFIED BALLAST MANUFACTURERS. 


samen BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





CERTIFIED 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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FOR 


 NON-CORROSIBLE 
——s ELECTROLETS 


NOW ... SELL QUALITY 
TRANSFORMERS 


Your customers want transformers that give better service 
and last longer... 
We offer you a dependable source of supply for such 
transformers. 
The Magnatran line consists of AIR, OIL and ASKAREL 
cooled transformers, designed and manufactured by per- + 


sonnel having unusual and outstanding knowledge of the Indoor-Outdoor Air-cooled type. Light 


transformer industry. Magnatran requires no further 
introduction. 


Indoor Air-cooled type. With extra 
large junction box. 25 KVA to 200 
KVA inclusive. mp 





DISTRIBUTORS 


Our expansion policies 
require additional dis- 
tributorships. If you can 
merchandise transform- 
ers why not inquire about 
a Magnatran Distribut- 
orship? 


=> 
333 KVA Oil-immersed Ditsribution Mag- 
natran. Where contractors want heavy 
transformers, consult us. 











MAGNATRAN INCORPORATED 


TRANSFORMERS AND ELECTRICAL EQUIPMENT 
WALTER GARLICK, JR., PRESIDENT 
246 SCHUYLER AVE., KEARNEY, NEW JERSEY 


weight. Easy to install. 3KVA to 15 KVA 
inclusive. 


co 
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CORNISH 


STOUT 
FELLAS 


16/2 $4 


ACTUAL SIZE 









For rugged use, we recommend our 
COROPRENE line. of oil-resistant Neo- 
prene-jacketed cords—both 40 and 60% 


CORNISH 







ACTUAL SIZE 








*% 





+ V18/2 sv Fs 
A ( 


% ACTUAL SIZE 
ACTUAL SIZE 


* 
is 






ERS 


ACTUAL SIZE 





ACTUAL SIZE 





QUALITY 
PERFORMANCE 





CORNISH WIRE COMPANY, nc. 


50 Church Street, New York 7, N. Y. 


PHILADELPHIA BRIDGEPORT CLEVELAND CINCINNATI CHICAGO 


DETROIT MINNEAPOLIS ST. LOUIS ATLANTA BOSTON ROCHESTER 


Now’s the time to reap 
the harvest of summer 


cooling fan sales! 


by P. D. BRIGGS, Vice-President and General 
Sales Manager, Ilg Electric Ventilating Co. 


OU know, as well as we do, that many of our 
summer fan sales represent “impulse” pur- 
chases. When the first heat wave hits, there are 
ss . : wall, or in penthouse on roof. Wide 
thousands upon thousands of critical situations cre- ; range of capacities. Self-cooled 
° ° e motors. Over a million in use. 
ated where there is a sudden imperative need for 


STANDARD PROPELLER FANS 


for quick mounting in window, 


cooling fans. 

In situations like these, if you have the fans in 
stock, you have a rushing business. When your in- 
ventory runs out, however, business goes to your 
competitor, regardless of the quality of his mer- 
chandise. 
| The best way to assure yourself of harvesting a 
full crop of fan sales is to take two steps: (1) be sure 
your company inventory covers the fan require- 
ments of your territory and (2) make sales in advance 
of the first heat wave. 

On each of your industrial calls for the next 
month, ask about the need for cooling fans. You'll 
be pleasantly surprised at the orders you'll write 
(on a priority basis) and at the good will you'll 
generate by thinking of your customers’ needs— 
in advance! 

For help on any ventilating problem, call in your PORES FANS OOS “ae Cer 
nearby i AS representative (consult classified direc- ear eaey enya read pang ~a —- 
tory for telephone number of our nearby Branch foment nee oe och cfets sacaht puundy onal lifting beak, 
Office). He’s trained and ready to work with you i , 
on any engineering or selling problem. Meanwhile, 
years of experience say —get those orders in advance! 


VENTILATION SSB cress ras 


The ILGWIND—highly success- 
ful in night-cooling homes—is 
equally useful for exhaust or cir- 
culating duty in offices, dining 
rooms, laboratories, shops. Needs 
no installation—just plug in. 


ILG ELECTRIC VENTILATING CO d ‘ Two sizes. Two-speed motors. 
2822 North Crawford Ave., Chicago 41, Illinois : 


ELECTRICAL WHOLESALING—May, 1952 





A MESSAGE TO AMERICAN 


Some Things Are 


INDUSTRY -» 


ONE OF A SERIES 


WORSE THAN STRIKES 


This editorial which appears in McGraw- } 

Hill publications was written just prior to 
the resignation of Charles E. Wilson as 
Director of Mobilization. The principle it 
discusses is of basic and continuing im- 
portance in our struggle to maintain eco- 

q nomic and personal freedom in America. 








It is to be hoped that the managements 
of the steel industry will resolutely resist 
the efforts of the national Wage Stabili- 
zation Board to force them to establish 
the union shop in their plants. In essence, 
the union shop means compulsory union 
membership. 


They should resist not because of any fi- 
nancial advantage to the owners of the indus- 
try. There would be none. They should resist 
out of a decent regard for those ideals of 
our country which we are now fighting in 
Korea to protect. Moreover, their resistance 
would, as a matter of fact, benefit the leaders 
of the organized steel workers by protecting 
them from the certain and bitter fruits of 
their “victory” in getting the government to 
impose the union shop on the steel industry. 
Their successful resistance would also pre- 
vent Premier Stalin and his co-workers from 
enjoying a hearty laugh at our expense. 


Fun for the Russians 

This is why the Politburo would find the 
establishment of the union shop in the steel 
industry, at the behest of the Wage Stabili- 
zation Board, so profoundly amusing. We are 
fighting in Korea because we believe that 


armed aggression, promoted by Russia, men- 
aces our freedom. And we are spending hun- 


dreds of billions of dollars here at home for 
armament to protect our freedom at other 
danger points. When this rearmament pro- 
gram is threatened by a crippling strike, the 
federal government through its Wage Stabili- 
zation Board proposes to buy off the threat 
by plowing under a vital element of that free- 
dom which we are trying so desperately to 
preserve. 

When the union shop is adopted through 
voluntary agreement, as it has been in cases 
covering millions of workers, it deeply under- 
cuts the freedom of the individual. To hold 
his job he is required to join the union and 
support it financially whether he wants to or 
not. In the case of such voluntary agreement, 
however, the government takes no direct 
part in thus destroying the freedom of its 
citizens. It is essentially a private transaction. 


Tyranny is the Word 

But in the steel case the federal government 
becomes a party to a direct attempt to im- 
pose the union shop. Instead of protecting its 
citizens in their right to earn a livelihood, the 
government forces certain of them to join and 
support a private organization which they 
have clearly indicated they do not want to 
join. This they must do to hold their jobs. 
Tyranny is the accepted designation of gov- 
ernment coercion of this kind. 

It may be objected that the Wage Stabiliza- 
tion Board merely recommends the union 
shop, does not order it. This was also true of 
the action recently taken by a President's 
Emergency Board, which also “recommend- 
ed” that working agreements between the 
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PACKAGES THEM A L L 


cufs costs | 


1. Packaged goods stay put, seldom get lost, 
damaged or misplaced. 


. You have an exact count. Only one carton 
is ever open for less-than-carton requirements. 


. Order packing is simplified. No sacks or bags 
are needed, and losses enroute are eliminated. 


Years ago, CONDUIT of COLUMBUS pioneered the Souk fer ‘tile fetal 
packaging of conduit pipe fittings. Since we sell price . buy fit- 
exclusively through wholesalers, we know your prob- pn. dO pet a 


lems. Let us hear from you. form quality. 





CONDUIT PIPE PRODUCTS co., , OHIO 


PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD ° GOOSENECKS °- WALL PLATES 
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railroads and about a million non-operating 
railroad employees include a provision for 
the union shop. A government recommenda- 
tion, however, can easily be given much of 
the force of an order, particularly by the call- 
ing of a strike to “uphold the hand of the 
government.” 

It seems entirely clear that in trying to 
impose the union shop on the steel industry 
the Wage Stabilization Board has completely 
lost its bearings. It was set up to handle labor 
problems to tide over an emergency. Now it 
comes up with a revolutionary modification 
of labor relations in the steel industry which, 
if adopted, would become a permanent part 
of the institutional machinery of the industry. 


“Too Much Like Hitler’’ 

Early in World War II an effort was made 
to have the federal government order the 
union shop for a group of organized coal min- 
ers. President Franklin D. Roosevelt, who 
will go down in history as one of organized 
labor’s greatest champions, blocked it. 
“That,” he said, “would be too much like the 
Hitler methods toward labor.” But now, with 
supreme irony, the federal government fos- 
ters this Hitlerlike method toward labor os- 
tensibly to advance our conflict with Stalin. 

In persuading the Wage Stabilization Board 
to sponsor the union shop for steel workers, 
there is every reason to believe that the union 
leaders have trapped themselves. If the gov- 
ernment imposes the union shop, a next step 
clearly becomes necessary. This is govern- 
ment regulation of the union in order to pro- 
vide a modicum of protection for the minority 
that would be forced by the government to 
join against their will. It could be that for a 
time the government would ignore this obli- 
gation. But, having granted the union the 
power to eliminate the minority, it would 
sooner or later be forced to regulate the use 
of that power. Thus free collective bargain- 
ing and freedom itself would be the losers. 


An Issue of Basic Principle 

Resistance to a government-sponsored 
union shop for the steel industry is bound to 
bring harsh denunciation both from the ad- 
ministration and union leaders who have 
teamed to back it. Not only does the union 
shop relieve the union leaders of the problem 
of recruiting members, it also eliminates a 
group of workers that they stigmatize as “free 
riders”—namely, those who work for compa- 
nies which have a working agreement with a 
union but do not join the union. In the basic 
steel industry about 10 per cent of those who 
work for companies with union agreements 
are not members of the union. Such a small 
percentage of non-members is obviously no 
threat to the “security” of the union, although 
that is what the drive for the union shop 
ostensibly is designed to protect. 

In the reporting of the present labor dis- 
pute in the steel industry virtually all of the 
attention has been focussed on the handling 
of the issue of a wage increase and how large 
it should be. This, to be sure, is vitally impor- 
tant. Mobilization Director Wilson has said 
it is “a serious threat to our year-old effort 
to stabilize the economy.” But certainly of 
comparable importance is the tremendous is- 
sue of principle raised by the government's 
backing of the union shop for the steel 
industry. 


If the position of the Wage Stabiliza- 
tion Board on the union shop prevails, 
our government will have blunted the 
arms we are forging to fight for our free- 
dom abroad by undermining a major 
bulwark of our freedom right here at 
home. At this critical time in the struggle 
to preserve and protect our freedom such 
a subversive course should be resisted to 
the limit. 


McGraw-Hill Publishing Company, Inc. 
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‘Powerduct Cable means a big saving for us,” says 
Frederick Lynn, chief electrician at The High Standard Mfg. 
Corp., Hamden, Conn., makers of Hi-Standard 
firearms, internationally famous for 
their accuracy and painstaking craftsmanship. 


“You'd be surprised that a very big item is being able to use 
Powerduct over and over again as production increases and 
‘model changes are made. Twelve feet, fifteen feet, it doesn't 
make any difference. I’m able to use it any place. Powerduct is 


never wasted. That's why it’s less expensive. 


“Because busduct with Powerduct means complete flexibility, 
we increase the use and mobility of the machine. Our crew 
saves many man-hours by being able to plug in Powerduct in- 


stead of wiring a whole rigid conduit system.” 


“Here's the inst 


lighter eq 


Powerduct complies with 
Section 3646 to the 
1951 National Electrical Code. 


the right cable for the job 


tout in the 
most directly 
hine will be 


ry 


Powerduct has full Underwriters’ ap- 
proval, costs less than any other approved 
type of cable. For further details on 
Powerduct, contact your Anaconda repre- 
sentative or write to Anaconda Wire & 
Cable Company, 25 Broadway, New York 
4, New York 2I76A 


' wire and cable 
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TIMES and TRENDS 


A Job Well Done! 


It would be difficult indeed to assign a value to the job 
accomplished by a group of representatives of the elec- 
trical wholesaling industry in appearing before the De- 
partment of Defense last month. 

Representatives of the Naticnal Association of Elec- 
trical Distributors met in Washington for a one-day con- 
ference with a group of government officials. The purpose 
of the meeting was to provide the government representa- 
tives with a better understanding of the electrical distrib- 
utor's operation and suggest how the defense effort can 
benefit by making full use of these wholesaling organi- 
zations. 

It can be said without fear of being challenged that 
every firm engaged in the business of wholesaling elec- 
trical goods owes a debt of gratitude to that group of men 
who travelled to Washington to tell key government 
officials how the distributors are a “vital force in logistics 
and the national economy.” 

To this observer, the conference was a vivid demon- 
stration of the fact that the electrical wholesale distribut- 
ing industry is well aware of the two-fold task that it must 
undertake at the present time. Although the current world 
conditions make it necessary that Washington impose the 
rules and controls, it is still the decisions of individual 
businessmen that determine the general health and wel- 
fare of our economy. 

The electrical distributor knows that our first job is to 
build up our military defenses to a point where no ag- 
gressor nation will want to test our strength. The accom- 
plishment of this goal depends on the intelligent coopera- 
tion of the military, government agencies and industry. 

The electrical distributors realize that they also have a 
responsibility toward the civilian part of our present econ- 
omy. What happens on the home front depends on the 
maintenance of a vigorous distributor organization and a 
continuous program to build good will and customer 
satisfaction. 

Although an official transcript of the morning pro- 
gram will not be available, the distributors were privileged 
to hear Brigadier General A. Robert Ginsburgh, USAF, 


chief briefing officer of the Defense Department, deliver a 
review of the current military situation. Other speakers 
included Brigadier General Robert E. Condon, USAF; 
Brigadier General Wayne R. Allen, USA; Colonel Barnet 
W. Beers, USA; Lieut. Colonel E. L. Waddell, USA. 

Following a more interesting morning session the whole 
salers were given an opportunity to present a carefully- 
planned program citing actual,’ practical tasks that the 
electrical distributing industry is qualified to perform and 
equipped and ready to contribute to the defense effort. 

The presentation on behalf of all electrical wholesale 
distributors was made by three of the industry's outstand- 
ing leaders, W. G. Peirce, Jr., of Peirce-Phelps, Inc., E. B. 
Ingraham, Times Appliance Co., Inc., and George F. 
Hessler, Graybar Electric Co., Inc. (A review of this 
presentation will appear in the June issue of ELECTRICAL 
WHOLESALING. ) 

When, in the course of his daily tasks, a member of 
the military coterie accomplishes a particularly fine piece 
of work, he is often commended with the brief but 
meaningful phrase, “Well Done.” 

That commendation should certainly be extended to the 
thirty wholesalers who, as members of the board of gov- 
ernors, executive committee or general committees, trav 
elled to the capital from places as far distant as Cali- 
fornia, Florida, Maine and Texas. 

A vote of thanks is due Commander Cisin, USN, Head, 
Industry-Business Section, National Organizations Branch, - 
who provided an opportunity for such a program and to 
NAED's executive director, Charles G. Pyle, for his alert 
acceptance of the invitation, whereby the electrical whole- 
saling industry could put its record before key officials 
from the Department of Defense, the National Production 
Authority, the Office of Price Stabilization and the Muni- 
tions Board. 

Every electrical wholesaler, member or non-member of 
the national association, benefited through the work of 
this important conference. Once again, the industry has 
had an opportunity to point out to government officials 
that the wholesaler's services are essential and economical 
Now it is up to the industry to demonstrate in every in 
stance that the facts presented in Washington are ac- 
curate and economically sound. 


QB As Neegen 


EDITOR 
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electrical equipment 
and keep 
maintenance costs 


- i 
SIMPLE, down with 
POSITIVE 


RODY TYPES 


DESIGN 


VARIETY OF 


SEALING GRIPS 
for flexible cords « cables 


Pyle accurately-cut tapered threads and tapered 
rubber bushings assure a positive grip with a water- 
tight and dirt-tight seal preventing strain on ter- 
minal connections and deterioration of electrical 
parts or intricate mechanisms. 


With Pyle sealing grips installed, tension or strain 
on the portable cord or cable is taken up by the 
gripping action instead of the wire terminal con- 
GPS REO nections. At the same time this sealing action pre- 
nut in sheet ‘af vents moisture or dirt from entering the wiring 
— compartment or mechanism enclosure. 
Aluminum bodies are available in a variety of 
styles and sizes including types with hexagon nipple 
for anchoring in sheet metal panels, cabinets or 
overhead power distribution ducts. 


With henugen nipple Compression nuts can also be furnished with a 
———— split mechanical clamp, a cord protecting spring, 
or with an attachment for rubber hose or flexible 
conduit. Two and three hole rubber bushings are 


> S rasic » 
a= )i also available. 


duct 


— Write today for Pyle-National 
al Bulletin No. 1145 for complete listings. 


CT 
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March-April Projection by ELECTRICAL WHOLESALING 


Bureau of the Census 


Electrical Wholesale Distribution 
February 1952 


SALES February sales of electrical goods wholesalers, 
all classes of houses combined, rose seasonally 5 per cent 
above the January level but indicated a drop of 20 per cent 
below February 1951 sales (which, in turn, were 50 per 
cent over sales for the same month of 1950—a fact that 
takes some of the sting out of the comparatively poor show- 
ing for February 1952). 

On a class of house basis, February sales varied con- 
siderably from the overall picture: 

e Full-line wholesalers—the group whose performance 
dominates the combined percentages—conformed closely 
with February sales up 5 per cent over the previous month 
and down 18 per cent under the level for February 1951 

e Appliances and specialties wholesalers indicated the 
same up and down relationship but with a much wider 
spread: their February sales were 12 per cent higher than 
those for January and 33 per cent under February 1951. 

e Contrary to the trend of the other two classes, wiring 
supplies and construction materials distributors reported 
February sales 7 per cent below the January level but 4 per 
cent above February 1951. 

Cumulative sales of the three classes combined for the 
first two months of 1952 were down 24 per cent from the 
corresponding period of 1951 (which was up 71 per cent 
over the first two months of 1950). 

Estimated total sales of all electrical goods wholesalers 
for February amounted to $402 million, $21 million more 
than January but $120 million lower than February 1951 

(Business Index: February 1952—442; February 1951—546) 


Other Figures of the Month 


Housing Starts (in thousands) 

Private Expenditures for New Construction (in millions) 
Retail Sales ( lly adj d, in millions) 

Farm Income (seasonally adjusted, in billions) 
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INVENTORIES Ac the end of February, inventories 


(valued at cost) of electrical goods wholesalers, all classes 
of houses combined, rose 2 per cent above the level of the 
previous month and were 29 per cent higher than the 
dollar value of stocks on hand February 28, 1951 

Using the same two months as yardsticks, February in- 
ventories of the three classes of electrical distributing 
houses measured up as follows 

e Full-line wholesalers climbed the most in both cate- 
gories. They reported a 38 per cent increase over the in- 
ventory level of February 1951 and a 2 per cent gain over 
January. (This marks the second month in a row that the 
full-line group has indicated an inventory increase over 
the previous month, breaking a downward trend that ran 
from last July through December. ) 

e Wiring supplies and construction materials distribu 
tors took the high road, too, but at a slower pace. Their 
inventory level increased 14 per cent over February 1951 
and 1 per cent over January 

e In contrast to the other two classes, inventories of 
appliances and specialties wholesalers moved down. Their 
February stock level dropped 8 per cent compared with 
the same month a year ago. They indicated no change, 
however, on the basis of a comparison with January 

Ac the current rate of sales, stocks on hand represented 
approximately 63 days’ business, about 6 days’ supply less 
than reported for January but 25 days’ more than on hand 
a year ago 
514) 


(Business Index: February 1952—697; February 1951 


Lotest 
Month 


Preceding 
Month 


1946 
Average 


Yeoar 
Ago 


March 
March 
February 
February 


98.0 
$ 1,556 
$12,880 
$20.2 


770 

$ 1,397 
$12,642 
$21.9 


93.8 
$ 1,614 
$13,321 
$20.4 


55.9 

$ 803 
$8,541 
$18.9 
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Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


ALES increases of from 3 to 16 per cent over the previous 

month were experienced in February by all bur one of 
the nine geographic regions. Only New England reported 
a decline—6 per cent 

Compared with February 1951, however, all regions in 
dicated sales decreases ranging from 10 per cent in the East 
South Central division to 26 per cent in the West North 
Central area 

In terms of cumulative sales, 1952 from 1951, all nine 
regions reported declines. The biggest drop, 30 per cent, 
was indicated by both the Middle Atlantic and West North 
Central areas 

The West North Central area took the lead in another 
category, too. It was the only region to report an inventory 
decline, 2 per cent, in February under the previous month 
The leaders on the up side of this comparison were the 
West South Central and Mountain divisions. They indicated 
inventory gains of 8 per cent apiece over January 

Compared with February 1951 levels, inventories were 
up in all regions. These gains started at 16 per cent for the 
East South Central area and climbed up to 51 per cent for 
the New England division. (This marks the eighth month 
in a row that New England has maintained the lead in this 
comparison. ) 


STATES COMPRISING REGIONS 
States Comprising Geographic Regions: New England (1)—Me., 
Vt., N. H., Mass., R. 1, Conn.; Middle Atlantic (2)—N. Y., 
N. J., Pa.; East North Central (3)—Ohio, Ind., Ill., Mich., Wis.; 
West North Central (4)—Minn., lowa, Mo., N. D., S. D., Neb., 


60 


FEBRUARY 1952 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 





SALES INVENTORIES 
__ February 1952 February 1952 


Compared in % with! Trading Compared in % with 
Jan. Feb. Region Jan. Feb. 
1952 (See Map); 1952 1951 
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Kan.; South Atlantic (5 )—Del., Md., D. C., Va., W. Va., N. C., 
S. C., Ga., Fla.; East South Central (6)—Ky., Tenn., Ala., Miss.; 
West South Central (7 )—Ark., La., Okla., Tex.; Mountain (8) 
—Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; Pacific 
(9)—Wash., Ore., Calif 
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Highest quality in the lowest 
price range. 


Good profit margin. 


- Few sizes to stock—6 lugs 
cover a wire range from No. 
14 to 1000 MCM. 


’ Outstanding sales features — 
easier to sell. 


Backed by national advertis- 
ing and promotion. 


Jasper Blackburn Corporation 


35 MADISON ST. ST. LOUIS 6, MO. 
Phone CEntral 3007 
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Mail Coupon for Sample and Full Details 
Send me sample and further information on BLACKBURN H!-Strength ! 
Terminal Lugs: 1 
Wire Size— = | 
Your Nome | 
Compony | 


City & Stote = 
Mail to Jasper Blackburn Corporation « 35 Madison St. © St. Louis 6, Mo, 





The First Overhead Fluorescent Lighting Unit 
Expressly Desiqued for.. 
ISLAM) L) Sad 5 


Rugged, weather-proof outdoor con- New, but tested and proved! The Station Master makes sales 
struction throughout 

Waterproof hinged glass frame com- zo-0-om to fantastic new highs! Specifically designed to 
pletely gasketed and firmly held . 
against wind pressure and vibration by 
convenient thumb screws 

Continuous channel provided for total sie poe a = 
length up to 20 ft. creating a barrier of glare. Leader’s answer to the need for 
Sliding pole fitter adjustable to an , ‘ : ‘ . 

pole A aon , v modern, glare-free, efficient island illumination. 


deliver high light intensity at the selling zone without 


A size for every station, from the largest to the smallest 


; > ie 
| oO | p a) A | 





Sold and installed by the better electrical dealers and contractors 
Y V 


COMPANY * 3500 North Kedzie Avenue * Chicago 18, Illinois 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.: Brantford, Ontario, Canada 
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They re Junking 
The Penny-Ante Approach 


‘Too long have | let my customers pick out lighting fixtures, 


like children selecting penny candy’—that’s why Leidy Pres- 


ident Dickson wants to make his community lighting conscious 


foot forward in the field of resi- 

dential lighting last March and 
admittedly likes that powerful feel of 
moving frontwards. By public procla- 
mation, the company has joined the 
exclusive—but by no means restricted 
— ranks of modern-thinking lighting 
fixture supplies wholesalers who have 
chucked away outdated standards of 
fixture selling and stepped into a com- 
pletely new merchandising medium— 
light conditioning. 

Three one-quarter page ads and 
2500 flyer sheets blared out the brand 
new theme to the tradesmen and gen- 
eral public of the Phillipsburg, N. J., 
and surrounding area. From that mo- 
ment on it was a down-to-the-wire race 
against the odds for public acceptance 
of the up-to-date lighting method. 

e Veiled Message—Although the 
announcements were deliberate in con- 
cealing the fact that any turnabout in 
policy had taken place within the com- 
pany, the undertone was unmistakably 
clear. It said, in effect . . . Leidy Electric 
is the light conditioning headquarters 
for this local promotion. Here at this 
place of business the homeowner-to-be 
will find the answer to all his home 
lighting needs. 

For H. E. (Dick) Dickson, presi- 
dent of Leidy, the announcement 
spelled the end of a long seige of sell- 
ing cramps brought on by recurring 
symptoms of drooping sales, public 


[ cc Electric Company put its best 
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By Thomas F. Preston 


apathy, and, as he puts it, quack meth- 
ods of selling residential lighting. He 
made it clear that his decision to apply 
the brakes to. these ailments was not a 
case of grabbing straws in the wind. It 
was based on a firm belief that light 
conditioning could become the booster 
shot for his whole organization 

e Dropping Curves—The events 
leading up to this change in policy— 
in essence a change in the static selling 
standards of lighting, from a fixture- 
by-fixture stand to a home-by-home or 
room-by-room light conditioning sell- 
ing plan—were much the same that 
still plague other distributors around 
the country. Their sales curves have, 
for the past year and a half, been shot 
so full of slumps that sometimes it 
even looked like the valleys were 
creeping above the crests. So, as Dick- 
son put it in a philosophical way, his 
company’s move was authored by the 
basic of all human desires—survival 

It was a plain—and eye-opening— 
fact to the Leidy people that the days 
of order-taking are over and the new 
deal of enticing customer consideration 
is solidly entrenched in the buyer's 
market today. Dickson himself testified 
to that. Too long, he said, has he just 
sat around and moped about poor fix- 
ture business, waiting for stray custom- 
ers to be brought to his showroom by 
builders and contractors who had no 
idea on lighting and its benefits—who 
just considered it as another formality 


that must be taken care of with the 
least possible pain. Too long has he let 
his customers pick out their lighting 
fixtures, like small children making a 
haphazard selection of penny candy 
To him, the time was over-ripe for a 
vigorous campaign that would end 
these difficulties before they start. Light 
conditioning—a planned program to 
make the public and building trades 
lighting conscious—was the only pos 
sible way. Not the cure-all by any 
means, but a start on the road to re 
covery. 

e Magic Formula — Ir all started 
back in March of this year. Dickson's 
woes fell to sympathetic ears then 
when Ken Larabee, district sales man 
ager of General Electric, and Ralph 
Morison, home light conditioning co 
ordinator, met with the hardworking 
Leidy president and offered a scheme 
to strengthen his hold on the lighting 
market. They briefed him on light con- 
ditioning, the pet project of G.E. that 
seems to turn residential fixture slumps 
magically into paying enterprises 

They backed up their claims with 
published proof of how one electrical 
wholesaler—the first in his industry— 
did a convincing and profitable job of 
selling the builders, contractors and the 
public on the sound premise of light 
ing for modern beauty and comfort 
(ELECTRICAL WHOLESALING, 
November, 1951). They followed this 
up with a brochure of G.E. literature 





FRAMED by a cluster of wall, ceiiing and portable fixtures, 
Ralph Morison, G. E. light conditioning consultant is the 
center of attraction as he explains features of dining room 


unit to a portion of the 500 people that poured into Leidy 
Electric's showroom for a two-day open house. This session 
formally opened the company’s light conditioning effort. 


Light Conditioning 


Demonstrated in 


One Easy Lesson 


crowd. Cof- 
and G.E.’s Joe 
show while... 


Manufacturers’ representatives 
fee in hand, Lightolier’s Al 
Foley talk over bright 


mingle with 
Green (left) 
possibilities of the 


on the new lighting plan—selling aids 
designed to turn even the most critical 


Electric Company Announces . . . big 
lighting show and open house March 
20-21. Architects, builders, realtors, 


beauty, comfort to every room... .” 
e Tight Squeeze — The fixture 


eye to studied inspection. showroom was transferred into a com- 


The finished product of the Dick- 
son - Larabee - Morison meeting was 
publicly announced in the advertise- 
ments and flyer sheets: “The Leidy 


64 


electrical dealers, contractors, decora- 
tors, painters and the general public 
are cordially invited to see how Gener- 
al Electric Light Conditioning can add 


bination theater and meeting place just 
ten days after the first invitations were 
sent out. The response had the Leidy 
people scouring the town for extra 
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N old-fashioned open house, complete with all the trim- 

mings—demonstrations, movies, coffee, cookies and soda 
pop—heralded Leady Electric Co.’s version of Home Light 
Conditioning before the building and associated trades and 
the general public of the Phillipsburg, N. J., and surrounding 
area. From the standpoint of attendance and ience re- 
sponse, the two-day meetings left nothing to be desired. 

During the two editions of the open house in March, ap- 
proximately 500 people ogled at the newest designs and fea- 
tures of approved light conditioning fixtures, sighed dur- 
ing the showing of the film, “Father Sees the Light,” and 
generally reacted like kids around a Christmas tree. 

At the first night’s meeting, six in the audience took 
advantage of Leidy President H. E. Dickson’s offer to fur- 
nish at cost the complete setup of fixtures for the first 36 





Newspaper advertising, direct mail invitations and a port- 
able floodlighting unit beckoned the public to visit the 
lighting showroom for the two-day open house. Once inside . . . 


H. E. (Dick) Dickson, president of Leidy, is busy in the 
showroom re-telling the light conditioning story to three 
latecomers. The end of the sales session is in sight as. . . 


homes incorporating light conditioning. The second night, 
three builders turned over their plans to be revised to allow 
for the new lighting plan. And the repercussions following 
both open houses are being felt even up to this writing 
Development builders, architects, contractors, etc., are daily 
bringing in plans for complete revision of their wiring 
layouts. 

Cost of this promotional program, first estimated to run 
about $400, came to approximately $900 before the last 
of the light-conscious crowd left the building. But over and 
above the nine houses whose original plans were marked up 
for light conditioning—as a spontaneous consequence of the 
open house—a net of $5,100 worth of accessories like indi- 
vidual fixtures, paints, appliances and other electrical prod 
ucts were sold to the audience at both open houses. 


They sign the register which will serve as a mailing list 
for follow-up promotion and literature by the Leidy peo- 


ple. During a lull in the first night's two-hour session 





Ken Larabee, district sales manager of GC.E., congratulates 
Mr. Dickson on the success of his open-house show, which 
only ten days before had still been in the talking stage. 


seats. Fifty were set up for the first ses- 
sion; 110 people showed up. Accord- 
ing to Joe Foley, sales representative 
for G.E., it was a treat to see the whole 
family—mom and pop and the kids 
in tow — learning about light condi- 
tioning through talks by Ralph Mori- 
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son and the G.E. film, “Father Sees the 
Light.” It was even more heartening to 
see realtors and builders enter the 
showroom with house plans tucked un- 
der their arms. 

In all, over 500 people from all 
types of life jammed into Leidy's show- 


room for four meetings during the two 
days. So far, as a result of the open 
house, the company has a list of 400 
names of people interested in light 
conditioning. 

Many salesmen whose lines are han- 
dled by Leidy Electric — including 
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BACK-TO-SCHOOL movement begins at Leidy Electric to instruct 
salesmen on the art of selling light conditioning. 


President H. E. Dickson explains some of 


EARLY MORNING routine begins with huddle by Dickson and sales 
They check over daily Dodge re- 
ports for leads on tentative construction planned for the area 


representative Bill Albinson 


Here, Leidy 
the lighting recipes. 


HOUSE PLANS delivered by builders at the two-day open house— 
and light conditioned by G. E.'s experts—are just one important 
phase of the classwork that Leidy salesmen must study and learn. 


ALBINSON checks prices of “packaged” light conditioning units 
with price clerk Roy Frick. Price 
supplement convincing sales story to builders out in the field. 


lists will then be used to 


Post-Open House Promotion— 


those from paint manutacturers—were 
present at both days. The three electric 
utilities which serve the territory cov- 
ered by Leidy had representatives at 
both meetings and were favorably im- 
pressed with the attention and re- 
sponse of those in the audience. This 
went a long way in speeding up utility 
support 

Nine orders were taken on the spot 
at the open house sessions. The orders 
ranged from a $200-outlay for a $12,- 
000-home to $900 for a $50,000-home 
Each of the nine took advantage of the 
offer made by Dickson and the Gen- 
eral Electric Company. The 
people who would completely 


first 36 
light 
condition their homes would be sold 
all the lighting equipment at the dis- 
tributor’s cost and all of the lamps for 
those fixtures would be given free of 
charge. The contractors went along on 
this program by agreeing to sacrifice 
any profits on the lighting equipment 
for these 36 homes for what advertis- 


ing and publicity they might receive 
from the promotion. As soon as the 
homes are equipped, Dickson empha- 
sized, the company will return to its 
original contractor markup policy. 

e Home Insurance — Each offer 
has a hitch. The at-cost proposal mad¢ 
by Dickson has with it the provision 
that each of the 36 light conditioned 
homes be spread out in different towns 
within the areas of the three electric 
utilities. G.E.'s offer of free lamps has 
with it the clause that the homeowner 
keep his newly-built home open for 
public inspection for at least two 
weekends for demonstration purposes. 

At the present time, the biggest dis- 
advantage the Leidy company has to 
work under is the complete lack of 
these model light conditioned homes 
to which salesmen can bring their cus- 
tomers for live-prop guided tours. The 
hitch to the two offers will now insure 
a model home within easy reach of 
homeowners from Allentown, Pa., to 


Phillipsburg, N. J., from Raritan, N. J., 
to East Stroudsburg, Pa—all open for 
extended public inspection. 

In evaluating the potentials—and 
immediate results—of this local light 
conditioning promotion, one must con- 
sider the fact that this was the first 
major effort on the part of an average 
electrical wholesaler to successfully 
fuse all the elements of the building, 
electrical, and interior decorating in- 
dustries into a merchandising team of 
light conditoners. Taking into con- 
sideration the fact that Dickson's pro- 
gram wasn't the plushiest of light con- 
ditioning projects around the country, 
his success must be attributed to some- 
thing less tangible than cash — good 
will 

As for the money part of the pro- 
gram, Dickson has already spent about 
$900 in setting up and staging the 
open house. He will be spending close 
to $300 a month for follow-up pro- 
motion. That leaves his purse strings 
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OVER-THE-COUNTER promotion of light conditioning is part of the} 


classroom homework. Counter 
manager Lee Sipple “talk it up 


TELEPHONE DRIVE paves the way for follow-up sales approach 
Dodge reports and price lists before him, he 
confirms an appointment made with interested development builder 


by salesman Albinson. 


salesman Bill 


Hamblen and office 


with two electrical contractors. 


UTILITY SALESMAN Jack Griffin 
turns over plans for 33-home housing project to Dickson. Builder 
he had contacted has consented to light condition model home 


right), N. J. Power and Light 


‘Talk up Light Conditioning 


at the stretching point. But, as some- 
one observed, what Dickson lacks in 
he more than makes up in 
earnestness and drive. So thoroughly 


money 


does he believe his program will bear 
fruit that his enthusiasm is rivaled 
only by his die-hard determination to 
make his company’s efforts successful 

But just as one robin doesn’t make 
a springtime, 
make a company. It’s one thing to be- 
lieve in something and still another to 
make others in your own organization 
feel the same way. Dickson had given 
this a lot of thought during and after 
the open house and came to the con- 
clusion that his salesmen would have 
to take the brunt of the selling burdens 
so that he could devote more time to 
administrative-level promoting. 

e Teacher-Student—From this in- 
thinking he has evolved a sort of self- 
training program for himself and his 
sales staff. It’s back to school for the lot 
of them, including Dickson, who, 


one salesman doesn't 
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while acting as teacher for the group, 
is still very much a pupil in this new 
art of selling lighting. Every piece of 
G.E 


serves as 


literature on light conditioning 
books for the 
Graduation comes when each counter 


text course 


and outside salesman knows as much 


about light conditioning—point-of-sale 


approach, sales story, lighting recipes, 
up-selling, etc—as he does about ma 
jor appliances 

This 


fit for the added chores that Dickson 


intensive course makes them 
has tacked onto their already busy 
schedules — that of “talking up light 
conditioning to anyone will 
listen.” It serves as the all-important 
background from which to draw their 
sales talk to builders and architects in 
the field and contractors and interior 
decorators across the counter. 

e Man-to-Man Talks — Dickson 
also has his work cut out for him. His 
time will mostly be spent in collaring 
the individual groups of tradespeople 


who 


talking with each on 
The 
barely got across the story that Dickson 


and separate 


nights of the week open house 
wanted to tell to the specific trades that 
were mingled with the public. So, each 
on his own night, the builder, archi 
hear 


tect, contractor, realtor, etc., will 


how he stands to benefit from light 
conditioning in the community. In ad 
dition, talks before home associations, 
PTA groups, and church clubs will 
round out the saturation coverage 

Whar will all this bring about? That 
will be decided in the coming months 
So far, all the returns still aren't in 
from the planning polls. From the in 
dications up to this writing—a keen 
interest by the consumer, a willingness 
by the builder to try the plan, and an 
honest effort by the Leidy organization 
—it looks like a clean sweep for the 
light conditioning ticket in Phillips- 
burg. Now it's up to the industry to 
cultivate that acceptance and keep it 
alive 





After that hassle with the 
purchasing agent, Bill 
Nichols was sure that the 
credit manager, invoice 
and shipping clerks, etc., 
had been hired at his of- 
fice for the sole purpose 
of fouling up his back 
orders and frustrating his 
field work. 


tes 


q 
t 


bees 
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OU could almost feel the change 
of temperature in that outer off- 
ice of the Mid-State Food Pack- 

ing Company. The chill of the recep- 
tionist’s voice as she reported back 
on our request to see Glenn Barr, the 
purchasing agent, only served to 
match the rest of the icy atmosphere 

“Mr. Barr says he is too busy to 
see you now,” she said, measuring her 
words, “but he will try to step out 
and shake hands before you go. Mr. 
Denby will talk with you.” 

Bert Nichols and I looked at each 
other. Then we found a couch along 
one wall of the vast, gloomy recep- 
tion hall and sat down. 

“Barr's never been too busy to see 
me before,” Bert said. “[ can’t under- 
stand it. I've been dealing with him 
for five years now and he's one of my 
best accounts. Only last year Mid- 
State bought over $20,000 worth of 
wiring and supplies from us.” 

“Hm. Juicy! For what?” 

“They're building an addition to 
the plant to take care of defense con- 
tracts for canned vegetables.” 

“Have they got many back orders 
with you?” 

“Yes, quite a few. That's what I 
want to see Barr about.” 

Maybe that’s what he wants to see 


c3 


you about, I said to myself. 

Bert Nichols is a crackerjack sales 
engineer for a state-wide electrical 
supplies distributor. Without a college 
degree, he had gained his thorough 
knowledge of electrical problems and 
their solutions through years of prac- 
tical experience. He is friendly and 
likeable. Purchasing agents and plant 
superintendents alike are glad to see 
his hulking figure enter their offices. 
That's what made Glenn Barr's reac- 
tion to our call all the more remark- 
able. 

“Let's look at those back orders,” I 
suggested. 

Bert dug into his bulging briefcase 
and came up with a folder full of 
original Mid-State order forms and 
correspondence. Just as he spread them 
on the bench we heard the sharp 
clack of heels on the stone floor and 
looked up to see a man bearing down 
on us holding a similar fistful of 
papers. 

“Walter Denby, Barr's assistant. 
He's a good Joe,” Bert murmered as 
we rose to greet him. 

Denby was a gray-haired, quiet- 
spoken man with a friendly smile. It 
was evident that he liked Bert. But 
he didn’t mince his words on that 
account. 


Is the Home Office 


A Sales Story 


“Barr sore at the 


people are handling our back orders 


is so way you 
that he won't come out to see you,” 
he said bluntly. “And he doesn’t want 
you to come in. He asked me to get 
the facts on every one of these right 
now.” He waved the papers at us. 

The way Bert responded to the at- 
tack I could see why people liked him. 
“Fine,” he said heartily. “That's just 
the reason I came in 

“Well, I 
answers,” Denby challenged, sitting 
down next to him and opening his file. 
“We're absolutely up against it for 
some of this material, and all I get 
from your office when I phone is, 
‘Checking, will advise.’ Look at this 
one.” He held up the first order. “Ev- 
ery 30 days for the last four months 
the same old line—Checking, will 
advise.’ Do you blame Barr for being 
mad? We want to know where that 
order stands right now; can you tell 
me?” 

Bert looked unhappy. “No, I can’t,” 
he admitted, “but I know the office 
has written the supplier and we ought 
to get an answer...” 

“Forget that routine stuff, Bert,’ 
Denby interrupted. “What about these 
that are six and eight months old,” 
he wet his thumb and turned up half 


hope you've got some 


, 
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Really to Blame? 


By Francis W. Sullivan 


a dozen sheets. “Everyone of them 
comes under the latest CMP orders 
and you've got all the priorities you 
need. We're building a plant and we 
need this material. Doesn’t your com- 
pany realize that?” 

“Sure they do. I raise the dickens 
with the office staff every time I go 
in there, but . 

““Checking, will advise,” Denby 
broke in sarcastically. “Now, come 
clean Bert, you really don’t know how 
these special orders stand, do you?” 

“No, I don’t, but I'll make it my 
business to find out before I go to 
sleep tonight,” Bert promised, “and 
I'll call you tomorrow,” 

Denby shrugged his shoulders. “If 
that’s the best you can do, O.K.” He 
rearranged his papers and put them 
back into his file. Then suddenly he 
relaxed and smiled in his friendly 
way. “We like you, Bert. You're a 
good salesman and you've done some 
good jobs for us out here. We'd like 
to keep buying from you, but I'm 
going to be honest. Unless you people 
get on the ball and get things moving 
you're likely to lose our business. I 
thought I ought to warn you.” 

Bert stood up. “You're more than 
fair, Walter,” he said gratefully. “Just 
leave it to me. I'm on my way home 


May, 1952—ELECTRICAL WHOLESALING 


to start a fire.” We left imme- 
diately after saying goodby to Denby 
to avoid any hand-shaking ceremonies 
with Barr. 


now 


QursivE, we walked a block through 
the warm spring air to Bert's car and 
got in. “On your way to commit arson,” 
I reminded him as we swung into the 
highway, “don’t forget that we have 
a call to make at the Scientific Shoe 
Company plant. Just last night I got 
the tip on their reconstruction plans, 
and it won't wait.” 

“I'm not going there or anywhere 
else,” Bert answered sharply, “until I 
find out what kind of support I'm 
going to get from the office. Why 
should I open up new business and 
get into the same jam as I did this 
morning? All I want to do is get back 
home and start the fur flying. I'm 
going to find out who's responsible 
for the way that Mid-State account 
has been handled no matter who it 
hurts. Why, when I first opened that 
account...” 

I sat back and listened, making 
sympathetic sounds occasionally, while 
he blew off steam. It was the same 
old story of salesman dissatisfaction 
with an office force that had a good 
many calls on its books besides his. 


To hear Bert talk, you would have 
thought that the credit department, 
shipping department, invoice clerks 
and purchasing agent had been hired 
for the sole purpose of frustrating his 
field work. 

Finally he ran out of breath and 
ideas and reached for a cigarette 

“I know how you feel,” I told him, 
lighting his smoke. “But there can 
be two sides to this story. You may 
be able to do a lot more to make 
things easier for yourself.” I pointed 
toward a side road just ahead. “Take 
that next turnoff and let's go to the 
shoe factory, and I'll try to show you 
what I mean.” 

The turnoff was upon us so fast 
that Bert had no chance to protest. 
The long three-story brick building 
with its tall stack was at the edge 
of town, about a five-minute ride from 
the highway. We parked in front of 
it and climbed a flight of stairs. “Let 
me do the talking,” I told Bert as we 
reached the top, “just for the begin- 
ning, anyway.” 

We had to wait 20 minutes to see 
Jim Wells, the purchasing agent. I 
used the time in planning exactly 
what I wanted to say but when we 
were finally ushered into his office I 
found very little chance to follow the 
script. 

“Good 
said brusquely, striding around the 
desk to shake hands. “I don’t believe 
I've talked with you before.” 

“No,” I replied, “we came in espe- 
cially to see you this morning because 


morning, gentlemen,” he 


we learned about your modernization 
program yesterday and believe our 
plan for supplying your material re- 
quirements will not only save you 
money, but will assure you the delivery 
and service you have a right to expect.” 

He suddenly flung up his hands and 
interrupted, “Look, boys, let’s get a 
few things straight before we go any 
farther. There's a team in this plant 
that does the buying, and I'm only 
one member of it. It's my job to see 
every salesman that comes in here to 
find out what each one has to offer. 
Don’t waste all your time trying any 
high-pressuring or backslapping on 
me. Now, you said something before 
that sounded interesting. What's your 
offer?” 

“Before I tell you what we can do 
for you, will you look at this?” I asked, 
and pulled out of my briefcase a let- 
ter written on house stationery and 
addressed to him. The letter told 
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briefly about the company and identi 
fied Bert Nichols as the sales engineer 


who would service the plant. It also 


mentioned our principal suppliers and 
emphasized the branded lines we car 


ried. It then gave approximate times 
for delivery on various types otf ma 


terials and mentioned a number of 


important lients we had served S§atis- 
factorily 


We 
that every plant undertaking modern 


realize he letter concluded 


or expansion today faces seri 
us problems of delay and inconveni 


which may interrupt production 


zation 


ence 
Close cooperation between your plant 


officials and our representative will 


We 
for request as the first step that we be 
allowed to make a complete survey 


reduce these to a minium there 


of your plant in connection with the 
We 


a definite proposal based on 


new work to be done will then 
make 
your particular needs and schedules 
When he had finished the letter 
Wells looked up and smiled for the 
first time 
Now this is what I like to see,” he 
exclaimed. “If more salesmen came 
prepared like this, my job would be 
only 


saved my staff a lot of work looking 


that much easier. You've not 


you up and checking on you, but 


you've saved yourselves another trip 


You can inspect the plant anytime. | 
can even arrange it for you now 

We assented, and he immediately 
talked with three men on the inter-com 
system what 


stating we planned to 


{ 
1 


You d 


yourself 


talk 


he said to us 


better to the last one 
He has to 
check any approved supplier as to their 
ibility to do the work.’ 

Suppose, then,” I suggested, “we 
come back after our tour and see you 


at two o'clock.” 


Wi were pretty well organized by 
the time we returned to see Wells. It 
took 


tentative proposal 


hour to outline a 


Wells 


business and asked a lot of searching 


us about an 
knew his 
questions. Of course, there was no 
thought of immediate orders at this 


stage, but Wells did ask about 
prices, particularly those of the estab- 


our 


lished branded lines we carried 
You're high,” he said bluntly. “I 
can get most of those items locally 
for 15 per cent less.” 
1 don’t doubr that,” I replied. “But 


we didn't come here to sell you prod- 
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ucts at a price. We came here to solve 
your new construction problems. We'll 
do this by minimizing interruption 
of your plant routine while at the same 
time getting you started on new pro 
duction as fast as possible. Compare 
the cost of even a brief shutdown 
which could happen if the job were 
in the wrong hands—with the slight 
difference in the price of materials we 
have quoted. Which is more import- 
ant to the Scientific Shoe Company? 
Wells couldn't argue on that score 
and he didn't. But next he turned 
his attention to the matter of reliable 
deliveries—the had 
caused all the trouble with Glenn Barr 


of Mid-State that morning 


very thing that 


You're going home to write me up 

That's 
full of 
a thing 


a complete proposal,” he said 


easy. I've got a file drawer 


them, but they don’t mean 


unless I can get deliveries. Why is it 





An Answer to Bert's Problem 


Establish customer relations on a 


service basis by: 


@ Working out a chart of expected 
delivery dates with your purchasing 
agent. 

@ Planning your calls far ahead so 
thet he can query each supplier 
on back orders and get the latest 
information before you start out. 
@ Taking this 
buyer and showing him the facts. 
this before 
every trip and making it a part of 


information to the 


© Following routine 


your regular selling plan. 
siden niin nmioaminai 
that the purchasing agent has to sweat 
out most of the delivery troubles and 
not the salesman who gets the original 
order? A lot of them think their wor 
ries are over as soon as they get the 
contract—if you people have any ideas 
like that 

We're not that kind of outfit, 
He had very 
during all our negotiations with Wells 
He had remained in the background 
just listening. But now he took over. 

“I'll be the company representative 
here and this is what I'll undertake 
as part of my responsibility 

“First, we'll develop specific de- 
livery periods for every item based 
on definite statements from each man- 
ufacturer. Second, I'll make it my busi- 
ness to check every back order period- 
ically and notify you immediately if 
there is to be any delay in shipment 


Bert 


chimed in said little 


And third, each time I call here I'll 
bring along a last-minute statement 
of how every back order stands. Will 
that do it? 
Wells beamed 


don't 


Nothing could be 
but 


us, we ought to 


fairer. | expect miracles, 


between the two of 


avoid most of the headaches in this 
job. Get that proposal in as soon as 


pe ssible 


ON the way back to the office, Bert 
was elated at the prospect of a new and 
profitable account. But there was still 
room in our conversation for the 
Miad-State issue 

In your final proposition to Wells, 
I told him, “I think you started to 
solve the problem that Walter Denby 
brought up this morning. You took 
an entirely different approach when 
you told Wells you'd be responsible 
for expediting his orders You should 
have taken that attitude long ago with 
Mid-Srate 

I know that now, but it still doesn't 
get the office in line 
That again is your job. You won't 


anywhere by being tough 
about it. Your 


small fraction of their's. | know they'll 


get just 


worries are just one 

do their best to work with you if you 

show them a practical way to do it 
Such as? He didn't like 


my siding with the opposition 


clearly 
Irs only a offered 
but if 


purchasing man 


suygestion, | 
you I'd go to your 
Hank Doyle, and sit 
down with him and work out a chart 


1 were 


of expected delivery dates on all ma 


terial due at each of accounts 
Plan your next calls far enough ahead 
so that Hank can query each supplier 
on back orders and get the latest in- 
Then 
take this information, or copies of it, 
and show the facts to each buyer. This 


will enable them to tell their plant 


your 


formation before you start out 


people exactly where they stand on 


every piece of material. That's the 
information they need more than any- 
thing else right Do the same 


before every trip and make it a part 


now 


of your regular selling plan.” 

Sounds all right,” Bert granted 
“Even if it works we'll still have some 
deliveries, but at least we'll be 
tackling the problem in an organized 
manner.” 

Most important from your stand- 
point, Bert,” I added, “you'll be estab- 
lishing customer relations on a service 
basis that ought to pay off for a long, 
long time 


sk Ww 
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EW today 

have a higher regard for the whole 
saler's salesman and his skill than Her- 
bert Metz, eastern district manager for 
Graybar Electric Co. He's spent a lot 
of time being a salesman, talking about 


persons in the industry 


salesmen, writing about salesmen and 
training salesmen within the Graybar 
organization 

Some quotes from him on the im 
portance of the salesman include 

oe the most successful business 
men were first successful salesmen 

e “The highest priced executive in 
salesman, 


America successful 


and, although he’s the head of his com 


was a 


pany today, he still says he's a sales- 
man, and says it proudly 

e “Nobody buys a new gadget 
somebody Back of the 
automobile industry, the radio busi 
and 


sells it great 


ness, the electrical refrigeration 
appliance business, and so on and on 
stands a courageous army of salesmen 
And every last man of that army can 
well be proud of the part he's played 
and is playing.” 

e Is Part of Economy—Herb Metz 
has declared on many occasions that 
he's interested in building an aware 
ness in the American public “of the 
salesman and the vital part he plays in 
our American When the 


U.S. Employment Service described a 


economy 
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Men You Should Know 





Herbert Metz 


New York 


Champion of the salesman, 


Herb Metz writes, talks, trains 


and has been a salesman. 


‘Nobody buys a gadget,’ he says. 


Somebody has to sell it. 


Even as a Graybar executive, 


he's still a salesman at heart. 


wholesaler’s salesman as a person who 
orders for merchandise, the 
selling of which requires no protes- 


Herb 


challenge the 


Se lic its 


sional or technical knowledge 
Metz 


definition 


was quick to 


In his estimation, a_ wholesaler’s 


salesman “should have an intimate 
knowledge of the technical and other 
features of his products and of their 
application to the needs of his cus 
tomer.” The salesman must also “keep 
up-to-date on his products and his 
company, and is anxious to avail him 
self of every opportunity to improve 
his selling technique 

The salesman, he also 


States, must 


have “a sincere appreciation of the 
importance of his profession. He con- 
scientiously tries to build sales in the 
knowledge that sales mean production, 
that production means employment 
and employment means prosperity 

e Holds Engineering Degree—Herb 
Metz is a member of that ever-grow- 
ing breed of electrical wholesalers who 
have obtained an electrical engineering 
1914 from 
immediately went to 
Electric. He 


advertising with 
1926 


degree. He graduated in 
and 
Western 


and 


Penn State 


work for con 
tinued in sales 
Western Electric 


Graybar was organized and he 


until when 
was 


made advertising manager. 


A few later, he became sales 


promotion manager 


years 


939 was 


and in | 


lighting 


appointed general lamp and 
1ired 


He was made a 
1940, and ay 


sales manager 
tor of the company in 
pointed to his present job in 194 

The James H. McGraw Award was 
presented to him in 1945 for his con 
tributions to the electrical wholesaling 
three-term member 
National Assn. of 


Distributors and was chair 


industry. He is a 
of the board of the 
Electrical 


man of the association's 


post war 
planning committee 
e Publicized Wholesaler — Back in 
the ‘20's, when the wholesaler was very 
much under fire as an unnecessary cog 
in the economic machine, Herb Metz 
took up the cudgels in behalf of the 
wholesaler and saw to it that his story 
was heard. At his prompting, Jess« 
Rainsford Sprague, well-known author, 
wrote a series of articles called “The 
Middleman,” glorifying the wholesaler 
The articles appeared in the Saturday 
Evening Post and were later published 
in book form 

Herb Metz has also done much writ 
ing, and, in addition, was responsible 
for getting together 
Commerce publication, entitled “Oy 
Selling.” Published in 


has turned out 


a Department of 


portunities in 
1948, it 
the department's most popular booklet 


to be one of 
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Men You Should Know 





Joseph Kimmel 


Davenport 


Started with little more than 


determination, Republic Electric, 


under guidance of Joseph Kimmel, 


now has an estimated business 


of several millions a year. 


Success of company is attributed 


to hard work and planning. 


NE spring day 36 years ago, Joseph 

Kimmel hopped off a train in 
Davenport, Iowa. With him he carried 
all his personal belongings in one suit- 
€ase, and an unlimited amount of de- 
termination. 

Still determined as ever, Joseph 
Kimmel today is president of Republic 
Blectric Co., largest independent elec- 
ffical supply house in the Davenport 
atea 
e Came from Dayton—A stranger to 
the city and territory 36 years ago, he 
got acquainted fast selling Delco light 
plants. Originally from Dayton, Ohio, 
where he had worked for the National 
Cash Register Co., he leased desk space 
in a corner storeroom to establish a 
Delco, 
opened up a territory on both sides of 


distributorship — for and he 
the Mississippi almost immediately af 
ter his arrival in Davenport 

With his Delco 


Kimmel started selling isolated electric 


franchise, Joseph 
plants for farm use on a broad scale 
Distribution of the light plants was 
energetically followed, and from this 
the foundations of the Republic Elec 
tric Co. were laid 

Today Republic the off 


spring of that first venture, has several 


I lectric, 
major departments, all wholesale, in 
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cluding electric supplies and equip- 
ment, refrigeration and air condition- 
ing supplies and equipment, warm air 
heating plants and supplies, and major 
household appliances. 

e Sells 21,343 Items — Operating 
from a building containing 37,000 
square feet of and warehouse 
space, Republic Electric sells 21,343 
items and buys from 462 suppliers 
Now in its third home, the company’s 
one-story building is 515 feet long and 
dock 


accommodate 


othce 


has an eight-car railroad and 
truck-loading docks to 
eight vehicles 

The firm’s various departments are 
headed by staffs whose entire time is 
devoted to their respective spheres of 
The 


done by men who specialize in the 


operation selling, likewise, is 


lines that they handle. Territory served 
by Republic Electric consists of the 
of Iowa and the north 


eastern part 


western part of Illinois. It employs 
three city, five country and five counter 
salesmen, and has a total of 44 em 
ployees 

Of his firm’s place in the industry, 
“A jobber per 


forms a distributing function at a min- 


Joseph Kimmel says 


imum cost to manutacturers and the 


trade. If there was a better method it 


would be in effect right now.” He likes 
to feel that his company is an outpost 
for the factories which it serves in 
making their merchandise available to 
the contractor, dealer and industry. It 
cultivates close relations with its sup- 
pliers, as well as with its customers. 
Beginning little more than 
desk space in a building in 1916, Jo- 
seph Kimmel’s dreams have come true 
to the extent of 


with 


several million” dol- 
lars’ worth of business annually 
e Planning His Secret — His secret 
of success is based on planning and 
hard work. “I say you have to plan,” he 
declares. “If you want to do anything, 
you plan. Most people don’t plan.’ 
Continuing to philosophize on the 
success, he 


qualities needed for says 


most people let go too soon. They 
don't have enough immunity to dis- 
couragement 

Joseph Kimmel tells how he once 
drove 20 miles in low 


gear over 


muddy roads to 


sell lighting equip- 


ment to farmers. “Lots of other sales- 
men thought I was crazy for going out 


like that. But I 


started 


in conditions sold 


enough lights to get Anyone 
who has worked as hard as we did sell- 
ing Delco lights couldn't help but 
make 


money 
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LECTRICAL wholesalers of 

fairly recent vintage will remem- 
ber when Jack Tucker's star rose high 
and his zeal for promoting and selling 
a product made him the No. 1 distrib- 
utor in the United States of the Regina 
floor polisher. Jack Tucker 


the first to take on the 


even 


electric 
was one of 
Regina polisher, and it was he who 
pioneered its sales in the New York 
area. 

e Tells Philosophy—But Jack Tuck- 
er's star in the past few years has risen 
even higher than in his heyday of 
pioneering Regina polisher. A 
partner in the electrical wholesaling 
firm of U.S. Electrical Supply Co., 55 
Warren St., New York City, he has 
build 


present eminence on a sound selling 


the 


helped to the company to its 


philosophy that today is gaining al 


most universal recognition among 


your 


electrical distributors Equip 
customer to make the sale to the con 
sumer,” he say, “because your sale is 
not made until his is 

The 


item and what it will di 


distributor has to know his 
for the con 
sumer,” he believes, and this knowl- 
edge must be passed along to the 
retailer so he can adequately perform 


his job of selling 
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Men You Should Know 





Jack Tucker 


New York 


‘Equip your customer to make 


the sale to the consumer,’ 


says Jack Tucker, who has used 


this philosophy in managing sales 


at U.S. Electrical Supply Co. 


This means knowing each item 


and what it will do, says Tucker. 


e Details Go with Sale—He reasons 
that there is little sense in distributing 
a product without imparting to the 
dealer complete facts of its operation 
and value to the consumer. Lacking 
this knowledge, the retail salesman 
serves little purpose and sales lan- 
guish 

Jack Tucker reached his present po- 
sition via the errand-boy-to-receiving- 
clerk-to-salesman Today as a 
partner in U.S. Electrical Supply, his 
managerial duties include sales as well 


roure 


as personnel. As the personnel man- 
ager of the firm, he believes it is just 
as important for management to be 
fair and considerate of the members 
of its organization as it is to be fair 
and considerate of the customer and 
manufacturer 

e Firm 25 Years Old — US 


trical Supply was founded in 


Elec 
1926, 
and today it employs seven city sales 
men, two country salesmen and four 
counter salesmen. Its territory, in ad- 
dition to the Metropolitan New York 
York 


includes part of northern New 


City region and southern New 
state, 
Jersey as well as portions of western 
The 
30,000 square feet of floor space in its 
New York headquarters 


Connecticut. company has over 


Fortunate in having a well-run and 
respected organization, Jack Tucker is 
quick to point out that he has an “ag 
gressive partner” and “the right people 
for the organization.” The partner re 
ferred to by Jack Tucker is Phil 
Meyerson 

Optimistic about the future of the 
electrical business, he 
forecasts continued prosperity in the 


wholesaling 
years ahead. “Our expanding econo 


my,” he and steadily 


standard of living will provide a steady 


says, rising 
demand for products of our factories in 
the future 

e Wants Fair Trade—His pet peeve 
is “sharp practices,” and he believes 
fair trade laws are essential to the well 
being of the electrical distributor 
is vitally im 


industry, for on it de 


Fair trade,” he reasons 


portant to our 
pends the survival of the small dealer 
Married, he is the father of “tw 
fine kids who have presented me with 
four grandchildren.” He spends most 
of his spare time from U.S. Electrical 
Supply on outdoor sports and reading 
To get the national viewpoint, he 


National Association 


of Electrical Distributors, and is also a 


a member of the 


member of the board of the Eastern 


Flectrical Wholesalers Association 





How To Use 
The Tools 
Of the Trade 


By Kenneth B. Hopkins 


Adverti 


Graybar Electric Co 


AKI 


Carpenter s 


iway the mason’s trowel, the 


saw, the physician's 

thermometer or the lawyer's library 
and, regardless of their individual 
talents and skills, they cannot possibly 
be effective or efficient. For no man, 
Simply using his native ability or per- 
Sonal knowledge, can operate success 
fully without the proper tools of his 
trade 

The electrical distributor's salesman 
is no exception. If he is to be fully ef- 
fective, he must have his tools and 
€ach tool should be correctly used 

What are the tools of selling as far 


as the electrical distributor's salesman 


is concerned? They can be separated 


into five general classifications 

e Catalog, price book and all other 
Product literature 

e Presentations, sample set-ups and 
the like 

e Direct mail to customers and 
prospects. 

e Specific product advertisements 
to produce interest and inquiries 

e Background advertising (publi 
cation or literature) to gain company 
acceptance 
one of these 


tools and see what it can do to help 


Let us examine each 
sell more x ods 

e Price Book—Rule number one for 
the ambitious electrical distributor's 
salesman is to carry and keep his price 
The 
price book comes as near to being a 
salesman’s bible as you can get. The 

| 


salesman who keeps his price book 


book complete and up-to-date 


complete and up-to-date has a distinct 
edge on any competitor who is careless 
in this respect. 
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ing and Sales Promotion Manager 


Carefully select those customers and prospects who you 
know need and can best use each piece of product literature 


Obviously, the salesman who doesn't 
even carry his price book is working 
at a distinct disadvantage. The number 
of times he has to say to his customer 

I don't know the price, but I'll check 
up and call you,” or “I don’t know the 
sizes X comes in, but I'll phone the 
office” has a definite bearing on the 


opinion that his customer subcon 
sciously forms of him 

e Product Literature—Catalogs and 
other literature illustrating and de 
scribing the products he sells are, or 


rather can be, 
tool 


a most effective selling 
Electrical manufacturers and dis 
tributors spend millions of dollars on 
such material. Much of it is well de- 


signed, attractively illustrated and 
gives the facts needed to help get or- 
ders. But like any other tool, it has to 
be used and used with some knowl 
edge and ability if it is to fully achieve 
its objective—to make selling a bit 
casier. 

For example, there are three essen- 
tial steps to take to properly use this 
tool of product literature 

1. Careful selection as to which of 
your Customers and prospects need and 
can best each 


use piece of product 


literature 

2. Proper delivery of product liter 
ature in order to impress your prospect 
or customer with the importance and 
usefulness of the literature 

3. Follow-up to see that your cus- 
tomer has filed the literature where he 
can find it and that he knows how to 
use it 

The 
speaks for itself, and the main require 


first step, careful selection, 


ment here is some thoughtful list 


checking based on your knowledge 
your Customers and prospects 

e How To Deliver 
bit harder, but to illustrate it 


Step Two is a 
let me 
a letter written by a dis 


quote from 


tributor’s salesman (incidentally, a 


very good one For years I simply 
lett copies of our catalogs or bulletins 
on my customers’ desks with a com 
ment that here was the latest piece of 
literature on Somehow or other 
I didn’t have much success in getting 
idded business from leaving this liter- 
ature with my customers 

a new method 
and 


each 


So I decided to try 


of distributing catalogs other 


product literature. For piece I 
distribute, | now work up a sales talk 
just as I would on a product. First, I 
consider why this piece is important 
to my customers, what it will do for 
them, what it covers, how to use it, etc 
Second, I deliver this piece with the 
sales talk and a final urge to file it for 


call I 


him for his 


reference. Third, on my 


to ask 


copy of this piece and then discuss a 


next 
make it a point 
planned specific point with him. This 
shows if he has filed it and knows how 
to find the point involved, and gives 
me a second chance to show its value 
If he doesn't have his copy on file, I 
bring him another on my next trip and 
follow through as before. This proce- 
dure has multiplied my results from 


My 


customers appreciate and use literature 


lirerature distribution many times 


when they are sold on it 


Time spent in planning what litera 
ture to take to which customers and 


prospects and delivering it with a 


pianned talk, plus a follow-up, will 
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Properly deliver the product literature 


the customer with its usefulness and 


pay big dividends to any distributor's 
salesman 

e Sample Selling — Some distribu 
tor's salesmen have built their business 
on the basis of carrying samples or 
product presentations (where sam 
pling is impossible or difficult due ‘to 
have become known for 


size). They 


showing new and particularly useful 
items. Buyers actually look for their 
calls because they /earn something 
from each one. Just as the planned use 
of product literature helps build sales, 
so does the planned use of sampling 
or product presentations. One thing to 
watch (rather obvious but important ) 
is to be sure your prospect or customer 
is a logical user of the product or 
product presentation you select to use 
with him 

e Direct Mail Pays — There lies in 
the use of direct mail in selling an 
ideal spot for salesmanship and adver 
tising to go hand in hand down the 
lane which leads to more and bigger 
orders. Direct mailings to customers 
and prospects are made by many elec- 
trical manufacturers and distributors 
In most cases, they carry a return card 
and offer a sample, a catalog or some 
thing offering useful information. Re 
turns from such mailings vary (de- 
pending on the list, the copy in the 
mailing and the offer made) anywhere 


from 2 to 25 per cent or, in a very 
few cases, even higher 

When inquiries from such mailings 
are turned over to distributors’ sales 
men tor follow-up, they will find them 
added 


when properly followed up 
e Returns Don’t Tell All—In some 


very productive of business 
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in order to impress 


importance to him where he can 


cases, you—as a distributor's salesman 
—will be given (or already have) a 
list of concerns to whom such mailings 
were sent. If you are fortunate enough 
to get such a list it can be turned into 
a gold mine of potential business by 
following all the people who received 
these mailings within the limits of 
your selling time. Many customers and 
prospects who do not send in a return 
card are 25 per cent, 50 per cent or 
75 per cent interested but not enough 
What 


a customer or prospect 


send the card more can 


ask 


partly interested 


to in 


you than 
in one of the products 
or lines that you are selling? Take full 
ot 


mede to your customers and prospects, 


advantage any and all mailings 
and you will increase your present and 
future income 

Most of 


products you sell do some product ad 


the manufacturers whose 
vertising in publications read by your 
customers and prospects. This adver 
tising helps you to sell those products 
without any action on your part as it 
builds product acceptance 

e Tie in Your Talk—You can get 
added value from such advertisements 
by important 
publications read by your customers 


however, reading the 
and prospects, and by tying-in your 
sales talk to the copy in these adver 
Some manufacturers will 
ot 


ments, thus making it easier for you to 


tisements. 


furnish reprints their advertise- 
tie-in with their efforts 

Along these lines, our electrical dis 
tributor’s saleman writes: “I send ad- 
vertising reprints to a few selected ac- 
and a 


This 


counts with my card attached 


few words written on the card 


\ 


Follow up to see that the customer has filed the 
find it 


3h 


iterature 


and that he knows how to use it 


has been favorably received and in 


some cases resulted in added business 
You will benefit either way if you take 
the initiative and take the action to see 


that the publication advertising on the 


products you sell is actually put to 


work with your customers and pros 


pects 


Your concern or the manufacturers 


j 


of the products you sell may do an ad 


vertising job planned to build prestige 
and recognition of their companiés as 


worthwhile institutions. They may be 


in the form of publication advertising 
or literature. Use it where you can t 
build 


you 


acceptance for the companies 


} 


represent, and the products you 


represent will then be more acceptable 
This 


product advertising, but many sales 


is not so casy to do as to usé 


men have found effective methods to 
save selling time by doing just that 

If you are already fully and effec 
tively using all five of the selling tools 
mentioned, you have no problem and 
probably rate as one of the star sales 
men of your organization 
e Use "Em All — Perhaps you are 
only fully using one or two. If so, try 
of 
work 


the one which strikes you as best 


Really 


at using it for a month; try to improve 


those you are not using 


on your use throughout that period 
Then try another, and so on until all 
are working for you just as hard as 
you can make them work 

Just as the good mason, carpenter 
becomes _ better 
his skill 


the 


doctor or lawyer 


in using 


through improving 


j 


the tools of his trade good sales 


man will become a better salesman by 


the same method 





How To S 


By Joseph F. McPartland 


ELECTING the basic luminaire for 
any fluorescent lighting installa- 
tion is very much like picking out 

a necktie for an Easter outfit. Just as 
a necktie must be picked to conform in 
color, pattern and finish to the over- 
all sartorial effect, the fixture selected 
for a particular lighting installation 
should “fit” the overall design from 
the standpoints of performance, oper- 
ation and appearance. 

Although lighting engineers differ 
among themselves finer 
points of luminaire selection, there are 


about the 


many selection factors which will as- 
sure reasonably successful lighting re- 
sults. Such factors are based on funda- 
mental lighting principles 

For any proposed installation, there 
is a fixture which will best suit the 
lighting requirements — that is, will 
provide the best compromise between 
maximum utilization of the source 
lumen output and maximum conditions 
comfort 


of seeing The object, then, 


is to select that fixture. In this dis- 


cussion, analysis will be made on 
individual fluorescent luminaires. Such 
related to 


continuous row and troffer lighting 


analysis can, however, be 
or other lighting systems 

e Heed the Need—The light require- 
ments of the visual task provide the 
first clue to the right fixture. In instal- 
lations requiring very high lighting 
levels, such as precision industrial and 
commercial tasks, 


economy requires 


efficient luminaire be 


means direct 


that the most 
That type with 


downward light either concentrated or 


used 


luminaire 
spacing and the nature of the work. 
For 


spread, depending upon 


commercial applications in 
which visual tasks are not detailed or 
critical, lower recommended lighting 
levels will permit the use of semi- 
direct, general diffuse, semi-indirect 
or indirect type luminaires. Of course, 
efficiency is sacrificed, but appearance 
is improved and visual comfort is in- 


The 


this stage is to determine the ability 


creased. major consideration at 
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elect Fluorescent 


Determine lighting requirements of visual 
task—footcandle levels, seeing comfort 


Relate dimensions of the interior to lumi- 
naire candlepower distribution curves 


Check luminaire shielding—to reduce glare 
and objectionable brightness contrast 


of the luminaire to get a heavy blanket 
of lumens (units of light on the hori 
zontal work level and to provide suffi- 
cient illumination on any visual tasks 
that might lie in a vertical plane 

e Try It for Size—After narrowing 
the selection according to the light re 
quirements, the dimensions of the in- 
terior to be lighted present further 
selective factors. An interior with large 
area in the horizontal plane and a low 
ceiling will use light much more effi- 
ciently than an interior with a high 
ceiling and small area in the horizontal 
plane. This fact is explained by the 
greater amount of wall area which ab- 
sorbs light in the latter case. It is also 
evident from the calculated coefficients 
of utilization for an individual fixture 
in interiors of 


various proportions 


(available from manufacturers’ room 
index classifications ). 


The 


these considerations are 


conclusions to be drawn from 


e Indirect, semi-indirect and some 


direct-indirect type fixtures should 


only be used where the ceiling is low 
enough to reflect light efficiently to 
the work level 

should 


e Semi-direct fixtures 


be used 


type 
where the ceiling is too high 
to redirect any useful light but where 
a small upward component of light is 
necessary to relieve sharp brightness 
contrast between the fixture and the 
ceiling 

e When high ceilings are encoun- 
rered, the direct type luminaire should 
be used and should be suspended as 
closely as possible to the work level to 
reduce wall absorption of the light. 

Exception to these rules can be made 


on the basis of other considerations 


Nevertheless, these rules represent high 
efficiency application 

e Know Your Curves—A candle- 
power distribution curve is the graphic 
and 


representation of the direction 


light transmitted by a 


From 


strength of 
luminaire this performance 
curve, the total lumen output and lum- 
inaire efficiency can be determined. As 
a result, a luminaire can be judged 
on its suitability for a particular job 
High candlepower down-throw means 
high lumen output in that direction 
On the 


suited to achieve high vertical lighting 


other hand, a luminaire well 
levels will have high candlepower val- 


ues near the horizontal axis of the 
curve. Skillfully used, this curve is an 
excellent tool for selecting the proper 
luminaire for any installation 
Although the 
of a 


recommended quantity of light on the 


pr imary 
it achieve the 


requirement 
luminaire is that 
work level, quality of light is also very 
important. In all industrial and com- 
mercial interiors, some degree of di- 
rect glare from the fixture and reflected 
from surfaces with 


glare specular 


(mirror-like) reflection characteristics 
exists. Sharp brightness contrasts be- 
tween adjacent surfaces also can be 
found in many interiors 

Both glare and extreme brightness 
contrast impair visibility, create eye- 
strain and discomfort, and lower 
Reflected glare, 


coming as it does from below the hori- 


employee efficiency 
zontal eye level, is far worse than di- 
rect glare. In selecting a luminaire, 
therefore, maximum possible protec- 
tion should be provided against such 
undesirable effects 

e Foiling the Villains—Glare and 
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Luminaires 


4 Determine suitable luminaire 
construction, appearance 


5 Consider luminaire operating 
temperature, ventilation 


6 Check to assure maximum 
ease of maintenance 


INDIRECT lighting from rows of inverted industrial lumi- 
naires is bounced from the ceiling to the work level in this 
drafting room. Highly comfortable glare-free and shadow-le 
ight is gained at the expense of efficiency 


SEMI-INDIRECT units in this office area pr d ’ di- DIRECT-INDIRECT luminaires effect strong direct and ag 
rect light by ceiling reflection, with appreciable dire ligh preciable indirect light components in this office. Wall and 


transmission through the plastic shielding. C ) ve ceiling absorption here would make indirect and s« 
high, with better efficiency than totally r ghting much le ic without adding 


SEMI-DIRECT lighting in this area provides almost all of the DIRECT industrial luminaires in this production laboratory 
useful light directly. The indirect component primarily reduces provide a high footcandle level for visual tasks in horizontal 
harsh contrast between the luminaire and the ceiling; very and vertical planes. A measure of « i by the 
little of it contributes to efficiency. mounting height and cross-wise shie ctor 
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brightness contrast are reduced in 
many ways. In interior design and dec- 
oration, the use of flat painted finishes 
and careful elimination of sharply con- 
trasting color schemes will go a long 
way toward improving visual comfort. 

The big job of glare reduction, how- 
ever, falls to the luminaire which must 
diffuse the light sufficiently to present 
less lumens per square foot to any 
surface which might reflect it and 
to reduce the lumens per square foot 
which can fall on the eye. To accom- 
plish this spreading of the lumens, 
luminaire shielding consists of diffus- 
ing or refracting light control elements, 
or both 

Unfortunately, luminaire selection 
is limited 
by a decreasing luminaire efficiency as 
more shielding increases the comfort 
level. For this reason, lighting comfort 


for conditions of comfort 


must be measured against lighting in- 
tensity required for the task, and in- 
creased cost must be expected where 
intensity and comfort levels are both 
high 

e Big Variety—Luminaire shielding 
varies greatly in kind and amount. In 
most of the closed and open end, di- 
rect type industrial units now in use, 
only crosswise shielding is provided, 
and that by the steel reflector, at a 
cutoff angle of 15 degrees above the 
horizontal eye level. However, the por- 


celain enamel or baked enamel reflec- 
tor finishes used in this type of unit 
effect a wide light distribution and 
break up candlepower concentration. 
It should be noted that higher mount- 
ing heights will reduce direct glare 
from such units at a sacrifice in eff- 
ciency and uniformity of distribution. 

In most commercial luminaires, 
shielding by wood, metal, paper or 
plastic louvers or baffles is well suited 
to interiors where specular reflecting 
characteristics have been eliminated. 
Where complex lighting requirements 
are involved, diffusing and refracting 
shields of glass or plastic offer distinct 
control advantages in addition to glare 
reduction, higher transmission and bet- 
ter efficiency 

Louvered fixtures should provide 30 
degrees lengthwise and 45 degrees 
crosswise shielding in such applica- 
tions as drafting rooms, offices or places 
of similar visual tasks. In merchandis- 
ing and sales areas, shielding of 15 
degrees lengthwise and 25 degrees 
crosswise is usually recommended 
e How’s It Made?—Construction of 
the luminaire is another important se- 
lection factor in every fluorescent light- 
ing installation. The size of luminaire 
must be determined from the overall 
proposed design and must accommo 
date the right number of lamps of suf- 


ficient wattage. Design calculations of 


lamp lumens required per unit, num- 
ber and distribution of units, general 
performance characteristics and any 
provisions for future increased lighting 
demands will affect luminaire size. 

Appearance must also be accounted 
for and will modify many other re- 
quirements. Commercial fixtures play 
a very important decorative role and 
must be chosen to complement archi- 
tectural style and interior design. 
e Heat and Hum—Careful luminaire 
selection must also include operational 
considerations. Around a fixture, the 
temperature for satisfactory operation 
must not be exceeded unless some 
means of heat dissipation is provided 
And dampers for ballast hum must 
not interfere with dissipation of ballast 
heat. Insufficient luminaire ventilation 
can cause an appreciable decrease in 
lamp output and damage to auxiliary 
equipment, especially in luminaires 
that are sealed against hazardous at- 
mospheres 

A discussion of luminaire selection 
would not be complete without men- 
tion of luminaire maintenance. The 
maintenance requirements of any lu- 
minaire should be checked while the 
installation is still in the design stage. 
Ease of relamping and cleaning is es- 
sential to assure rated performance in 
operation and should always be a selec- 
tion consideration 





Light 
Distribution 


Type of 
Luminaire 


90-100% up 


INDIRECT = 10.0% down 


SEMI- 
INDIRECT 


60-90% up 
40-10% down 


40-60% up 
60-40% down 


DIRECT- 
INDIRECT 


10-40% up 
90-60% down 


SEMI- 
DIRECT 


0-10% up 


DIRECT 100-90° down 





General 
Characteristics 


The Box Score for Fluorescent Luminaire Performance 


With matte finished ceiling, effects large area-low brightness light source 
Provides even light distribution with absence of glare and shadow 


High comfort level at expense of efficiency. 


Similar to indirect, but more efficient. 


Eliminates harsh brightness contrast with ceiling. 
Offers appreciable direct light throw to work level 


For high light intensities with still better efficiency 
Provides strong direct light with appreciable reflection of indirect light 


Has good comfort conditioning component. 


Offers strong direct light throw to horizontal work level 
Indirect component serves to reduce brightness contrast 


Output efficiency is generally better. 


Has strong, efficient light throw to work level. 


No ceiling absorption of light; little wall absorption 
Either concentrated or spread output, depending upon mounting height 
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ANNIVERSARIES REVIEW 





Salute to the 50-Year-Olds 


ARKANSAS ELECTRIC CO., INC. 
LITTLE ROCK, ARK. 


Established 1902 


IFTY years of constant growth in the electrical supply 

business is reflected in the large new heaquarters of 
Arkansas Electric Co., Inc., Littke Rock, Ark. From a 
headquarters with 22,500 square feet in 1950, the whole- 
saling firm moved to a new location at Markham and 
Scott St., and now has over 60,000 square feet of floor 
space 

Provided at the new location is a customer parking 
lot, three warehouses, complete with conveyors, cranes 
and elevators, a truck loading dock, as well as large 
attractive display rooms. The move was made in De- 
cember, 1950, and was a big event after over 48 years at 
the same location on Louisiana St 

The company was founded in 1902, by C. J. Drees 
and N. W. Campbell, both now deceased, and only the 
Little Rock area was covered by the firm at first. Today 
the entire state of Arkansas is covered by Arkansas 
Electric, as well as bordering towns of Texas, Louisiana, 
Missouri and Oklahoma 

Six salesmen handle counter sales at the firm's new 
service counter. Five telephone trunk lines, plus 13 ex- 
tension phones assure customers of immediate service 
when calling in. The firm also has two city salesmen 
and four country salesmen 

The business was mainly electrical contracting until 
1937. Today it handles plumbing supplies in addition 
to electrical supplies. 

Present officers are T. W. Bell, president; John H 
Hunt, Jr., vice president; E. H. Bell, secretary-treasurer 
Other officials are A. M. Orsburn, sales manager; Wil- 
liam Wilson, buyer; J. D. Williams, manager 


KELLEY-HOW-THOMSON CO. 
DULUTH, MINN. 


Established 1902 


A LARGE territory has always been covered by Kelley 
How-Thomson Co., Duluth, Minn., ever since its 
founding back in 1902. In its early years it covered Min 
nesota as well as North and South Dakota. Today it 
covers these states in addition to Montana, Wisconsin, 
the northern peninsula of Michigan and the northern 
tier of lowa 

To handle this large territory, the company has 60 
salesmen in the territory, in addition to nine city sales 
men and 20 specialty salesmen. Branch offices and ware 
houses are maintained by the firm in St. Paul, Minn., 
and Billings, Mont 

The concern plans in the near future to add new 
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warehouse equipment, new office machines and equip 
ment and new lighting equipment 

Always engaged in the electrical wholesaling business 
during its 50-year history, it also carries wholesale hard 
ware and kindred lines 

Officers of the firm are G. W. Welles, Jr., president; 
A. G. Thomson, chairman of the board; Mrs. B. W. 
How, vice president; I. Wold, vice president; J. P. 
Harvey, secretary-treasurer 


THE TOLEDO ELECTRIC SALES CO. 
TOLEDO, OHIO 


Established 1902 


HE oldest continuously-owned and operated electrical 

wholesale house in Toledo, The Toledo Electric Sales 
Co. specialized in motor repairs and electrical contract- 
ing when it started in 1902. In 1912, the repair and 
contracting business was replaced by an exclusive elec- 
trical wholesaling operation 

The company today owns its own three-story brick 
building and has a parking lot adjacent to it for the 
use of its customers. It modernized its sales room and 
offices recently, and plans are under way to improve 
and rearrange offices in the 40-by-100-foot structure of 
three stories and basement 

Up to recent years, most efforts were concentrated 
in the field of electrical supplies for electrical contractors 
and industrial plants by Toledo Electric Sales. But pres 
ently, under the direction of F. W. Kaufman, president, 
facilities have been set up to handle a complete line of 
trafic appliances 

The firm when it was first formed covered only the 
Toledo area, but today it covers Toledo and an 80-mile 
radius 

Officers of the firm, in addition to Mr. Kaufman, are 
Robert Hurst, vice president, and E. F. Baertschi, sec- 
retary-treasurer and manager 

Mr. Baertschi, who started with the company 43 years 
igo in the shipping room and now holds three impor 
tant posts with the company, is the majority stock 
holder in Toledo Electric Sales 


BULLDOG ELECTRIC PRODUCTS CO. 
DETROIT, MICH. 


Established 1902 


N its golden anniversary year, BullDog El 

Products Co. is busily engaged in a program of ps 
uct and plant development 

Some time ago, BullDog. began action to pr 








product lines that do not require enormous inventories 
Most notable of BullDog achievements on its 50th an- 
miversary are in connection with circuit breaker panel 
boards and safety switches 

In 1949, BullDog introduced the Pushmatic circuit 
breaker, an individual circuit breaker smaller in size 
than a package of cigarettes. A Pushmatic of any rating 
is completely interchangeable with one of any other 
rating since they are all enclosed in identical cases. A 
small number of electri-centers (panelboards) were de- 
signed to incorporate Pushmatics, and these few electri 
centers satisfied hundreds of applications that formerly 
required a confusing number of catalog numbers 

This same thinking was applied to BullDog’s line of 
safety switches. Intensive investigation showed that by 
proper design only 37 BullDog safety switches would 
cover all applications formerly requiring hundreds of 
switches 

The first step in BullDog’s expansion and decentral- 
ization program was taken in 1950, when the firm 
Jeased a plant in Bellefontaine, Ohio, to manufacture 
Pushmatic circuit. breakers and Pushmatic electri-center 
panelboards 

In 1951, the Ohio division of BullDog opened a plant 
in Urbana to manufacture bus plugs. Meanwhile, the 
main factory was expanding in Detroit, where a build 
ing was leased at 584 Piquette Ave. to handle the pro- 
duction of panelboards. The beginning of this year, a 
building on Harper Ave., Detroit, was obtained to in 
crease the production of switchboards and cubicles 
panelboard boxes and fronts and special panelboards 

Altogether, BullDog’s recent expansion activities have 
added 129,000 square feet of new plant space 

Present ofhcers of the firm are William H. Frank 
president, Karl K. Kahler, Alva A. Togesen, Walter R 
Turner and John A. Herrmann, vice presidents; Eugene 
Bychinsky, secretary; Henry W. Surbrook, comptroller 
Leo H. Lipscomb, sales manager; Wayne R. Marshall 
personnel director, S. M. Baltzly, Jr., purchasing agent 
Donald H. Anderson, advertising manager 


FRANKEL CONNECTOR CO. 
NEW YORK, N.Y. 


Established 1902 


HE Frankel Connector Co. is the outgrowth of the 

Frankel Display Fixture Co., founded in 1902 as a 
manufacturer of store window display fixtures. In the 
same year, the first electrical product—an electrical test 
clip—was added. In 1906, electrical solderless con- 
nectors were incorporated, and this line was expanded 
regularly 

The company was started by three brothers, Charles, 
Harry and Ferdinand Frankel. It was incorporated in 
January, 1916, as a separate corporation, but was dis- 
solved in October, 1941, and established as a partnership 
of Lucille W. and Ferdinand Frankel, Jr., a son of one 
of the original founders 

At one time, the company was known as the West- 
inghouse Frankel Connector Co., with all merchandise 
handled through Westinghouse Electric and Manufac- 
turing Co. This was dissolved in 1929. In the same year, 
the manufacture of window display fixtures was dis 
continued and the company has since concentrated on 


the manufacture of electrical solderless connectors and 
test clips. At the present time, the Frankel company is 
doing experimental work toward perfecting electrical 


connectors for permanent use on aluminum conductors. 
Ferdinand Frankel, Jr., and Lucille W. Frankel are 
partners. Harold W. Shire is assistant, and Peter Ruelius, 


plant manager 


THE EDWIN F. GUTH CO. 
ST. LOUIS, MO. 


Established 1902 


HE history of The Edwin F. Guth Company reaas 

like the history of the lighting industry. It has grown 
from an infant industry into a thriving enterprise which 
celebrated its golden anniversary on April 22 

It all started in 1902 when Edwin F. Guth, Sr., and 
eight associates pooled their assets and founded the St. 
Louis Brass Mfg. Co., which was incorporated with the 
huge capital of $5,000. The company designed and pro- 
duced everything brass from match boxes to 700-pound 
mausoleum bronze doors and hand-wrought electroliers. 
Within five years, the enterprise had come of age in 
becoming one of the largest manufacturers of lighting 
equipment in the St. Louis area 

The bustling young company soon outgrew its nar- 
row quarters and moved into an old theater building. 
After 44 years, Guth Lighting still occupies the same 
building, but they now produce fixtures in 240,000 sq 
ft. of space—five times the initial manufacturing area 

During the 1920's, the company’s name was changed 
to The Edwin F. Guth Co., honoring the man whose 
pioneering spirit has carried the firm to success. Mr. 
Guth is still active as chairman of the board at the 
age of 76, and his two sons are now following in his 
footsteps. Edwin, Jr., is now president of the company 
He devotes much of his time to new development proj- 
ects and factory improvement. Fred E. Guth is secretary. 
He applies his know-how to business problems and 
building sales for Guth products 

Officials in the company are: Edwin F. Guth, Sr., 
chairman of the board; Edwin F. Guth, Jr., president; 
George S. Watts, vice president; Oscar D. Guth, treas- 
urer; and Fred E. Guth, secretary 


OVERBAGH & AYRES MFG. CO. 
CHICAGO, ILL. 


Established 1902 


HE Overbagh & Ayres Mfg. Co. began manufacturing 

lighting equipment in Chicago at 152 Fifth Avenue 
Now celebrating its golden anniversary, the company in 
recent years has concentrated its efforts to a greater ex- 
tent on industrial and farm lighting equipment. Pre- 
viously, the company produced in large quantities com- 
mercial lighting equipment, both the incandescent and 
fluorescent types. Commercial lighting still is a part of 
Overbagh & Ayres operations 

Franklin Overbagh and Frank E. Ayres started the 
business. Mr. Overbagh’s two sons head the company 
today—William F. Overbagh as president and Alfred 
A. Overbagh as treasurer. A. A. Smith is secretary. 
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Roll Call of Anniversaries 





140 YEARS 
MANUFACTURERS 


Waterbury Companies, Inc., Waterbury, Conn. 





120 YEARS 


MANUFACTURERS 
Simonds Saw & Steel Co., Fitchburg, Mass. 





110 YEARS 
MANUFACTURERS 
Landers, Frary & Clark, New Britain, Conn. 





105 YEARS 
WHOLESALERS 
Orgill Bros. & Co., Inc., Memphis, Tenn. 


MANUFACTURERS 
Allis-Chalmers Mfg. Co., Milwaukee 1, Wis. 





95 YEARS 
WHOLESALERS 
Richards G Conover Hardware Co., Kansas City, Mo 


MANUFACTURERS 

The Frink Corp., Long Island City, N. Y 
Mathias Klein & Sons, Chicago, Ill 

The Rattan Mfg. Co.. New Haven, Conn 





90 YEARS 
WHOLESALERS 


Stratton and Terstegge Co., Inc., Louisville, Kentucky 
The Swank Hardware Co., Johnstown, Pennsylvania 
Woodward Hardware Co., Cairo, Illinois 





85 YEARS 
WHOLESALERS 


Peaslee-Gaulbert Corp., Louisville, Kentucky 

Wm. H. Taylor & Co., Inc., Allentown, Pennsylvania 
Woodward, Wight & Co., Ltd., New Orleans, Louisiana 
MANUFACTURERS 

Partrick & Wilkins Co., Philadelphia, Pennsylvania 





80 YEARS 
WHOLESALERS 


Emmons-Hawkins Hardware Co., Huntington, West Virginia 
E. Garnich & Sons Hardware Co., Ashland, Wis. 

Sheffield Hardware Co., Americus, Georgia 
MANUFACTURERS 


Edwards and Co., Inc., Norwalk, Conn 
Gill Glass & Fixture Co., Philadelphia, Penna 


May, 1952—ELECTRICAL WHOLESALING 





70 YEARS 
WHOLESALERS 


Moore-Handley Hardware Co., Inc., Birmingham, Ala 
Newton & Hill, Fort Edwards, New York 
The Wagner Hardware Co., Mansfield, Ohio 





65 YEARS 
WHOLESALERS 


Loeb Hardware Co., Montgomery, Alabama 
Pierce Hardware Co., Inc., Taunton, Mass. 
Sager Electrical Supply Co., Boston, Mass. 
Soo Hardware Co., Marquette, Michigan 





60 YEARS 
WHOLESALERS 


Columbian Electrical Co., Kansas City, Mo 
W. C. Lyon Co., Inc., Durham, N. C. 
Shepherd Electric Co., Inc., Baltimore, Md 


MANUFACTURERS 


Cutler-Hammer, Inc., Milwaukee, Wis 

Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio 
United States Rubber Co., New York, N. Y. 

Ward Leonard Electric Co., Mount Vernon, N. Y 





55 YEARS 
WHOLESALERS 


American Electric Co., St. Joseph, Mo 

Banks-Miller Supply Co., Huntington, West Virginia 

Doubleday-Hill Electric Co. of the South, Washington, D. C 

Gorke Electric Co., Inc., Syracuse, N. Y 

Sackett Electric Supply, Div. of W. A. Case & Son Mfg. Co., 
Buffalo, N. Y. 

F. H. Schneider & Sons, Inc., Lake Providence, La 


MANUFACTURERS 


Crouse-Hinds Co., Syracuse, N. Y 

Curtis Lighting, Inc., Chicago, Ill 

Kellog Switchboard G Supply Co., Kansas City, Mo 
Pyle-National Co., Chicago, Ill. 





45 YEARS 


WHOLESALERS 


Brook Electrical Supply Co., Chicago, Ill. 

Brown-Roberts Hardware & Supply Co. Ltd., Alexandria, La 
Buffalo Incandescent Light Co., Inc., Buffalo, N. Y 

C. C. Davis Electric Co., Philadelphia, Pa. 

Electric Wholesale Supply Co., Jackson, Miss. 

Franke, Levasseur & Co., Ltd., Montreal, Quebec, Canada 
Globe Electric Co., Seattle, Wash. 

Hinsdill Electric Co., Troy, N. Y. 

W. H. Hobbs Supply Co., Eau Claire, Wisc 

House-Hasson Hardware Co., Knoxville, Tenn 

The johnson Electric Supply Co., Cincinnati, Ohio 
Murphy Supply Co., Green Bay, Wisc. 

The Pottsville Supply Co., Inc., Pottsville, Pa. 

The Protective Electrical Supply Co., Fort Wayne, Ind 
Rowe Electric Co., Rochester, N. Y. 

Saviers Electrical Products Corp., Reno, Nevada 

L. J. Segil Co., Chicago, Ill. 

Smith-Perry Electric Co., Dallas, Texas 








The Spann Hardware Co., Moss Point, Miss. Flatbush Lighting Fixture Co., Brooklyn, N. Y. 
United Electric Supply Co., St. Louis, Mo. Fletcher Stores, Inc., Cairo, III. 
Grand Brass & a Supply Co., New York, N. ¥. 
Granite City Electric Supply Co., Quincy, Mass 
MANUFACTURERS Holmes Electric Supply Co., Portland, Maine 
The Ruby Chemical Co., Columbus, Ohio Hughes Supply, Inc., Orlando, Fla. 
Inland Pipe & Supply Co., Yakima, Wash. 
Kay Electric Supply Co., Atlantic City, N. | 
Kiefer Electrical Supply Co., Peoria, Ill. 
Levinson & Peiffer, Inc., Peekskill, N. Y 
Lewis Electric Co., Bedford, Ind. 
40 YEARS Lighting Fixture & Electric Supply Co., Inc., New Orleans, La. 
Lowry Electric Co., Inc., Williamsport, Pa. 
WHOLESALERS Major Appliance Co., Omaha, Nebr. 
Acme Lighting Products, Inc., Cleveland, Ohio Maritime Electric Co., inc., New York, N. Y 
D. Berman & Son, Brooklyn, N. Y. Maurice Electrical Supply Co., Inc., Washington, D. C 
Brettell Electric, Ltd., Vancouver, British Columbia, Canada Newark Light Co., Inc., Newark, N. J 
Capital City Paper Co., Springfield, Il. New Bremen Hardware & Supply Co., New Bremen, Ohio 
H. N. Crowder, Jr., Co. Allentown, Pa. Noland Co., Inc., Newport News, Va 
Electric Supply Sales Co., Inc., Rochester, N. Y North Texas Hardware Co., Vernon, Texas 
The Frankelite Co., Cleveland, Ohio John D. Osgood, Inc., Haverhill, Mass. 
1. A. Friedman Electric Co., Philadelphia, Pa. Paramount Electrical Supply Co., Inc., New York, N. Y 
Gough Industries, Inc., Los Angeles, Calif. Pensacola Hardware Co., Pensacola, Fla. 
A. Knoll Electric Supply Co., Inc., Cincinnati, Ohio Power City Radio Co., Inc., Sioux Falls, South Dakota 
Leahy Electric Corp., New York, N. Y. Reliance Electric Co., Camden, N. J} 
Midtown Electric Supply Co., New York, N. Y. E. C. Sherman Co., New Bedford, Mass 
Miller Electric Co., Inc., Utica, N. Y. Southern Tier Electrical Supply Co., Inc., Binghamton, N. Y. 
Missouri Valley Electric Co., Kansas City, Mo Starr Electric Supply Co., Houston, Texas 
Pierce Brothers, Key West, Fla Stern & Co., Hartford, Conn 
Pittsburgh Electric Supply Co., Pittsburgh, Pa. Superior Electric Supply Co., Toronto, Ontario, Canada 
Price Electric Co., St. Paul, Minn. Tomberg Electric Supply Co., Wilkes-Barre, Pa. 
Solar Light Supplies Co., Cincinnati, Ohio Universal Light Co., Philadelphia, Pa. 
Southern Electric Co., New Orleans, La. Virginia-Carolina Electric Sales, Inc., Norfolk, Va. 
Wiedenbach-Brown Co., Inc., New York, N. Y. Wallace Hardware Co., Inc., Morristown, Tenn 
Wehle Electric Co., Buffalo, N. Y 





MANUFACTURERS MANUFACTURERS 


.. Balt . Md gts 
Commercisl Cro Co.. Settimere Globe Lighting Products, Inc., Brooklyn, N. Y 


The Paine Co., Chicago, Ill 
., Pittsburgh, P Gruber Bros., Brooklyn, N. Y 
Pittsburgh Reflector Co., Pittsburgh, Pa Nelcolite Co, Breakin, . Y. 





hohocken, P. 
Sr ee, Sen SUaee McDonald Mfg. Co., Los Angeles, Calif. 
Quadrangle Mfg. Co., Chicago, Ill. 
Tork Clock Co., Inc., Mount Vernon, N. Y. 





35 YEARS 
WHOLESALERS 


Bell Electric Co. of Penna., Inc., Scranton, Pa 
Bigley Electric Supply Co., en 5 Ohio 25 YEARS 
Casper Supply Co., Casper, Wyoming 
Electric mt Ma Distributing Co., San Diego, Calif. WHOLESALERS 
Garfield Electrical Supply Co. Inc., New York, N. Y The Allen Electric Co., Cleveland, Ohio 
Glasco Electric Co., St. Louis, Mo Atiantic Electric Supply Co. of Washington, Inc., Washington, D. C. 
McComb Supply Co., Harlan, Kentucky Atlantic Electrical Supply Co., Inc., Worcester, Mass. 
Nunn Electric Supply Corp., Amarillo, Texas Bremmeyr-Bain Co., Inc., Petoskey, Mich. 
Stubbs Electric Co., Portland, Oregon E. M. F. Electric Supply Co., Cambridge, Mass. 
Turner Electric Supply Co., Detroit, Mich Electric Supply Co. of Toronto, Toronto, Ontario, Canada 
Valley Supply Co., Portsmouth, Ohio Excel Electric Service Co., Chicago, III 
Flushing ~~ Fixture & Elec. Supply Co., Inc., Flushing 
& & © 
MANUFACTURERS Max Goldman, Inc., New Rochelle, N. Y 
Acme Electric Corp., Cuba, New York Nathan Goodman Co., Inc., Washington, D. C 
Fostoria Pressed Steel Corp., Fostoria, Ohio Harry Horn, Philadelphia, Pa 
Multi Electrical Mfg. Co., Chicago, Ill. Indiana Farm Bureau Cooperative, Indianapolis, Ind 
North American Elec. Lamp Co., St. Louis, Mo Industrial Supply Co., Clinton, $. C 
Trico Fuse Mfg. Co., Milwaukee, Wisc Kansas City Electrical Supply Co.. Kansas City, Mo 
Kansas Electric Supply Co., Inc., Topeka, Kan 
Lighting Equipment & Supply Co., Philadlephia, Pa. 
Frank P. McCartin Co., Lowell, Mass 
en net Rg Co., Inc., New York, N. Y 
Milner Electric Co., Cleveland, Ohic 

30 YEARS Raritan Electrical Supply Co., Perth Amboy, N. | 
WHOLESALERS i Ae Tampa, Fla 

: ayre Electric Co., East Liverpool, Ohio 
a Page there Ohio Tri-Counties Electric Supply Co., Santa Barbara, Calif 


trical ly Co., Long Island City, N. Y. Tri-State Electrical Supply Co., Inc., Hagerstown, Md 
on aed a ‘Fort nd Ark. . ; Vermont Electric Supply Co., Rutland, Vermont 


The Central Electric Supply Co., Denver, Colo 

M. K. Clark & Co., Inc., St. Louis, Mo. 

Coast Electric Co., San Diego, Calif MANUFACTURERS 
Cook-Nichols Co., Pasadena, Calif Electro-Voice, Inc., Buchanan, Mich 
Crescent Electric Supply Co., San Francisco, Calif Insulation Mfgrs. Corp., Chicago, III 
W. B. Davis Electric Supply Co., Memphis, Tenn. Littlefuse, Inc., Chicago, III. 

Ensign Electric Supply Co., Minneapolis, Minn A. ]. O'Brien Sales Co., Denver, Colo 
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Writing of sales presentation is climax of four-session course at... 


Housewares Sellers School 


Small appliance clinic is sparked by San Diego distributor's salesman 


to strengthen the weak link in the chain of sales—the retail salesman 


HANKS to the idea and energy of 
an electrical distributor's salesman, 
and the organization and coopera- 
tion provided by the rest of the electri 
cal industry, electrical housewares sales 
in San Diego County, Calif., can be ex 
pected to jump in 1952 well above the 
$4 million volume enjoyed there in 
1951 
Using a means so simple and readily 
available that it could be adapted with 
success by any major retailing center 
in the country, the San Diego group 
hit hard at the fundamental weakness 
im electric housewares selling — the 
lack of trained personnel handling the 
point-of-sale contact with the buying 
public 
What they did was to organize a 


May, 1952—ELECTRICAL WHOLESALING 


By Howard J. Emerson 


Modern Traffic Appliance Clinic” at 
30 key 
tric housewares in the San Diego area 


which retail salesmen of elec 


were trained by industry experts in the 


latest techniques 


Guiding this group of sales people 


merchandising 


who represented stores ranging from 


large department stores 


country 


Cc 
hardware-appliance outlets, were the 


regional sales managers or representa 
tives of six leading electric housewares 


manufacturers—General Electric, Proc 


tor, Sunbeam, Telechron, Toastmaster 


and Westinghouse. At the request of 


their San Diego distributors, these 


sales executives came from as far away 


as San Francisco to take part in help 
ing improve the retail selling stand 
ards in their industry 

Under the sponsorship of the sa 
Bureau of 
Home Appliances, the San Diego Vi 
Schools San Diego 


clini 


training division of the 


cational and the 


Gas & Electric Co., the gave 


these experts a chance to demonstrate 
various phases of electric housewares 
merchandising 


selling the quality 


selling by demonstration, selling the 
trade name acceptance, selling the ad 
vertised features, selling the automatic 
features, selling the gift appeal, and 


various other sales techniques 


To See How The Sales Clinic Operated, Turn Pagem> 


83 





These Techniques 


Help Salespeople 


In Gift Campaign 


ROM years of experience in the wholesale selling of SELL BY DEMONSTRATION, said Proctor’s Dorothy Hulse 


electric housewares under the guidance of Sam Scott, who showed how to make demonstration f housewares 
Graybar’s southern California sales manager, Al Jewell has 
seen the industry try such excellent promotions as 
NEMA’s gift campaign, but with the handicap of too 
many inadequately-trained retail salespeople 

Behind Jewell and the action of the San Diego electric 
industry in developing the Modern Traffic Appliance Sales 
Clinic was the knowledge that any attempt to build elec- 
tric houseware sales above present levels was stymied by 


draw attention, hold interest, give impulse to buy now 





several conditions 
1) Because of the large number of small appliance 





outlets, the average distributor's salesman doesn’t have the 
time to give sufficient product training to retail salespeo 
ple ’) Many new types of appliances have come out 
since 1946 and retail people haven't been able to study 
the many selling features; (3) automatic controls for 
many appliances have opened wide a large replacement 
market, but there hasn't been sufficient training in how 
to sell the automatic features; (4) clerks who sell many 
different products need a refresher course in the sales ; 
profit opportunities from electric housewares 
How the Modern Traffic Appliance Clinic used 
able manufacturers’ representatives to correct these 
deficiencies is seen in these photos from the four sessions 
SELL FROM DISPLAYS was the advice Telechron’s joe 
Burns, and take advantage of the m r nanufacturers spend 


to create interest that the alesman can mms int sales 


A Distributor's Idea Plus the Cooperation of Industry 


AL JEWELL (left), Graybar-San Diego, presents idea for clinic OFFICIAL SANCTION for appliar clin ame from bureau's 
to Dan Turner (center), of S. D. Gas G Electric C and Jj. C sales training committee, the utility and vocational school 
Chamberlain, secretary-manager, Bureau of Home Appliances Here Bill Marsden explains program to bureau's board 
~~ V9 FREE Sua; — ™ 
S 4s > € 
ne a> 
Be + we ~ 








‘ 
SELL THE CIFT APPEAL, Toastrnaster's Bud Green recom SE.L THE AUTOMATIC FEATURES 
. said Sunbeam's Jerry Parshalle, wh 


mended, as he tied in NEMA's gift campaign promoting elec 
the Modern Traffic Appliance Clinic ply automatic contr car 


tric housewares with 


r third 


SELL TRADENAME ACCEPTANCE, and ‘ r 
create a wider demand and larger market for appliance to a customer on the basis + faction 
General Electric C with a certain brand, says Westinghou ‘ Bradner 


in each home, suggests 


Brought About a Well Planned Sales Training Program 


INSTRUCTORS Booth of Proctor 
Parshalle of Sunbeam get 
briefing on program from Jewell 


PUBLIC ANNOUNCEMENT and appeal for DIRECT MAIL to appliance store managers 
students is made to whole industry as Jewell told advantages of training. Al Jewell has and 
letters checked by Graybar’s Bob Redfield 


describes program at meeting of bureau 








Below Value Prices 


They’re only possible 
if the extra services 
such as delivery, 
credit, wrapping, in- 
formed sales clerks, 
better selection, etc., 


are eliminated. 


How To Outse 


By Arthur W. Hooper 


RICE cutting is ruining the markets for all electrical 

goods—not just lighting fixtures and electrical house 

wares 

an it be stopped? 

he question above is a natural one today when even 
those businessmen who have operated through many 
similar periods are expressing confusion—some even to 
the point of panic. No matter how you attack the prob 
lem you arrive eventually at this answer 

The greatest building job in 1952 must be done by the 
salesmen. They are the logical ones to undertake the 
Herculean task of rebuilding confidence in the products 
the prices, the quality and the service represented by 
their respective firms 
e Super Service Demanded—Ask the average Ameri 
can if he would prefer living in the United States or in 
some other country and he would choose this nation every 
time. It isn’t only the right to life, liberty and the pursuit 
of happiness. He'll tell you that he prefers the standard 
of living in America 

He earns more money and has more goods and services 
available to him than any other people in the world. He 
also possesses more goods than people in other lands 

That high standard of living that we point to with 
pride is one of the basic reasons for our present r 
chandising problems. As a matter of fact, the American 
standard of living 1 be referred to as both the cause 
and the cure for selling problems involving questionable 


trade practices 
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he Price Cutter 


e Optional Consumption—As a nation we have become 
so rich that we can postpone purchasing for long periods 
without experiencing any hardship. We've experienced 
just such a situation during the past year. We have also 
witnessed a period of severe price wars and yet the con 
sumers have not been stimulated to launch anything re 
sembling a “buying boom 
e Lower Prices With Value—What do we mean by 
price cutting? Sales based on bankruptcies, clearance sales 
of models or styles to make room for new stock, fire dam 

> or close-outs of business usually offer consumers the 
opportunity to purchase at a lower price than they usually 
pay. The sale is successful only because a “value” has been 
created for the product. The usual price associated with 
the product identifies the sale offer as a genuine bargain 

There would be no bargain if the manufacturer had not 
poured endless effort and many thousands of dollars into 
building a “value” for his products 
e Destroying Values—On the other hand, predatory 
price cutting takes place when a business operation estab 
lishes a regular policy whereby he offers his goods at a 
price below the average sales cost for those goods. In one 
bold move, the value is destroyed 

Already it is obvious that predatory price cutting or 
discount selling is a one-way street to ruination for a 
thriving business 

We have heard ir said from time to time that manu 
facturers actually welcome price wars. Usually the people 
making such statements reason as follows. The manufac- 
turer is interested only in a large volume. Since price 
wars bring tremendous booms in volume, the manufac 
turer sells more goods. This is completely false 

The average manufacturer has started with an unknown 
product. By intensive selling, careful production control 
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Shopping In Comfort 


American shoppers 
long ago demon- 
strated that they 
were willing to pay 
for things like con- 
venience, courtesy 


and comfort. 








and heavy advertising and promotion, the manufacturer 
has built an acceptance for his product. He is getting re- 
peat business and his great investment in plant and equip- 
ment is beginning to pay off. When the price war hits, 
his wholesalers and dealers suddenly flood him with large 
orders. Does this continue? Unfortunately price wars soon 
force retailers to seek lower-priced merchandise and the 
manufacturer of a quality product finds his sales dropping 
and his plant gradually slowing down. The resultant loss 
of his market is most serious to the manufacturer, and 
more than one has had to allocate great sums of money 
to rebuild the product acceptance lost because of a price 
war 
e Distributor Responsibility—W hether he wants to be 
or not, the distributor is directly concerned with the fore- 
going development. In assuming the distributive functions 
for a manufacturer the wholesaler must also assume fart 
of the responsibility for protecting the acceptance and 
good standing of his suppliers’ products 

What does the consumer think abour price cutting? 

It’s a strange phenomenon but very often the Ameri 
can buyer recognizes the disadvantages of a special dis- 
count long before the businessman engaged in a war of 
predatory price cutting. Despite his reputation for want 
ing as much as possible for his dollars, the American buyer 
has learned long ago that—'you get what you pay for 

During a period of intensive competition when busi 
Pessme n commence sacrific ing sales effort in favor of price 
Manipulation, the consumer is forgotten. This is suicide 
Mor the businessman. There has never been an operation 
Phat could carry on successfully for years based on a 
Puiscount selling” philosophy 
It can be proved by simple arithmetic. Unless the 


Fdiscor te > b » used l leade 1 
liscount items” are being used as loss leaders in order 


fo attract customers, they must pay their share of the 
Operating expenses in any transaction. No businessman 
€an afford to clear 7 per cent on an item that costs him 
14 per cent in operating expenses—unless he can make 
up the difference on another product. 

Whether it’s selling lighting fixtures, electrical appara 
fs or appliances, one time-proved psychological factor 
remains strong and persistent in the minds of the public 
e Extra Services—lIt is the part that they played in the 
development of our great standard of living. Consumers 
may be convinced that a bargain is offered when some 
well-known article is offered at a price less than that 
usually associated with the product. Purchases of such 
items tagged with such appealing prices may be completed 
many times. But sooner or later the buyer realizes that 
the lower price is made possible only through the elimina 
tion of the “extra services” that he, himself, insisted 
merchants provide. 

Milk was packaged in a container and delivered to the 
doorstep of the American family not because the milk 
companies wanted to expand their services. It was because 
the people demanded it! They were tired of carrying a 
pitcher down to a street corner where a merchant ladled 
out a half-gallon of milk. So, too, the public demanded 
that their purchases in stores be delivered to their homes 
They wanted guarantees. They wanted service—and 
credit and a better choice of merchandise. They wanted 
comfort in the stores they patronized and they demanded 


intelligent, courteous sales people 





All those things came about because the public was 
willing to pay for these extra services. This was part of 
the American standard of living 

The people know that discounts on merchandise are 
possible only if some of the extra services are eliminated. 
In order to take advantage of a bargain they may buy this 
merchandise a certain number of times but in the long 
run, they still want the extra services—and they're willing 
to pay for them 

If then, the problem of predatory price cutting or dis- 
count selling is so harmful to business what can be done 
about it? 

Changing distribution methods in metropolitan centers 
where price cutting flourishes won't solve the problem. 

Nor will it be solved by a system of maximum-mini- 
mum price schedules whereby retailers in price war areas 
can charge lower prices than retailers handling the same 
products in a more stable market area 

The solution must come from a concerted effort by all 
interested parties to sell harder and more intelligently. 
Destructive price cutting is a poor substitute for construc- 
tive salesmanship 
e Tell Them About Discounts—Retailers and contrac- 
tors should launch a drive to point out to their Customers 
that price concessions the latter find so attractive are pos- 
sible only at the sacrifice of the extra services that they 
insisted American businessmen provide. The housewife 
should be informed that the discount that she finds so at- 
tractive represents such things as courtesy, product knowl- 
edge, advice on selection and operation, delivery, credit, 
wrapping and guarantee 
e The Distributor’s Job—In addition to the above, the 
wholesaler should help dealers and contractors improve 
their methods in business management. They should help 
retailers hire and train salesmen who know how goods are 
moved. They should be taught why present distribution 
methods are necessary and what is represented in the 
price charged for the goods. They should encourage the 
dealers to launch new advertising and merchandising pro 
grams emphasizing the folly of “bargainless bargains.” 
Distributors must demonstrate that they are 100 per cent 
behind their dealer customers by adhering to a “wholesale 
only” policy 

Distributors should improve their sales and_ service 
methods 
e Manufacturers Must Help—Manufacturers must en 
courage their distributors to launch merchandising ac- 
tivities immediately. They should be more selective in 
choosing distributive organizations and insist that those 
organizations exercise good judgment in selecting con 
sumer outlets. Above all else, manufacturers should re- 
main 100 per cent true to their wholesalers 

They should launch a vigorous campaign to build mer 
chandise valve for their products 

All businessmen, whether they are engaged in the sale 
of electrical goods at the manufacture, wholesale or retail 
level should realize that the responsibility for maintaining 
and advancing the economical distribution of the nation’s 
goods falls on the sales people 

Scattered shots won't bring down the "predatory price 
cutter” but an informed sales force supported by a strong 
program can accomplish the job swiftly and thoroughly if 
it is willing to “go to work tooth and nail 
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Telling the Fair Trade Story 


AIR TRADE manufacturers aren't 
sitting back, tight mouthed, while 
Congress decides what sort of fair 

trade legislation is good for the nation 
The manufacturers long ago realized 
the value of advertising, and are taking 
their case to the U.S. public. 

It's no organized, noisy campaign to 
restore fair trade legislation, but, in- 
dividually, various manufacturers are 
telling their side of the fair trade story. 
They know what happened las: spring 
when the Supreme Court TKO'd fair 
trade laws in the Schwegmann deci- 
sion, thus setting off a series of dis- 
astrous price-cutting wars. And they're 
out to make sure it doesn't happen 
again 
e Telling the Public—Just how the 
manufacturers are going about telling 
John and Mary Consumer the facts of 
fair trade is best illustrated in the liter- 
ature circulated by the McGraw Elec- 
tric Co. 

The Elgin, Ill, company points out 
in its widely-circulated bulletins that 
during the past decade prices of fair 
traded articles have increased less than 
those of articles not usually fair traded 

Food, clothing and home furnish- 
ings, items not generally fair traded, 
now cost more than twice as much as 
in 1937 when fair trade laws were 
adopted, the company says. Commonly 
fair traded lines of goods, such as small 
appliances, drugstore items and toilet 
goods, have made smaller advances 
e Advances Slight — Using figures 
regularly published by the Bureau of 
Labor Statistics, McGraw Electric re- 
ports prices of prescriptions and drugs, 
commonly fair traded, have risen only 
28 per cent—from 100 to 128. The 
retail price of toilet goods, fair traded 
at drug stores, has risen 59.4 per cent, 
while the price of a small appliance, 
the Toastmaster toaster, has increased 
13 per cent during the 1937-’51 period 

During the same period, prices of 
many non-fair traded goods advanced 
more than the fair traded lines. Food 
prices rose 127 per cent, apparel 104 
per cent, automobiles 102.8 per cent, 
steel 72 per cent. 

e Cities Vary—Supplying additional 
statistics to back up its brief for fair 
trade, the manufacturer makes a com- 
parison of the consumers’ price index 
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McGraw Electric beams fair trade facts to public, 
shows prices of fair traded articles have risen 


less than non-fair traded articles 


in cities in fair trade states and non- 
fair trade states. According to figures 
obtained by McGraw Electric from the 
Bureau of Labor Statistics, the con 
sumers’ price index stood at 173.5 in 
Boston, 185.4 in Chicago and 177.8 in 
New York City on January 15, 1951. 
Compared with these cities in fair 
trade states, the consumers’ price index 
in non-fair trade states is quoted from 
the Bureau of Labor Statistics as being 
190.1 in Houston, 186.2 in St. Louis 
Summing up the case for fair trade 
McGraw Electric says: “Fifteen years 
of experience have shown that resale 
price maintenance under the fair trade 
acts have been beneficial, not danger- 
ous or harmful. We do not urge resale 
price maintenance on everyone—or 
anyone. But we believe the freedom to 
choose this Ww ay ot doing business 
where it is applicable is important to 
the growth and development of our 
economy. 
e Compromise on Bills — While 
many manufacturers, such as McGraw 
Electric, were advertising the case for 
fair trade, the backers of two rival 
bills to restore fair trade price mainte 
nance got together and came up with 
a compromise bill. Still essentially the 
McGuire bill, pushed by the National 


1937 


since 


Assn. of Retail Druggists, the new bill 
adds certain provisions of the Keogh 
bill, backed by the American Fair 
Trade Council 


Under the ‘compromise, the Mc 


‘Guire bill would prohibit advertising 


and selling in interstate commerce by 
cut-rate mail order firms with head; 
quarters in non-fair trade states And 
firms in fair trade states would be perg 
at less 
than list prices in non-fair trade areag 
e Passage Difficult — Changes fof 
adoption of fair trade legislation weré 


mitted to sell fair trade items 


strengthened by the compromise, buf 
NARD subsequently repudiated thé 
agreement with AFTC, declaring thag 
it wanted only the McGuire bill. Prot 
ponents lost their fight for a Housé 
vote before the Easter recess, and sinc€ 
House members have returned from 
the holiday, they have been too busy 
passing appropriations’ bills and cams 
paigning to bother with fair tradé€ 
legislation. 

Even if the House finally vores o@ 
a fair trade bill, ic will be hard to gef 
it past the Senate. Only a third of thé 
Senate members are up for re-election 
next fall, and it is much less suscepti¢ 
ble to the flood of letters and telegrams 


unleashed on the legislators 


PRICE INCREASES 


1937 — 


104% 





CLOTHING 
l 








1951 


(THIS PORTION 
OF INCREASE 


DUE TO 
EXCISE TAX) 








TOILET 
Goons 
i 


TOASTMASTER 
TOASTER 











— 
NON FAIR TRADED GOODS 








i 
FAIR TRADED GOODS 


WERK See peewee 








SAVES TIME-- TROUBLE AND MONEY 
Established 1915 
Is Sold by lLeoding Wholesolers 
Seerereeiet 





endorsement is 
your guarantee 
of satisfaction. 


Handsome nickel-plated X 
wire and black plastic X 
matches iron clips onto 

any edge of any type ironing 


never wears out 


co RDG U } D Eg with adjustable-position counter- 


weight gives complete automatic control of the iron cord. Cord flows 
through friction-free guide, stays well above the board, can't 
wander, snarl, catch on corners, or tangle with ruffled materials. 

Saves time, effort, accidents, and frazzled nerves. 


CORDGUIDE fits all cordsets whether attached to iron orseparate. 
Attractively packaged for dealer display. Enthusiastically re- 
ceived wherever shown to women who do electric ironing at 
home. Market potential is very big. 


For full information, see your Jiffy salesman. . . or write 
F) for new illustrated literature. 


yd A int 1144 WEST WASHINGTON BOULEVARD 
@ @ CHICAGO 7, ILLINOIS 
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No. 2035 
If you want a small, com 
pact switch that really 
stands up, get this all 
bakelite, Flush Toggle 
Switch with box screws 
mounted in ears. Single 
pole, brown or ivory. 
Easy to install. Wide ears 
are scored. 5A-250V— 
A T 


Pat 


No. 9101 
Perfect if you want 
a Flush Toggie 
Switch for extra 
rugged use. All 
bakelite — totally 
enclosed —top 
wired — has posi 
tive kick off. Brown 
or ivory. Also in 
three way.i0A 
125V—5SA-250V 


No. 109 
Ideal if you want a 
flush duplex, T-slot 
receptacle with 
plaster ears that is 
quickly installed 
Box screws 
mounted in ears 
All bakelite body 
in brown or ivory. 
10A-250V — 15A 
125V 


ae 


hese Circle F wiring devices meet 
all federal specifications, and all 
requirements of the REA and CSA 
They have earned approval of the 
Underwriters Laboratories. 


can soll if... 


Circle F means wiring devices manu 
factured from the best grade of 
materials—by skilled labor—and 


thoroughly tested and inspected. You 
know you're selling the best when 
you sell Circle F. 


No. 136 
You'll find this Duplex 
Flush Receptacle easier 
to install because box 
screws are mounted in 
ears—binding screws 
are backed out. Wide 
ears are scored. All 
bakelite—brown or ivory 
double contacts. 10A 

250V—15A-125V. 


CIRCLE F MFG. CO. 


TRENTON 4, NEW JERSEY 


Be sure to visit our Booth 140A at NAED Convention 
Atlantic City 
June 8-13 





G-E ballast No. 89G332 for 32-w Circline lamp. 


NEW : Ballast 89G322 for 22-w Circline lamp. JUST ONE G-E batiast (89G331) operates two 14, 15, or 20-w lamps, or two 22-w Circline lamps. 


‘More fixture designs possibl 


Now—make residential fixtures with all the above 





lamps and combinations — without using starters! 








For the first time you can make fixtures using all 
of the above lamps and lamp combinations—with- 
out using external starters—with General Electric’s 


expanded line of Trigger-Start Ballasts! 


EXPAND YOUR MARKET 


Your fluorescent fixtures will sell easier and faster 
because of the great customer appeal of G-E Trig- 
ger-Start Ballasts. They start lamps instantly with- 
out flickering, and they remove the bother of 
replacing worn-out starters. Moreover, these bal- 
lasts conserve lamp life because of their unique 


operation: electrodes are immediately pre-heated 


at the flick of the switch, then starting current drops 
to practically zero when the lamp goes on—almost 


faster than the eye can see! 
REDUCE STOCK PROBLEMS 


Note that only five different G-E Trigger-Start 
Ballasts are needed to operate all of the above 
lamps and combinations. And, of course, there’s no 
need to stock starters for trigger-start ballasts. 

For more information on G-E Trigger-Start 
Ballasts contact your local G-E Sales Office, or write 
Section 412-98, General Electric Co., Schenectady 
5, New York. 


GENERAL @@ ELECTRIC 





ONE G-E ballast (89G320) for 14, 15, or 20-w lamps. NEW: G-E ballast 89G333 for one 12-inch and one 82-inch, or two 12-inch Circline lamps 


with G-E Trigger-Start Ballast 
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BETTER BALLASTS to help you build your fluorescent trade are continually MORE BALLASTS AT LOWER COST are made possible by G-E standard 
being developed by G.E.—world’s largest producer of ballasts. Above, G-E ization and mass-production methods. Above are automatic punch presses for 
. engineers work out new ballast design. cutting core laminations in G-E Danville (Ill.) Plant 


a) el 2s ans ™ sa ' ~ 


~ 


roam | 
ee 


wT 


+ TT. 
TOP PERFORMANCE is the result of continuing study of fixture manufactur YOUR ASSURANCE of a good ballast every time you buy G-E 


ers’ problems and actual ballast operation testing apparatus on the production line 

















craps Valuable !,. Scraps precious ! 


It’s needed... badly ...to maintain vital steel production. 
Every plant has some—search out the iron and steel scrap in yours 


Among the most-needed industrial commodities, today, is junk. 

Yes—junk iron and steel, called scrap. 

One half of the ingredients in making new steel is old iron and 
steel—collected from the waste of metal-working and from obso- 
lete products made of steel. 

6,000,000 EXTRA TONS NEEDED 

Today, not enough scrap is being obtained from normal sources 
to meet the demand of increased steel production. 

We must get more scrap from other sources. One of these 
sources may very well be your place of business. 


HERE’S WHAT’S NEEDED 


For help in this emergency, search your place for scrap; spe- 
cifically: obsolete machinery and equipment . . . no-longer-used 
jigs and fixtures . . . worn-out or broken chain, wheels, pulleys, 
gears, pipe, etc. . . . abandoned metal structures. 

If it’s gathering rust or dust, it may be scrap—and more valu- 
able being remade into steel than cluttering up your premises. 

Write for booklet, ‘Top Management: Your Program for Emer- 
gency Scrap Recovery”, addressing The Advertising Council, 
25 West 45th Street, New York. 


NON-FERROUS SCRAP IS NEEDED, TOO! 


This advertisement is a contribution, 


in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


NEW YORK 18, N.Y 


330 WEST 42nd STREET 
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Sylvania Louvered Troffers and swivel spots 
provide general illumination plus accent 
lighting for dramatic merchandise displays. 


DRAMATIC CEILING LIGHTING... 
FOR BETTER SEEING... BETTER SELLING 


New versatile Sylvania Trof- 
fers make lighting a part of 
interior design. You can make 
lighting an integral part of ceiling 
design with the improved line of 
Sylvania Troffers. 

These shallow, versatile units 
may be recessed in practically any 
ceiling to form decorative lighting 
patterns. They give ample illumina- 
tion where required . . . without in- 
terrupting planned architectural 
simplicity. 

New flexibility 
You'll find Sylvania Troffers adapt- 
able to a great variety of modern 
needs. Available in two, four, six or 
eight-foot lengths . . . for single or 


Detail photo shows 45° 
x 45° louver shielded 
troffers in continuous 
row with swivel spot- 


light. 


continuous row installation. 
Equipped with choice of shieldings 
which include 45° x 45° louvers, 
translucent ribbed Albalite glass, 
Twinlite concentrator type lens, 
curved glass lens or light-weight 
plastic. Spotlights and corner boxes 
to match! 

Easy maintenance is another im- 
portant feature. Shielding frames 
are hinged for quick tube replace- 
ment ... close tightly with a spring 
latch. 

So, for new installations or re- 
modeling jobs, remember Sylvania 
Troffers. New folder gives full de- 
tails. Mail the coupon for your copy 
now. 


SYLVANIA 


Da FLUORESCENT TUBES, SIGN TUBING, WIRING DEVICES; LIGHT 
BULBS; RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PROD- 
ye: ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 
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Sylvania Troffers, with Albalite shielding, also pro- 
vide attractive “pattern” lighting for informal or non- 
working areas. 








AT YOUR NEAREST ELECTRICAL WHOLESALERS 
ACROSS THE NATION 
JIFFYLITE... 


ABolite introduced for industrial and commercial use the first Jiffy- 
lite .. . an all-purpose unit which fits into any standard socket and 
provides an abundance of light, directed where you want it... no 
fuss ...no bother. Of course, Jiffylite has the popular ‘**Whiter 
than White” lifetime porcelain enamel finish, 


PROTECTO-REFLECTOR ... 


During the past several years the manufacturers of ABolite Lighting 
have set the pace for *‘firsts”’ in the industry. The ABolite Protecto 
Reflector, using the General Electric R-52 lamp, was a pioneering 
step forward in the protection of hot lamps against water damage 
and dirt fogging and constantly improving reflectivity. 


FARM UTILITY OR BROODER LIGHT... 


The design and construction of this new *“*ABolite First’’, a versatile 
Farm Utility and Brooder Light, was widely accepted in rural areas, 
where a serviceable, all-purpose farm light can serve, not only in 
brooding houses but many other general uses on the farm, 





YARDLITE... 


The new ABolite Yardlite, complete with reflector mounting pipe, 
elbow and bracket, is ideal for outdoor installations and can quickly 
be adapted to indoor use with a simple mounting plate. Its applica- 
tion for areaways, garages, attics, driveways, and many industrial 
or commercial uses, offers maximum utility. 

GENERAL... perenne, 

WHITER *, 

: THAN 

*\, WHITE ’ 

bad - 


re he 


RLM STANDARD DOME SHALLOW DOME SYMMETRICAL ANGLE DUO-MOVE SYSTEM GLASS STEEL DIFFUSERS MERCURY VAPOR UNITS 


SOLD ONLY : 
THROUGH — OL 


ABolite manufactures a complete line of industrial, commercial, floodlighting, 
farm and home lighting equipment. ABolite is first with the finest in design 
and construction in the incandescent lighting field. 
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THE JONES METAL PRODUCTS CO., West Lafayette, O. 
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A COMPLETE LINE 
OF QUALITY ELECTRICAL 
WIRES AND CABLES 


oa 
Over sixty years of wire manufacturing experience, 


\ plus more than a century of research and manufac 
turing in rubber! That’s the plus value that goes into 


* 
o 
“ 
t the making of U. S. Electrical Wires and Cables 


2 
United States Rubber Company, the only Elec 
trical Wire and Cable producer to grow its own nat 
\ ural rubber, to make its own synthetic rubber and to 
manufacture its own plastics, makes a complete line 
of Electrical Wires and Cables for ever ymestic an 

industrial application of Electric Ligh 
“\ Communication. The outsta ce O 
U. S. Electrical Wires and Cables is made possible 
only by strict adherence in laboratory and factory to 


the standard of ‘“‘The best insulation for the best 





in wire”’ 


FREE: Send for your copy of complete General Catalog 


UNITED STATES RUBBER COMPANY 


Electrical Wire & Cable Department 
Rockefeller Center, New York 20, N. Y 


vos two FMT ae 


THAT ARE EASIER TO USE- 
SAVE MONEY TOO! 








Easier to use and neater in 
appearance, Briegel All-Steel 
Indenter Fittings not only make 
stronger connections but also 
make each job more profitable 
Contractors the world over 
recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better 
job. It is only natural that 
Briegel Fittings are the most 
widely used E.M.T. connectors 


and couplings 


METHOD 
aT nl 
CO. 


GALVA,*® ILLINOIS 


Cross Section 
Showing 
indentations. 








The M. B. Austin Co., Northbrook, Ill Clayton Mark & Co., Evanston, Ill Clifton Conduit Co., Jersey City, N.J 
General Electric Co., Bridgeport Conn; The Steelduct Co., Youngstown, Ohio; Enameled Metals, Pittsburgh, Penn 
Wagner Malleable Products Co., Decatur, Ill.; Kondu Mfg. Co. ltd, Preston, Ont 
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neral is 


TAKE STOCK OF OUR 
RESIDENCE PANELS, 
FOR INSTANCE... 


No General Residence Panel 
leaves our factory unless it is 
perfect — unless it meets the 
most rigid specifications of 
quality, safety and trouble-free 
performance. It is made to 

fill the greatest needs — to suit 
the most critical eye. Small 
wonder that a General Panel 
is preferred by all. This makes a 
jobber’s life a simple matter — 


and everybody's happy! 


Reasons why you can rely on 


“the switch is to General” 


neral 


Switch Corp. 


49 ROEBLING ST. - BROOKLYN 11, N. Y. 
SALES OFFICES IN EVERY MAJOR CITY 
WRITE FOR CAT. #5201 


neral panels 


e All copper parts are highest electrolytic grade 


e High dielectric insulating materials used 
throughout 


e Super-strong construction 

e Narrow construction — fits between all studs 
e More than ample wiring room 

e Plentiful and varied knockouts 


¢ All interiors jig-assembled for accurate 
alignment 


¢ Flush spring latch to open or close doors firmly 
¢ Designed to blend with all decors 


e All panels have flush mounting ears 


TAKE STOCK OF GENERAL—IT'S MORE DEPENDABLE! 


ENCLOSED SAFETY SWITCHES e SERVICE ENTRANCE-EQUIPMENT ¢ BRANCH CIRCUIT PANELS 


May, 1952—ELECTRICAL WHOLESALING 








@ Edwards Advertising reaches all 
Industry, as well as Schools, Hos- 
pitals, Architects and Contractors. 





bird’s eye view 
of the future 


new Lever Hox 

serve as a model for the 

ultimate in beauty and efficteney in an 

ding No pams were spared 
srmung iower of blue metal 
siding of Tomorrow 

olor schemes. screntificalty planned 

eye beautifully landscaped gardens 

» air Conditioning. sound control 


omatic math delivery contribute to making 





¢ finest office building in America 
st thrs ultra modern building. 
jwards Fire Alarm System 
the same, outstanding system (that safeguard 
life and property m mor sore schools hospitals 
nstitutions Tod ever. America 


needs swift) dependable tire protection. And you 
can be sure of it wah Edwards. For further 
1.4 


formation. write Dept 


Company. Inc.. Norwalk, Conn 


... make the 


Epwarps 


Time, Commanication 


most of it! 


For any Signaling Need 
aad Protection Systems for Schools, 
Hospitals, Industry or Business. 


Protection plus Bewuty ... the trim. wall 
hugging smorimers of the Edwards fire Alorm 
ho monies perfectly auth the modere design 


ond beavty of lever Mowe 











Compelling full-page ads like this, featuring important Edwards installations, 
reach your prime prospects the year round. This consistent program of advertising 
stimulates the sale of Edwards Systems. And because it builds prestige for the 
line, this advertising also makes it easier for you to sell Edwards staple products 


Under Edwards policy of distributor cooperation you profit from both types a 
Booth 9 


of business. It pays to promote the line that protects your profits—Edwards! 
N.A.E.D, 


DWARDS 


World’s Most Reliable Time, 
Communication and Protection Products 


Convention 
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Industrial 


RS | LIGHTING 


FIXTURES 


eos 3 Complete Lines 
meet every safety 
lighting need! 


DUST-TIGHT 


é * VAPORTIGHT 


—” - Ba 
EXPLOSION-PROOF Ua 
— BN | 

















EXPLOSION 
PROOF 


CLASS I, GROUPS C 2D 


For greater safety in hazardous 
locations wherever flammable ma- 
terials are made or used. A com- 
plete line is available in pendent, 


AS 


CLASS Il, GROUPS E, F&2G 
_ AND CLASS Ili 


For hazardous locations where 
flammable or explosive dusts are 
present. Streamlined design pre- 
vents dangerous accumulation of 
dust particles. Two exclusive de- 
sign features facilitate easy clean- 
ing and relamping. Standard 
pendent and junction box bases 
accommodate any style of fixture 


— globe — assembly interchange- 
ably in either 100 Wott or 200 


Watt sizes. 


WRITE FOR DATA SHEET No. 7151-81 


R&S also makes a complete line of marine fixtures and fittings 


RUSSELL & STOLL COMPANY, INC. * 125 BARCLAY STREET, NEW YORK 7, N.Y. 


RUSSELL & STOLL 


PRECISION-BUILT ELECTRICAL EQUIPMENT SINCE 1902 
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I-T-E Molded Case Cirevit Breakers 


Availuble in four frame sizes. 

Ratings from 10 te 600 
up to 600 volt: 
up to 250 volts 


mit 
a 











breakers (Urelites) 
Available in four sizes: 
KA, KB, KC, LG 
Ratings from 
15 to 6000 amperes 
continuous 
15,000 to 100,000 
amperes interrupting 
up to 600 volts a-c 
up to 250 volts d-c 


Today, more and more specifications 
demand modern, dependable circuit 
breakers for the important task of 
protecting vital lighting, power, and 
distribution circuits. From coast to 
coast, profit-wise independent dis- 
tributors are cashing in on this big 
demand by stocking the complete 


I-T-E line. 


Exclusive I-T-E Distributorship 
gives you exclusive advantages 


Line up with I-T-E and handle the nation’s 
leading line of circuit breakers. With I-T-E 
you can count on strong product prefer- 
ence backed by strong, steady promotion. 
You can offer a full line of top quality 
circuit breakers for every application— 
indoor and outdoor—from 10 to 6000 
amperes, up to 600 volts a-c, up to 250 
volts d-c. And you can offer virtually any 
type enclosure, auxiliary equipment, or 
trip device to fit the exact requirements 
of the job. 


mounted). Weatherproof 


Complete tine of I-T-E 
auxiliary and trip devices 








for 


I-T-E HELPS YOU SELL 


As an exclusive I-T-E distributor you 
can take full advantage of the world- 
famous I-T-E reputation and _trade- 
mark. It is backed by powerful, hard- 
selling national advertising in a score of 
trade publications making more than 
12 million sales contacts a year. 


For extra sales —extra profits, 
I-T-E gives you: 


e Authorized I-T-E Distributor sign 

e Attractive counter display (see illustration) 
e Complete sales training program 

e Extra sales and service help 

e Efficient local engineering assistance 
e Catalogs 

@ Technical bulletins 


Find out how an I-T-E Distributor- 
ship can mean new profits for you 








You too can take advantage of this big 
profit opportunity. Your local I-T-E 
representative will gladly show you how 
an exclusive I-T-E distributorship pays 
off. Just give him a call. Or, if you pre- 
fer, write for details to I-T-E Circuit 
Breaker Company, 19th and Ham- 
ilton Streets, Philadelphia 30, Pa. 





ENCLOSED LOW-VOLTAGE 


AIR CIRCUIT BREAKERS 


I-T-E CIRCUIT BREAKER COMPANY - 19th AND HAMILTON STREETS, PHILADELPHIA 30, PA. 
CANADIAN MFG. AND SALES: EASTERN POWER DEVICES, LTD., TORONTO - EXPORT SALES: PHILIPS EXPORT CORP, N.Y. 17, N.Y 





YOU GAN SAFELY . 


4 ) ; 
TELL YOUR CUSTOMERS ... e's yA 1 (pou Mure 


ON USING 


CHteel ity 


f be .. ws 4 ni 
| ELECTRICAL io [ES and CONDUIT FITTINGS 


' e 


you ean figure with il fuctor of safety 


Steel City Boxes and Fittings are not only designed to serve best the purpose 
for which they are intended, but careful inspection prevents any high-cost min 


utes of installation time being lost due to defects. / . 
. “nid you can figure 


with the same factor of safety when conduit hanging or supporting is involved, 
if you use... 


STEEL CITY-KINDORF DEVICES - 
:. ee Bd 


is 
is 
° 

< 





They are scientifically 
designed to work together 
in solving problems .. . 
FROM THE SIMPLEST 


TO THE MOST COMPLEX 


Ke sure to visit our booth (62 
at the N.A.E.D. Convention 


f : Wa 
= e) 
STEEL CITY \&..\s9 ELECTRIC CO. 
OUTLET BOXES AND COVERS SWITCH AND FLOOR BOXES 
JUNCTION BOXES, CONDUIT FITTINGS AND KINDORF DEVICES 


PITTSBURGH 33. PA 
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NOMA ELECTRIC CORPORATION 55 West 13th Street, New York, N.Y. 
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ROYAL 


ELECTRIC 


has earned 


the confidence 


of users everywhere 


by uniform 


DEPENDABILITY 











BUY IT 
for quality... 


SELL IT 
for profit / 


QyN 


” 


thru wholesalers 


ELECTRIC WIRES 

FUSES * WIRING DEVICES 

CORD SETS * TROUBLE-LITES 
CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., Inc. » PAWTUCKET, R. I. 
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HEAVY-DUTY 


ANCHORS 


... better because 


Field tests show greater holding power. 


Heavy duty construction « heavy gauge steel used 
throughout « deeply embossed and ribbed to with- 
stand heavy loads without buckling. 


Blades are correctly aligned with grain of steel to prevent 
tearing or breaking « gives a greater factor of safety. 


Easier to install because biades are shaped to glide 
smoothly into the earth. 


Also Standard P-L 4-Way and 2-Way 
Anchors ovailable in 8” diameter with 100, 
115 or 135 sq. inch expanded area. P-L An- 
chors do an excellent job and can be installed 
easier in all types of soil . outstanding per- j 
formance where rocks or other obstructions 
often couse failure of other types of anchors. | 


PiEPER-LILLARD, INCORPORATED 


122 NORTH KIRKWOOD RD. 
TELEPHONE 


ST. LOUIS 22, MISSOURI 
TERRYHILL 3-2525 
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Blades are deeply ® 
ribbed and flanged 

for extra strength and 
rigidity. Sharp edged 
blades are properly 
curved to glide smoothly 
and easily into solid, un- 
disturbed earth. 


10” diameter, 200 

sq. in. exponded 
crea. Compact and easy 
to install. Shipped com- 
pletely assembled in 
one piece. No loose 
parts to fall off 


4 Heavy Drive - Plate 
takes driving force 
of spreading tool. Blodes 
ore extra wide at center 
of anchor to prevent 
brecking or buckling. 


Base plote stamped 

from extra heavy 
boiler plate with sharp 
radivs flange and em- 
bossed center hole for 
extra strength. Nut re- 
tainer octs as washer giv- 
ing double thickness un- 
der nut. Will take 1" rod. 





guality 
wiring 


devices 


the complete line 
for 

industrial 
commercial 

and residential 
use 


Sen ~ cocccccccccccccccccccccccccccccccccec cece ccceessescessst cceee 


Recently added items to 


the LEVITON line, some of which 





are shown on this page, have 

met with wide response throughout 
we clocnton! eae New LEVITON Chicago Warehouse 

attest to the ever-growing 

popularity of LEVITON wiring 

devices. The New LEVITON 

Chicago warehouse now 

offers increased facilities for 

prompt delivery of 

high quality wiring devices. 


LEVit@ WM MANUFACTURING COMPANY 
main office: Brooklyn 22, New York © plants: Brooklyn N.Y., Hillsgrove, R.1., Pawtucket, R.1. | LEWETON | 


warehouses: Chicago and Los Angeles 


@ Visit the LEVITON BoothNo.71A at the Wholesalers Convention 
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ELECTRIC 
FEEDRAIL 


Partial view of 79 pole, multiple 
conductor Feedrail trolley busway 
system that distributes current tor 
ower and control of this 30-ft 
gianc mill. Except tor critical hand 
lever adjustments, all control ts 
through buttons and selector 
switches located in remote dual 
console stations. 








This huge thirty foor vertical boring 
and turning mill was built by the 
Niles Tool Works Div., Baldwin 
Lima-Hamilton for Allis-Chalmers 
Mfg. Co 


\ 
= Every day Feedrail is solving power and control problems. 


Giant thirty foot boring Moving trolley outlets in an enclosed track roll with 
mills are not built every day. When they are, precision electric tools which must follow work. Power machines 
control is essential. A 79 pole multiple conductor Feedrail move in and out of work centers quickly, and produce 
provides the “nerve system” for finger-tip control and more work in less time. Feedrail flexibility is engineered 
dependable, unfailing power supply for this massive into standardized units that assemble to give a “tailored to 
machine. fit” power supply system. Write for literature. 


Sold by leading electrical distributors. «6-C 


ELet 4 bolle 
cE IL RAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc. 





125 BARCLAY STREET - NEW YORK 7, N.Y. 
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VES, ALL OVER 


MILLIONS OF 


FROM ONE COAST TO THE OTHER, Federal 
Noark Stab-lok sales are nothing short of phe- 
nomenal...in only a year and a half they've soared 
into the millions. And now Stab-lok sales are set- 
ting new records every month. More and more 
wholesalers continually are featuring the Stab-lok 
line... cashing in on the most practical and popu- 
lar development of recent years. 

Stab-lok is the lowest priced circuit breaker 
whose dependability has been proved on millions 
of installations. It enables you to give customers 
the safest, most modern overload protection at 
lowest prices. It’s easy to install. Deliveries are 
usually more prompt than for other breakers. 

Climb on the bandwagon now... ask us about 
Stab-lok representation in your area. 

Federal Electric Products Company, 50 Paris St., 
Newark 5, N. J. 


Allied Electrical Company, 15830 Livernois, Detroit, Michigan. 


STAB-LOKS pass the same exacting Underwriters’ 
Laboratories electrical tests as the highest priced 
A.C. circuit breakers. And now mechanical com- 
parisons of the five most popular breakers give 
still further proof that Stab-lok gives you most 
for your money. 


© Stab-lok is a BIG, FULL-SIZE BREAKER! 


Stab-lok has FEWER and MORE RUGGED 
parts! 


Stab-lok uses metal where it counts 
CARRYING CURRENT! 


...@ whole combination of features that make 
Federal Noark Stab-lok the best breaker at any 
price. 
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THE COUNTRY... 


Stab-1 doks 


REGISTRATION APPLIED FOR 


' A 
| Sta) =| 0) 4 Par rest 608 Pet = r¥ 





7 
Electrical Distributors, 1311 Glendale Boulevard, Los Angeles, Calif. 


INDEPENDENT LABORATORY TESTS OF FIVE POPULAR CIRCUIT BREAKERS SHOW: 
| | | 





% Total % Total | % Total Weight 
% Weight of Weight of | of Current 
Brand . Total Case and Metal Carrying 
| Weight Handle Parts | Assemblies 


STAB-LOK 22 100.0 100.0 100.0 100.0 
Cc | 31 82.2 76.8 88.0 53.8 
| 24 83.8 80.4 833 | 487 
| 28 85.4 56.0 97.6 | 487 


82.2 768 | 880 








| 31 


During NAED Convention, week of June 9, visit our conference booth #41, Ambassador Hotel. 





Federal Noark products: Stab-lok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Indus- 
trial Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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BI-SEAL SELF-BONDING ELECTRICAL INSULATING TAPE 
SEAL - SPLICING TIME 
th CUTS Sano cost 


NO STICKY ADHESIVES... 
EASY TO APPLY IN 
CLOSE CLEARANCES 


NO RIGHT OR WRONG SIDE 
. .. BOTH SIDES USABLE 


NO TACKY SURFACES 
TO PICK UP DUST OR 
FOREIGN MATTER 


WILL NOT TANGLE OR 
STICK TOGETHER 


REQUIRES NO 
SPECIAL APPLICATION 
TECHNIQUES 


CAN BE STORED 
INDEFINITELY 


Here is the multi-purpose electrical insulating 
tape for wire or cable splicing . . . the tape that 
meets your strictest requirements for many un- 
usual as well as innumerable ordinary applica- CHECK THESE BI-SEAL FEATURES: 
tions. BI-SEAL offers you complete and lasting . 

protection against moisture, acids, alkalies, sun- © Self Bonding 

light, corrosion, fungus and ozone. These out- Moisture Resistant 

standing characteristics, plus Bi-Seal's excellent Outstanding for Low Temperature 
electrical properties, make it ideally suited for a Application and Performance 
broad range of applications in the Communica- ; : 
tions, Electronics, Public Utilities, Electrical Con- High Dielectric Strength 
tracting and Electrical Maintenance fields. Superior Aging Properties 








Conforms to Irregular Shapes 


WRITE TODAY for free illustrated Corrosion and Chemical Resistant 
booklet, ‘‘Insulating Wire and Performs Efficiently on Any 
Cable Splices with Bi-Seal Self- Insulation 

Bonding Electrical Insulating Tape.” 


MANUFACTURING CORPORATION 
10 CANFIELD ROAD @ CEDAR GROVE, N. J. 
“Manufacturers of Electrical Insulation Since 1847" 
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WIRING DEVICES 
ENCLOSED SWITCHES 


1952—ELECTRICAL WHOLESALING 


ARROW POLARIZED 
msctnc tion DEVICES 


No. 7119 


A COMPLETE LINE in 
2-3-4 WIRE 10-50 AMPS 250 VOLTS 


Safety is more than a word. It’s a responsibility on our part — and 
your part — to effectively meet the varied individual requirements for 
polarized devices. For us, it means the continual development of 
a more complete line of polarized devices engineered for SAFETY — 
first, last and always. For you, it means the selling of high 
quality, dependable wiring devices, and of offering a broader 

line to meet diverse needs. Our line of polarized devices meets 

these exacting standards. It is complete in every detail to assure your 
customers of maximum safety and protection. Built to meet all 
industrial applications, these units offer lasting, easy-maintenance 
service. 


Take advantage of the opportunity for steady, high turn-over with 
a reputable, safety-featured line. Write today for our wiring 
device catalog. It places a complete line of polarized devices 
at your finger tips. 


Just write to: 1605 Laurel Street, Hartford 6, Conn. 
Branches in: BOSTON, CHICAGO, DALLAS, DENVER, DETROIT, LOS ANGELES, 
NEW YORK, PHILADELPHIA, SAN FRANCISCO, SYRACUSE. In Canada: 
ARROW-HART & HEGEMAN (CANADA) LID., MT. DENNIS, TORONTO 


= ARROW ELECTRIC DIVISION 
OW-HART & HEGEMAN ELECTRIC CO. 


ELECTRIC DIVISION aa TFORD 6, CONNECTICUT 








DRY TYPE 


A manufacturer bought 3 — 100 KVA, 2400 primary 
240 volt secondary Acme Electric dry type trans- 
formers to provide power circuits for machines in 
a new building. Later, adjustable arm fluorescent 
fixtures were installed on six machines to provide 
adequate light for operator's inspection. Acme 
Electric 150 watt step down transformers were 
installed at each machine to provide 120 volt current 
for lighting. In the cutting room, located in another 
building, the fluorescent fixtures were giving occa- 
sional trouble. Maintenance engineer ordered 12 — 
100 watt 4 lamp Acme Electric fluorescent ballasts 
to replace defective ballasts. An underground tank 
located in factory yard required agitating of liquid 
before ‘‘draw off'’ of small supply. In cold 
weather with congealed liquid and low voltage 

at the motor, proper agitation was impossible 

until an Acme Electric manual voltage regulator 

was installed at the motor. Eight specially 
designed electronic safety limited devices 
equired Acme Electric control transformers to 
provide the low voltage circuits needed. Step 

by step, the Acme Electric distributors salesman 

had one sale lead to another. Repeat and 
continuing sales are profitable business that 

you can obtain with the Acme Electric complete 

line a transformers, 





STEP DOWN 
“ TRANSFORMERS 


FLUORESCENT 
LAMP BALLASTS 


é 
VOLTAGE REGULATING 
TRANSFORMERS 


, ACME ELECTRIC CORPORATION 
675 WATER ST. CUBA, N.Y. 


CONTROL 


A N S24: 2 ee. A 
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COLUMBIA 


ELECTRICAL PRODUCTS 


All COLUMBIA electrical products are Serving the Electrical Wholesaler 
Approved by Underwriters’ Laboratories Since 1912 


S 


Columbia Cable & Electric Corporation 


255 Chestnut Street Brooklyn 8, N. Y. 








Sales Representatives in Following Cities: 


Atlanta, Ga. Detroit, Mich. Minneapolis, Minn. Portland, Ore. Spokane, Wash. 
Boston, Mass. Glassport, Pa. New York, N. Y. San Antonio, Tex. St. Lovis, Mo. 
Chicago, Ill. Los Angeles, Calif. Philadelphia, Pa. Seattle, Wash. Utica, N. Y. 
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Ss 


INCH-MARKING .. . an exclusive 
ELECTRUNITE soles feature contractors 
like. Easier to fabricate and install . . . 


Sell 


these ELECTRUNITE exclusives... | 


to keep customers coming back 


And push these 
ELECTRUNITE 
advantages, too... 


@ Steel that becomes Republic ELEc- 
TRUNITE E.M.T. is quality-controlled 
by Republic from ore to blast fur- 
nace, from mill to finished raceway. 


You're selling the original £.M.T. 
when you handle Republic ELec- 
TRUNITE E.M.T. . originated over 
20 years ago by Republic... con- 
stantly improved by Republic field 


and laboratory research. 


The electric-resistance-weld process 
used in making ELECTRUNITE E.M.T. 
is the same as used in making 
ELECTRUNITE Tubes for high-pres- 
sure, high-temperature boilers. 


You're a leader when you're an 
ELECTRUNITE distributor. 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
224 EAST 131st STREET + CLEVELAND 8, OHIO 
BOOTH 107, NAED 
Atlantic City 


BENDING INSTRUCTIONS . . . for your 
customers’ convenience .. . an ELECTRU- 


NITE extra, 


. 


METAL TUBE PLASTIC ARMOR 


A new item to sell . . 
for your salesmen . . . longer-lasting 
ELECTRUNITE “Dekoron-Coated” E.M.T. 
for severe-corrosion locations . . . an 
ELECTRUNITE exclusive. 


- @ door-opener 








INSIDE KNURLING . . . another ELECTRU- 
NITE exclusive. By actual tests makes wire- 
pulling easier. 








ACCEPTANCE .. . first in preference 
by brand-name in u_ iased surveys... 
an ELECTRUNITE feature. 





Be sure you use a 


Reprints of our S-page Sweet's 
Catalog section for your 
distribution 


ll these Electrunite helps 





Envelope stuffers for 
ELECTRUNITE Distrib- 
utor promotional 
mailings 


Reprints of | 
ELECTRUNITE 

€.M.7. adver- 

tisements to contrac- 

tors, architects and specifiers. 
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ACCURATE 
FRICTION TAPES 


Quality made of hig 
grade rubber and finest 
base. Affords moximu 
chanical protect 


BLUEPRINT FOR KNOW-HOW! 


ACCURATE 
RUBBER TAPES 


Offers high elasticity 

lent cohes 

strength 

qualities; made in both Stand 
ord and A.S.T.M.-A.A.R 


ACCURATE 


TAPE TIPS: PLASTIC TAPE 
FOR WHOLESALERS 


Sell more rubber tape by pointing out 
Accurate’s ability to cohere perfectly with- 
out heat or extra pressure. Remember more 


+ he JF 
“aby tape sales mean more store traffic — greater 
if profits from all your electrical lines! 
iis 


4 


| NCCU, : Lo BUY IN TAPE 


TAPE SPECIALIZATION 


MGRE THAN A QUARTER CENTURY O 
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Pick one of these and 


AMERCLAD ... for abusive service 


Yeu can do just about anything to Amerclad Cables. They can 
be soaked in acid mine water, dragged over rock, reeled in and 
out, exposed to sunshine. Amerclad is made in sizes to fit any- 
thing from portable appliances to 45 cu. yd. power shovels. 


AMPYROL... for replacement wiring 


You can practically double the capacity of existing raceways 
when you rewire with Ampyrol. Six #12 Ampyrol wires can 
replace four #14 Type R wires. In addition, Ampyrol is easy 
to pull because it has a smooth, lubricated surface. For easy 
the 


identification, the brilliant colors run clear through 


insulation 


AMERBESTOS ... for the hot spots 


When it’s too hot for anything else, use Amerbestos. Our 
special “‘felted’’ construction enables the fibres to stay put 
even when the conductor is sharply bent. There’s a full 
range of sizes to fit electric stoves or electric furnaces. 


PS SHIELDING ... for sofety 


PS Shielding is a conducting rubber tape or compound, 
the original development of American Steel & Wire. It’s 
available on all our high voltage cables to supplement or 
metallic shielding. Unlike metallic 
so tight that no gz 


sometimes replace 
shielding, PS Shielding cli 
form to cause corona discharge within the jacket. 


8 can 
It’s 


easy to splice and is not bulky. 
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you can t go wrong 


VARNISHED CAMBRIC PAPER ... for high voltages 


: for heavy loads Paper insulated, oil ampuaguntnd and lead sheathed cable 
are rigorously checked with a high voltage time test, dielectrie 


power loss test and power factor test. These cables are first 
choice for high voltage, trouble-free service. 


Varnished cambric cables have an unexcelled combination 
of high dielectric strength, chemical stability (against oil 
and ozone) and long life at high temperatures. Also avail- 
able in the form of AVC for extra heat resistance. 


Choose from hundreds of types and sizes of 


American Electrical Wire & Cable 


We'll be pleased to give you more information on any of these 

quality wires and cables. Or, if you have a special 

problem, we'll be glad to give you a complete engineering 

analysis and discuss the many types of special purpose 

wires and cables not mentioned here. Just get in touch with 

your nearest American Steel & Wire office or write: American a | 
Steel & Wire Division, United States Steel Company, Rockefeller ELECTRICAL WIRE 
Building, Cleveland 13, Ohio. AND CABLE 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 
IN THE WEST—COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + IN THE SOUTH—TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S-S AMERICAN ELECTRICAL WIRE & CABLE 
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Specified wherever 
quiet, efficient 
‘operation 


Avance is demanded 
TRANSFORMER 
co. Ale BE ath uy CABLE ADDRESS: 
1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 
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TOOLS FOR CRAFTSMEN 


* GREENLEE HYDRAULIC CONDUIT BENDER 


Conduit installations go far faster neat, tailor-made jobs 
result every time with a Grenier Bender. Many owners report 
labor savings from 50°; to 90°; and the cost of many manu- 
factured bends and fittings is eliminated. For, with the Greener 
one man in but minutes makes smooth, accurate bends in pipe 


up to §”, rigid and thin-wall conduit, tubing and bus bars. Compact 
and portable, the Greener Hydraulic Bender can be easily and 
quickly moved for on-the-job bending exactly where and when wanted! 


Users say it often pays for itself on the very first job. Get facts today 


SHAND BENDERS FOR TUBING * KNOCKOUT PUNCHES AND CUTTERS “EENLEE KNOCKOUT PUNCH DRIVER 
For quickly making small-radius bends, up to 180°, Here's the quick, easy way to make knockout en- This powerful portab ydra tool drives 
without flattening or kinks, Saves up to 75% io largements for 44" to 4” conduit. Simply insert GREENLEE K kout hest gh 10-gauge 
time aod materials on many jobs. Various models GREENLEE Knockout Punch in knockout or small meta a jiffy. Drives al! siz é GREENLEE 
aad sizes to fit your work. drilled bole, chen curn with an ordinary wreach punches to make ope . “co 4 conduit 


Hydraulic Pipe Pushers * Cable Pullers * Joist Borers * Electricians’ Auger Bits * Bell Hangers’ Dri ° 
Bit Extensions ¢ Expansive Bits * Spiral Srew Drivers * Automatic Push Drills * and many mor Get complete 
sales facts, catalog pages, prices now. Write Greenlee Tool Co., 1845 Columbia Avenue, Rockford, Lllinois. 
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Making your lighting sales 


easier 


Through advertising, these manufacturers of 
lighting equipment talk regularly to your best 
customers and prospects . . . stress the values and 
advantages of specifying quality lighting prod- 
ucts . .. pre-condition them for your carefully 


prepared sales story. 


This investment in advertising pays off for 
you. By building strong preference for the qual- 
ity brands you handle, it whittles down price 
consciousness . . . develops confidence for your 
recommendations... makes your selling easier 


and more profitable. 


These manufacturers advertise their products 
in ELECTRICAL CONSTRUCTION AND MAINTENANCE 
for two reasons. It carries more lighting adver- 
tising than any other publication. But most im- 
portant, it is preferred, paid for and read by 
more worthwhile buyers of lighting equipment 


than any other magazine in the field. 


ELECTRICAL 
CONSTRUCTION 


Lighting Equipment Advertising 
In The April Issue of 
ELECTRICAL CONSTRUCTION & MAINTENANCE 


Appleton Electric Co. 

Austin Co., The M, B. 

Benjamin Electric Mfg. Co. 
Bryant Electric Co. 

Certified Ballast Manufacturers 
Certified Fivorescent Starter Mfgrs. 
Corning Glass Works 
Crouse-Hinds Co. 

Curtis Lighting, Inc. 

Day-Brite Lighting, Inc. 
Garden City Plating & Mfg. Co. 
General Electric Co. 

Gibson Mfg. Co. 

Gill Glass & Fixture Co. 

Guth Co., The Edwin F. 
Holophane Co., Inc. 

Industrial Electronics Corp. 
Jackson Electrical Co. 

Jones Metal Products Co. 
Leader Electric Co. 

Litecontrol Corp. 

Metalcraft Products Co., Inc. 


Mitchell Mfg. Co. 

Modern Light & Equipment Co. 
Multi Electric Mfg., Inc. 
Pittsburgh Reflector Co. 
Pyle-National Co. 

Radiant Lamp Corp. 

Revere Electric Mfg. Co. 

RLM Standards Institute, Inc. 
Ruby-Philite Corp. 

Russell & Stoll Co., Inc. 
Silvray Lighting, Inc. 
Smithcraft Lighting Division 
Spero Electric Corp. 

Steber Mfg. Co. 

Stonco Electric Products Co. 
Superior Electric Co. 
Sylvania Electric Products, Inc. 
Thompson Electric Co. 
Wakefield Brass Co., The F. W. 
Westinghouse Electric Corp. 
Wheeler Reflector Co. 


A McGraw-Hill Publication 


A N D M Al NTE N A N CE ® 330 West 42nd St., New York 36, N.Y. 
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TO MONUMENTAL JOBS — 


YOU CAN DEPEND ON TRIANGLE 


’ ats : 
Jerome Fischbach, Vice-President of BSS Mls} , 
Fischbach and Moore, Electrical oy 
Contractors, says:"*You can depend 
on Triangle. Things would have been 


tough without them.” 


Whether you sell a few feet of cable or a carload—you 
can depend on Triangle. You can depend on Triangle from 
two very important angles—quality and service. 

Take the monumental job pictured. It's the new Reynolds 
Metals Company plant being erected in Corpus Christi, 
Texas, for the manufacture of aluminum Pigs and Ingots. Its 
completion in a hurry is important to our defense program. 
The Electrical Contractor, Fischbach and Moore Inc., New 
York, had 1000 men working on the project at its peak! Over 
1% million feet of wire and 420 tons of conduit were used! 
Of those amounts, Triangle furnished over 60%. 

ON SCHEDULE—that's what counted on this impor- 
tant job! Jerome Fischbach, Vice-President of Fischbach 
and Moore has this to say about Triangle's dependability. 
"Triangle came through on schedule right down the line. 
Believe me, things would have been tough without them 
and that goes for all the other jobs they've helped us on." 


TRIANGLE The Trade-mark 


of Top Quality 


IT MUST BE RIGHT! © 


TRIANGLE CONDUIT & CABLE COMPANY, INC. 


New Brunswick, New Jersey 
“Glazon” Building Wire * ‘‘Glazon” Non-Metallic Sheathed Cables * Control Wires 
© Armored Cable * Service Entrance, Service Drop * Varnished Cambric, Braided or 
Leaded * Trioprene Trench, Power and Parkway Cables * Bare Wire * Rigid Conduit 
Hot-Dipped Galvanized and Black Enameled * Electric Metallic Thin Wall Conduit « 
Flexible Stee! Conduit. 
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e Reynolds Metals Co. new plant, Corpus Christi, con 
sists of three Powe es, four Reduction Pot Buildings 


numerous auxiliaries. Pictured is one of the Power Houses 
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Conduit wherever you look 420 to of it! This picture shows 
the conduit thot will carry the « stor leads from the AC 
Power House. Triangle delivere on schedule 
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»” TOMIC THINWALL 
CONNECTORS and 

COUPLINGS... ; 


Save! 





_ ae 
suaPle — slips 
Quick - install 
55 convement -¢ 


in from outside. 

ed in 10 seconds. 

or securing contacts. 
not shake loose. 


PRICED 
RIGHT— 
You Can 





TOMIC THINWALL 
CONNECTORS 
@ No. 10-4" 
@ No. 11-%” 


@ No. 12 1° 
~ 


ih 


TOMIC THINWALL 
COUPLINGS 
@ No. 310 A" 
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CURTIS 6000 INDUSTRIAL SERIES 


The New Curtis “Six Thousand” series is designed for Eye-Comfort® in 
industrial locations. The Luminaires illuminate the ceiling with an indirect 
component of 25% of the light output. Crosswise shielding of 35° is pro- 
vided for the 75% direct component. The lighting units in this versatile 
line are available with Alzak Aluminum,  cusis “teng Mengers*’ focilitote 
Porcelain Enamel, or baked white “Flura- end cet installation cow os they 


wn of 
cite” enamel removable side reflectors. Low Benger end permit by-passing of 
cost efficient maintenance is provided by os beams. sprinkler heods, etc. 
having side panels readily removable for 
cleaning. In addition there are no horizontal 
diffusing or reflecting surfaces to collect 
dust. There is a unit in this versatile line to 
accommodate all 4’, 5’ and 8’ fluorescent 
lamps. The Curtis “Six-Thousand” series 
brings Appropriate Brightness Control 


Bipseats Lighting to industrial areas. 


LIGHTING, INC. 
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FLEXIBILITY A modern CONDULET installation pro- 

owth and changing conditions. DULETS with 

je hub plates can be use to make it easy tO change 
1 add new ones. 
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On YOUR next electrical layout, plan to get all the 
benefits of sturdy cast Feraloy CONDULET 
conduit - - - the yniversal wiring method. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


OFFICES Albuquerque Birmingham — Boston ~ Buifalo— Ch” go-Cincinnat _Cleveland 
—Denver = Detroit — Housto! —Indsanapolis _Kansos CitY~ Los Angeles— Milwoukee 
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PzS WIRING DEVICES 


STANDARDIZE on 
The Easy-to-Wire P&S. POLARIZED 


EXPERIENCED 
ENGINEERING 


PRECISION 
MANUFACTURING 


CONSTANT 
TESTING 


ELECTRICAL WHOLESALER 
DISTRIBUTION 


To be sure 
ORDER BY P&S 
loy-We-Veeleme, Ler i-1 4.4 


Write for 
a Catalog 


--- IN LONG LIFE 


Sturdy Ye” dia. rivets, heavily 
spun over for perfect assembly. 
Long No. 8 binding screws—ample 
for No. 10 wire. 

Long life contacts — spring at base 
far removed from arcing point. 
Zinc plated steel back plate 
extra heavy and strong. 

Black bakelite bodies, extra strong 
minimum wall thickness /s”. 
Very thick laminated bakelite back 
cover—eliminates leakage, insures 

safety. 

Rugged terminals fastened with 
No. 6 screws, riveted to insure 
rigidity. “Ear” formed on corner 
forces wire around binding screw. 
Plaster ears — required by Gov- 
ernment Specifications—scored for 
quick removal when not needed. 


MATERIALS 


Safe .. . Rugged 
Stronger Bodies 
Heavier Metal Parts 

10 and 20 Amperes 
2,3 and 4 Wire 

Built for the Tough Jobs 


TOP WIRING MAKES 
INSTALLATION EASIER 


See what P & S Design means to you IN WIRING EASE... 


Steel armored caps have similarly rugged construc- 
tion. Locations where Polarized Devices are installed 
demand the utmost in safety and dependable opera 
tion. P&S Polarized Outlets and Caps are the answer 


Approved by Underwriters’ Laboratories 
Meet Federal Specification W-R-15la 


Write Dept. W for complete catalog 


PASS & SEYMOUR, INC. 


SOLVAY STATION ° 


SYRACUSE 9, NEW YORK 


THE BEST COSTS LESS in the long run 
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THE NAME YOU CAN The result of many years of leadership 


in the manufacture of top quality electrical 


DEPEND ON products, ETTCO is the overwhelming choice 


of electrical men everywhere 


. Skillfully designed and carefully manu- 
factured under the most exacting standards 
or of quality and performance, ETTCO products 


provide maximum economy and freedom 
from trouble. 


WORKMANSHIP 


AND 


PERFORMANCE 


ad 


BUSHED ARMORED CABLE 
FLEXIBLE STEEL CONDUIT 
NON-METALLIC SHEATHED CABLE 
NON-METALLIC FLEXIBLE CONDUIT 
See Ettco at the SERVICE ENTRANCE CABLE 


NAED Convention 


Sold Through Electrical Wholesalers Only 
Booth 185 


Representatives in all principal cities 


EASTERN TUBE AND TOOL CO. INC. 
75 Onderdonk Avenue, Brooklyn 37, New York 
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perfect picture of profit 


U.S. Security Rubber Tape U.S. Security sells quickly and easily, pulls in solid profits 
is unbeatable for perfect 
splicing when used with 
U.S. Security Friction Tape. grip, has high-diclectric strength and will not ravel. Its high- 


because it has stronger selling points. Security has a strong 


tensile, straight-tearing fabric is free from dangerous pin- 
QUALITY PRODUCTS OF ; 
holes. Dealers and contractors everywhere prefer Security 
for electrical and general-purpose jobs. Have you enough 


Security in stock? 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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The Electrical Wholesaling Industry's 
BASIC DIMENSIONS 





THE NATIONAL PICTURE 


THE REGIONAL PICTURE 


Highlights of the regional picture 


THE STATE PICTURE 


Highlights of the state picture 





Electrical distributors: strategically spotted from coast to coast 
Basic dimensions of the average electrical wholesaling firm 


Basic dimensions of electrical wholesale distributors by regions 


Basic dimensions of electrical wholesale distributors by states 








About This Study 


Probably the most comprehensive statistical analysis ever 
presented by ELECTRICAL WHOLESALING, this study at 
tempts to do two things 

e Set down the measurements of electrical wholesaling 
firms nationally, regionally, and by states 

e Define in percentages the product emphasis and the 
use of product sales specialists within these firms on 
the basis of the three geographic breakdowns. 

The conclusions of this study are not drawn from 
random sampling. Nor are they the result of a poll of 
certain key wholesalers. Rather, they encompass the en 
tire electrical distributing industry 

For the purpose of the analysis, however, two groups 
of wholesaling firms did not figure in the statistics con 
cerning number of salesmen, square feet of floor space, 
and date of establishment. They are 

e Those large distributing concerns whose business is 
only partially electrical (hardware wholesalers who op- 
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erate electrical departments, for example They were 
eliminated from the salesmen calculations because it was 
not known exactly how many on their sales forces—in 
variably large—were full-time electrical salesmen or how 
much of a general salesman’s time is spent selling elec 
trical goods. This same reasoning applies to their not 
being considered in the floor space calculations. These 
firms were eliminated from the date of establishment 
category because, with tew exceptions, they were founded 
before the advent of the electrical age 

e The three national electrical wholesaling chains 
Graybar Electric Co., General Electric Supply Corp. and 
Westinghouse Electric Supply Co 

The national chain organizations and the combination 
distributors, however, were included in the rest of the 
statistical presentations, the latter because here there was 
no chance for the intrusion of the non-electrical phases 
of their operations 





ELECTRICAL WHOLESALE DISTRIBUTORS 


Strategically Spotted 

















Salt Lake 
City 























¥ Albuquerque 


eeee 


Phoenix 








Their locations are such that they can serve 
every marketing area in the nation. (This 
map is based on the “1952-53 Directory of 
Verified Electrical Wholesale Distributors.”) 
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Basic Dimensions of the Average 


Electrical Wholesaling Firm 


The size of independent electrical distributing firms varies 


greatly. No one company is a carbon copy of another. But cer- 


tain basic measurements are now known—for instance, the fact 


that the average firm's sales force consists of 8.6 salesmen 


F 5.5 billion one-dollar bills were 

placed end to end at the equator, 

they would circle the world a little 
over two times—not a particularly sig- 
measurement but one that 
1951 sales volume of 
the electrical wholesaling industry. 


nificant 
dramatizes the 


Of far greater significance are some 
other measurements: the basic dimen- 
sions of the firms largely responsible 
for last dollar volume 


These are in terms of number of sales- 


year’s record 
men, square feet of floor space, value 
of stock regularly carried, etc. An ex- 
haustive study by ELECTRICAL WHOLE 
SALING reveals that the average inde- 
pendent electrical wholesaling firm 
measures up as follows 
e Travels 5.6 salesmen—}3 of whom 
are Classified as country salesmen, 2.6 
salesmen 
© Staffs its 


as city 


sales counter with 3 
men 

e Regularly carries stocks valued at 
from $100,000 to $250,000 

e@ Operates out of 24,441 square 
feet of floor space 

Compared to the figures this publi 
cation reported in 1937, these dimen- 
sions portray a picture of growth. At 
that time the “typical” electrical whole- 
saler traveled 5 salesmen, had $75,000 
invested in his inventory and occupied 
15,000 square feet of floor space 

e Depression-proof?—The 
age electrical distributing concern was 
1925—a fact that 


aver- 
established in cer- 
tainly speaks for the economic stabil 
ity of the industry. Twenty-seven years 
of continual operation, through the 
greatest depression and greatest war of 
all times, is an average that spells a 
strong ability to survive and prosper. 

Another part of the study deals with 
the degree that independent electrical 


134 


wholesalers handle various product 
groups. A nationwide analysis shows 

e 95.0 per cent of them sell indus- 
trial lighting fixtures 

e 93.3 per cent carry and merchan- 
dise commercial lighting fixtures. 

e 86.1 per cent stock and sell mo- 
tors and control apparatus 

e 82.2 per cent handle residential 
lighting fixtures. 

e 67.9 per cent sell electric house- 
wares 

e 42.3 per cent carry major appli- 
ances 

e 47.0 per cent do business in elec- 
tronic products. 

e 36.0 per cent stock and sell tele- 
vision sets 

The emphasis, quite naturally, is 
heavily on apparatus and supplies. The 
fact percentages 
reach the 100-mark is explained by the 
demands of the individual wholesaler’s 
local market 

As the country has expanded in 


terms of economic development and 


that none of these 


terri 
tories have correspondingly narrowed 
Wholesalers are finding that smaller 


areas, properly cultivated, can produce 


population, distributors’ sales 


bigger profits than far-flung territories 

Consequently, if a distributor's trad- 
ing area becomes industrial in nature 
he is likely to emphasize the sale of in- 
dustrial electrical goods, although con- 
tinuing to handle residential type prod- 
Wholesalers outlying 
areas that suddenly develop into home 


ucts serving 
building hot spots automatically put 
their major sales emphasis on residen 
tial lines. 

e Sales Specialists—The fact that 
there is a trend toward the use of prod- 
uct sales specialists shows up in an- 
other set of statistics. 


Here are the findings: 31.8 per cent 
of the independent concerns in the 
country handle their electrical supplies 
sales through product sales specialists; 
27.3 per cent utilize lighting and 
lamps specialists; 23.7 per cent utilize 
appliance specialists; 7.5 per cent 
utilize television specialists; and 4.6 
per cent make use of electronic pro- 
ducts specialists 

Although these percentages point to 
a trend that is well on its way, they 
also show that the average independ- 
ent electrical distributing firm is not 
yet organized on a product specialist 
basis. The average salesman is required 
to sell the whole broad range of goods 
that passes through his company. And 
he must have a specialized knowledge 
of the features, applications, etc., of all 
those products. 

An analysis of values of stock car- 
ried turned up some interesting fig- 
ures, ones that reveal the national in- 
ventory investment picture for inde- 
pendent distributors. The breakdown 
runs as follows 

e 148 per cent of the wholesalers 
regularly carry stocks valued at over 
$500,000 

e 16.1 them maintain 
$250,000 


per cent of 


inventories between and 
$500,000. 

e 31.7 per cent have stocks worth 
from $100,000 to $250,000 

e 25.1 per cent carry stocks valued 
at between $50,000 and $100,000. 

e 83 maintain $30,000- 


$50,000 inventories 


per cent 


e 3.7 per cent have stocks valued 
at from $20,000 to $30,000 

e 1.6 per cent carry stocks with a 
dollar value of $10,000-$20,000 

e 0.1 per cent maintain inventories 


valued at under $10,000 
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The Basic Dimensions of Electrical 


Average Number 
Of Salesmen 





Percentage of Firms 
REGION Average a 
Floor 
Space 


(sq. ft.) 





Average 


Year Residential 
Established 


Fixtures 


Commercial 
Lighting 


Industrial 


Country Counter Lighting 





New England 1923 17,194 9 3.7 93.8% 91.0% 84.8% 


Middle Atlantic 1924 19,893 2.7 3.0 95.1 94.0 81.1 


East North Central 1924 27,264 2.9 3.0 97.0 


West North Central 1926 27,188 3.6 a 92.9 


South Atlantic 1928 28,092 3.7 2.9 95.2 


East South Central 1920 28,702 3.9 3.5 89.6 


West South Central 1928 26,582 3.5 2.5 


Mountain 1921 1.9 3.1 


21,586 


Pacific 1929 25,292 3.8 2.8 





United States 1925 24,441 3.0 3.0 





























Highlights of the Regional Picture 


Six regions top national averages in handling of industrial light- 


ing and electric housewares, five in residential fixtures and only 


three in commercial lighting. Three regions are consistently 


below average in every one of the sales specialist categories 


NEW ENGLAND 


\ / 
a | J 
States comprising New England region: 
New Hampshire 
Massachusetts 
Connecticut 


Maine 
Vermont 


Rhode Island 
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For a region whose average square 
footage of floor space (17,194) is ata 
premium, New England has the largest 
percentage of firms carrying over 
$500,000 worth of stock and is among 
the lowest carrying $10,000 and under. 
The low numer of country salesmen 
reflects the highly industrialized nature 
of the region. This is accentuated by 
the fact that the region has the highest 
per 


firm) and a sizeable roster of city 


number of counter salesmen (3.7 


salesmen (1.9). The area tops the 
nation in handling electronic products 
with 45.5%, and is only beaten out 
by the Pacific region in the percentage 
of concerns devoting sales specialists 
to this category. In fact, its percentage 
of specialization in the major product 
groupings is among the top three. It 
is second highest in stocking television 
and electric housewares and holds its 
own in handling industrial, commercial 
lighting. 
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Wholesale Distributors by REGIONS 





Handling These Product Groups 


Percentage of Firms Handling These Product 
Groups through Product Sales Specialists 





Motors and 
Controls 


Electric 
Housewares 


Electronic 
Products 


Television 


Major 
Appliances 


Electrical 
Supplies 


Lamps and 
Lighting 


Appliances 


Electronic 
Products 


Television 





84.1% 


79.7 


73.1% 


45.5% 


31.0 


40.7% 


33.4 


50.3% 


31.8 


26.2% 


26.2% 


24.1% 


26.0 


6.2% 
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10.3% 


Be 


36.2 


45.5 


3.3 9.0 


5.8 6.5 
6.5 
\ 
3.8 
6.3 


8.6 
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MIDDLE ATLANTIC 


Y 
\ 


States comprising Middle Atlantic region: 
New York New Jersey 


Pennsylvania 


EAST NORTH CENTRAL 


States 
region: 
Ohio 


Ilinois 


comprising East North Central 
Indiana 
Michigan 


Wisconsin 
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The Middle Atlantic region has its 
share of up-and-down trends. Its stock- 
ing of industrial and commercial 
lighting and residential fixtures dove- 
tails with national levels, but falls off 
somewhat in percentages of firms car- 
rying motors and controls, electric 
housewares, electronic products and 
television. In all these categories, the 
region is either lowest or very near 
bottom. As for sales specializaton 
of the various product groups, it seems 


The East North Central region, in most 
categories, is keeping pace with the 
rest of the country and in some cases 
leads the pack. The region handles the 
highest percentage of industrial and 
commercial lighting. It climbs upward 
as much as three to eight percentage 
points in handling motors and controls 
and electric housewares above nation- 
al averages of 86.1 and 67.9%, re- 
spectively. It is third highest in amount 
of floor space, and the value of its 
stock closely jibes with average totals 


to be making considerable headway. 
The region is highest in electrical sup- 
plies, lamps and lighting departments, 
and second highest in appliance de- 
partments. It is lowest in 
amount of floor space, has the lowest 
percentage of firms carrying 
$500,000 worth of stock. It doesn’t 
list any firms carrying stock less than 
$10,000 worth. Its city and counter 
salesmen line up with national aver- 
ages. 


second 


over 


for the nine regions. It has the sec- 
ond highest number of city salesmen, 
and its country and counter salesmen 
are about even with national levels 
of 3.0 


specialization in the region drops off 


average. Percentage of sales 
from national averages in the case of 
electronic products. The rest are a few 
marks 


percentage points over these 


In fact, the region has the highest 
percentage of firms handling electrical 
supplies and appliances through prod 


uct sales specialists 








Basic Dimensions by REGIONS (cont.) 





Percentage of Firms Carrying Stocks of These Values 





REGION 
Over 
$500,000 


$250,000- 
500,000 


$50,000- 
100,000 


$100,000- 
250,000 


$30,000- 
50,000 


$20,000- 
30,000 


$10,000- 
20,000 


Under 
$10,000 





New England 31.0% 


Middle Atlantic 15 
East North Central 16.8 
West North Central 
South Atlantic 

East South Central 

West South Central 


Mountain 


Pacific 


8.7% 33.3% 34.9%; 


12.6 





17.8 


8.7% 


9.9 


8.9 


6.7 





3.2% 1.6% 0.8% 


6.3 1.8 0.0 


ae 1.3 0.3 


0.7 0.7 
1.0 
0.0 
0.9 
2.0 


1.6 





United States 





























WEST NORTH CENTRAL 


States 
region: 


comprising West North Central 


lowa 
North Dakota 
Nebraska 


Minnesota 
Missouri 
South Dakota 
Kansas 


SOUTH ATLANTIC 


States comprising South Atiantic region: 
Maryland 
Virginia 
North Carolina 
Georgia 


Delaware 
District of Columbia 
West Virginia 
South Carolina 
Florida 


A relatively young region, the West 
North Central nonetheless holds a few 
well earned titles. In every one of the 
major product groupings, except in 
commercial lighting, the region beats 
the national 
(83.1 


averages. A high per- 


centage of firms in the re- 


gion handles electric housewares— 
shading its closest rival by as much as 
seven percentage points. In television 
and major appliances it also leads the 
field with 45.59% and 56.5% of the 
firms handling these products, respec- 


tively. It lines up favorably with other 


The South 
high 


Atlantic 
spots in 


region hits some 
percentage of firms 
handling major product groups. It is 
third in the country in handling in- 
dustrial lighting (95.79%), second in 
commercial lighting (95.2%) and res- 
idential (86.1%), and third 


in major appliances (49.6% ). In use 


fixtures 


of specialists to handle various prod- 
uct groups, the region is down slightly 
from national averages in all categories 
the exception of and 
percentage 
points lower than combined level of 


with lamps 


lighting, which is three 


regions carrying over $500,000 worth 
(15.6° but leads the rest 
by a wide margin in the $250,000-to- 
500,000 class (26.7 


of stock 


, rising above 
the national average by 10 percentage 
points. It jibes with national totals, 
also, in departmentalization of most 
of the various product groupings, only 
to fall considerably below the average 
level for use of specialists for lamps 
and lighting. Here it is the lowest of 
the 16.2° The 
region has the lowest number of city 
(1.8 


nine regions with 


salesmen per firm 


27.3 The 


country salesmen per firm is 3.7—re- 


average number of 
flecting the basically rural nature of 
the region. Its city and counter sales- 
men are more or less in line with na- 
tional totals with 1.9 and 2.9 per firm 
The 
largest square footage of floor space 
(28,092). Only 12.2 of the region's 
firms $500,000 
stock while 17.6 
$250-500,000. 


respectively region has second 


carry over worth of 
between 
a little below national 


less than $10,000 


carry 


iverages; 1‘ 
worth of stock 


Carry 
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EAST SOUTH CENTRAL 


4 


ig 
até 


States 
region: 


comprising East South Central 


Tennessee 
Mississippi 


Kentucky 
Alabama 


WEST SOUTH CENTRAL 


States comprising West South Central 

region: 

Louisiana 
Texas 


Arkansas 


Oklahoma 


MOUNTAIN 


States comprising Mountain region: 
Idaho 
Colorado 
Arizona 
Nevada 


Montana 
Wyoming 
New Mexico 
Utah 


PACIFIC 


States comprising Pacific region: 
Washington Oregon 


California 
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Firms in the East South Central region 
are the oldest in the country—taking 
into consideration that the average 
year of establishment is 1920. It has 
the highest number of country sales- 
men, averaging 3.9 per firm, is second 
in the country with counter salesmen 
(3.5), and second lowest for city 
salesmen (1.9) 
floor space with 28,702 sq. ft. As for 


It is tops in average 


percentages of firms carrying the major 
product groups, the region falls below 


Firms in West South Central region 
average higher percentages than na 
tional levels in the handling of in 
dustrial lighting, residential fixtures, 
motors and controls, and electric house 
wares. The region drops off national 
averages only in the handling of com 
mercial lighting, television and major 
appliances (in the latter category it 
much as 9 


is off by as percentage 


points). In television, 34.4°% of the 
firms in the region handle that prod 
devote 


uct, but only 3.8 a separate 


The Mountain region seems to have 
more valleys than peaks in comparison 
with the other regions. It has the 
lowest percentage of firms handling 
industrial and commercial lighting, 
electronic products, and television, and 
is second lowest in handling residential 
fixtures. It has the lowest percentage 
of firms devoting product specialists 
to electrical supplies and appliances, 
and second lowest in lamps and light- 
ing, electronic products and television 


It has a relatively high percentage of 


Relativ 


region—23 


Pacific 


reflects the rapid 


youthfulness of the 
years 
economic growth of the area. It has 
the highest number of city salesmen 
per firm (3.8) and the second highest 
(3.8) 
Percentage of firms handling industrial 


number of country salesmen 
and commercial lighting is lower than 
the national averages by about four 
percentage points apiece. Handling of 
residential fixtures is considerably lower 


than the rest—the region has the low 


par in all but two categories—motors 
and controls and major appliances. In 
electric housewares it is second lowest 
in the country with only 56.3% of 
The 
In sales spe- 
falls 


-as much as seven- per- 


the firms carrying such goods 
national level is 67.9 
low in 


cialization, the region 


every category 


points 


(15.6¢ 


centage in appliance depart- 


handling this product 


through sales specialists as compared 


ments 


> 


with 23.7 for the national average 


department to it. In fact, with the 


exception of electrical supplies de- 


partments, the region falls below na- 
levels in other product 


tional every 


group in this category he firms in 
3.5 country sales- 
and 2.5 


pointing up degree of non-urban selling 


the region average 


man, and 2.6 city counter— 
in this wide-open region. As for value 
of stocks 11.1 
ure in the 
000 


second lowest 


ng- 
country—carry over $500,- 
worth as compared with 0.9 


carrying under $10,000 worth 


firms carrying over $500,000 worth 


of stock (14.3 and the highest per- 
centage of firms carrying under $10,- 
000 worth (2 Firms in the region 

whose average age is 31—have 1.9 
city and 1.9 country salesmen and 3.1 
counter salesmen to handle the selling 
of these products. These figures on 
salesmen in the region seem to indi- 
cate there is a brisk contractor trade, 
also an equal emphasis placed upon 
selling in this large 


urban and rural 


eight-state area 


est percentage (62.1 


product groups, the region seems to 
be holding its own. It boasts a high 
percentage of concerns devoting sales 
specialists to the different 


product 
groups, beating out national 


in all 


averages 
except electrical 
Only New 
out this region in percentage of firms 
carrying over $500,000 worth of stock 


(20.5¢ 


supplies 
31.4%) 


England beats 


It is high also in the $100 


000-250,000 class with 37 








The Basic Dimensions of Electrical 





Average Number 
Of Salesmen Percentage of Firms 





STATES 


Average Average 
ear Floor Space 

Established (sq. ft.) Industrial | Commercial | Residential 
Country Counter Lighting Lighting Fixtures 








Alabama 1915 28,981 
Arizona 1915 10,633 
Arkansas 1916 36,956 
California 1931 15,396 
Colorado 1921 16,178 


89.5' 94. 
77. 44. 
76. 84 
86. 53. 
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Connecticut 1920 17,236 
Delaware 1932 
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Florida 1931 
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Kentucky 1922 
Louisiana 1926 
Maine 1887 
Maryland 1929 19,750 
Massachasetts 1925 17,755 


OwouUo 
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Michigan 1922 24,676 
Minnesota 1918 45,219 
Mississippi 1916 23,772 
Missouri 1925 21,196 
Montana 34,543 
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obs ww 


Nebraska 38,714 
Nevada 13,333 
New Hampshire 2,000 
New Jersey 12,290 
New Mexico 23,235 


WPoOUd 
oao0N0 


New York 21,714 
North Carolina 13,706 
North Dakota 11,000 
Ohio 29,266 
Oklahoma 20,125 


hoowoso 
s OO~nN 


Oregon 55,278 
Pennsylvania 21,744 
Rhode Island 12,960 
South Carolina 24,250 
South Dakota 25,077 


-An a 
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Tennessee 32,122 
Texas 22,108 
Utah 33,700 
Vermont 28,250 
Virginia 20,867 
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cooouN 


Washington 30,620 
West Virginia 59,432 
Wisconsin 28,491 
Wyoming 5,750 
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United States 24,441 
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Wholesale Distributors by STATES 


Percentage of Firms Handling These Product 
Handling These Product Groups Groups through Product Sales Specialists 
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Basic Dimensions by STATES (cont.) 





Percentage of Firms Carrying Stocks of These Values 





STATES 


Over $250,000- | $100,000- | $50,000- $30,000- $20,000- $10,000- 
$500,000 500,000 250,000 100,000 50,000 30,000 20,000 








Alabama 23.5 P 23. 
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Highlights of the State Picture 


West Virginia and Louisiana top nation's electrical distribu- 
tors with largest number of salesmen and greatest amount of 
space per company. Utah, Minnesota lead in per cent of 
firms with stocks valued at one-half a million dollars and over 


Alabama 


Among the leaders in the U. S. in 
number of salesmen per electrical 
wholesale distributor, Alabama 
ages 10 salesmen per firm. Wholesal- 
ers in the state average 1.6 city sales 


aver- 


men, 4.9 country and 4.4 counter sales- 
men. That's quite a bit above the na- 
tional average of 8.6 salesmen. High, 
too, is Alabama wholesalers’ floor 
space. It averages 28,981 square feet 
per distributor, topping the national 
some 4,000 feet 


average by square 


Arizona 


Arizona scores no firsts in the electrical 
wholesaling industry of the U. S., but 
it is not without some claim to fame 
The percentage of its distributors han- 
dling motors and control apparatus is 
higher than the national average. But 
in most other categories it still has 
quite a way to go in catching up to 
the leaders. Average number of sales 
men employed per distributor comes 
to only 5.3, and occupied floor space 
averages only 10,633 square feet 


Arkansas 


Arkansas gets par on the number of 
salesmen in its electrical wholesaling 
firms. Like the U. S$ it has 
8.6 salesmen per wholesaler. No dis 


average, 


tributing houses carry stocks valued at 
under $30,000 has stocks 
valued at more than $500,000. Most 
of the firms fall into the $100,000-to- 
$250,000 category, which is similar to 


and none 


the picture nationally. Floor space oc 
Arkansas 


large, averaging 36,000 square feet per 


cupied by wholesalers is 


company. 


California 


Among the pace setters in the number 
of salesmen per electrical wholesaling 
firm, California averages 10.2 per com- 
pany. This figure broken down shows 
4.1 city salesmen, 3.3 country and 2.8 
counter salesmen. California's whole 
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salers, go in for specialization, the fig 
ures in this study indicate, as the per 
centage of firms handling a number of 
products is low. While nationally 95 
per cent of electrical wholesalers han 
dle industrial fixtures, only 89.8 per 
cent of California wholesalers handle 

fixtures. A small 53.4 per 
the carry 


industrial 


cent of state’s wholesalers 


residential fixtures, while the 


nationally is 82.2 per cent. The figures 


figure 


for commercial lighting, motors and 
control apparatus, electric housewares, 
electronic products, television and ma 
jor appliances are also lower than the 
The percentage of 
handling 
groupings through specialists is high. 
Some 35 per cent of the firms handle 


national average 


firms, however, product 


lamp and lighting sales through prod- 
uct specialists, 8 per cent more than 
the national while 35.2 


average, per 


cent have special departments for elec 
per 


tronic products, almost 30 cent 


over the U. S. average 


Colorado 


Most of Colorado’s wholesalers have 
stocks valued from $100,000 to $250,- 
000. Distributors in the state average 
5.3 outside salesmen and 3.9 counter 
salesmen. The average floor space is 
16,178 square feet per wholesaler, a 
figure considerably under the national 


average 


Connecticut 


A slightly 
centage of salesmen are employed by 


lower than average per 
Connecticut wholesalers than by whole 
salers throughout the nation. Connecti 
cut’s wholesalers on the average have 
3.3. men handling counter sales and 
1.5 men doing outside selling. Over 42 
per cent of the firms handle stock val 


ued at over $100,000 


Delaware 


Delaware, one of the wealthiest states 


in the nation, has relatively few whole- 


saler’s salesmen. The average distribu 
tor in this state employs 4.0 counter 
salesmen, 1.3 country salesmen and 1.5 
city salesmen. All the firms in the state 
included in this study handle indus 
trial lighting, commercial lighting and 
residential fixtures, and the state ranks 
high in percentage of firms utilizing 
lamp and lighting and appliance sales 
26,750 
square feet of floor space, and have 
$30,000-$500,000 


specialists. The firms average 


stocks valued at 


District of Columbia 


Few wholesalers bother with country 
salesmen in thickly-populated Wash 
ington, D.C. The district averages only 
0.4 country 
3.0 counter salesmen and 2.6 city sales 
District of Colum 


salesmen per wholesaler 
men. On the whole 
bia wholesalers employ few salesmen 
Like Delaware, practically all Wash 
ington firms handle industrial lighting 
commercial lighting and residential 
fixtures. The average wholesaler stocks 
berween $100,000 and $250,000 in 


merchandise 


Florida 
A little 


valuation of 


lower than the national aver 


age, stocks handled by 
Florida distributors amounts to $50 
000-$100,000. In keeping with the 
national average, the state's firms em 
ploy approximately 8.7 salesmen, 5.8 


outside and 2.9 inside salesmen 


Georgia 


Florida’s neighbor to the north has 


more wholesaler's salesmen 
firm. The 
firms is high, some 36,000 square feet 
per Stock carried by the 
wholesalers ranges primarily between 
$100,000 and $500,00 


99 per 


average floor space of its 


ce mmpany 


Idaho 


Electrical wholesaling firms in Idahx 


are large, with over 33 per cent of the 
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firms stocking over $500,000 in mer- 
chandise. There are some fairly small 
ones, too, with 16.7 per cent stocking 
less than $20,000 in merchandise. The 
number of salesmen working for each 
firm is below the national average, but 
the amount of floor space used by the 
firms is well above average 


Ilinois 


A state whose electrical wholesaling 
firms generally gross more than firms 
in other states, Illinois is slightly above 
average in practically all categories 
Its wholesalers employ 9.6 salesmen, 
have 28,590 square feet of floor space 
and have stocks valued from $20,000 
to over half a million dollars 


Indiana 


Distributors in Indiana are nearly 
evenly divided in regard to the amount 
of stock they carry. Over 18 per cent 
of the distributors carry a half-million 
dollars worth of merchandise, another 
18 per cent stocks from $250,000 to 
$500,000 worth of merchandise and 
18 per cent also carries $100,000 to 
$250,000 worth of stock. The largest 
number of distributors stock between 
$50,000 and $100,000 worth of mer- 
chandise. Almost eight salesmen are 
employed by the average distributor in 


the state 


lowa 


The stocks carried by Iowa distributors 
range in value from $50,000 to over 
half a Fewer than 
eight salesmen are employed by the 
distributor, floor space 
occupied by the wholesalers averages 


¢ 


million dollars 


average and 


202 square feet 


Kansas 


Wholesalers in Kansas carry a pretty 
All the 


wholesaling houses listed in this study 


complete line of products 


carry industrial lighting, commercial 
lighting, residential fixtures and motors 
and apparatus. Few of the 
however, have product 
handling the selling of 
lamps and lighting, appliances, elec- 
The 


3 sales- 


control 
distributors, 
specialists 

tronic television. 
average distributor employs 7 


products or 
men 


Kentucky 

With an above average amount of 
floor space per wholesaler, Kentucky 
distributors average 25,864 square feet 
of space. They employ approximately 
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38 counter salesmen, 1.9 
salesmen and 1.8 city salesmen. Most 
of the wholesalers carry between $50,- 
000 and $100,000 worth of stock. 


country 


Louisiana 


Louisiana wholesalers rank quite high 
in the amount of floor space occupied 
per wholesaling house. The average 
house has 45,600 square feet, or some 
20,000 more square feet than the U. S. 
average. Louisiana also ranks high in 
the number of salesmen each firm em- 
ploys. Topped only by West Virginia 
nationally, wholesalers in Louisiana 
average 124 salesmen. Of this total, 
3.3 are counter salesmen, 5.5 country 
salesmen and 3.4 city salesmen. Value 
of stock carried per wholesaler is also 
high, amounting to $100,000 to $250,- 
000 for 


most wholesalers. 


‘i 
Maine 


Wholesaler's salesmen are few and far 
between in Maine, where salesmen 
average 5.3 per wholesaling house. 
Average floor space low, 
amounting to 10,700 square feet per 
wholesaler. There’s nothing low about 
the value of stocks carried by Maine 
wholesalers, however. Most carry be- 
tween $100,000 and $250,000 worth 
of merchandise 


is also 


Maryland 


Stock carried by Maryland distributors 


averages well above $100,000 each 
None carries less than $50,000 worth 
of stock and 9.5 per cent has a valua- 
half-million on their 


tion of over a 


merchandise. Fewer salesmen are em- 
ployed by the average Maryland whole- 
saler than in the majority of the states 
Averaging 7.6 salesmen per whole- 
saler, 3.0 of these are counter salesmen, 
and 2.8 city 


1.8 country salesmen 


salesmen 


Massachusetts 


Massachusetts wholesalers run the 
gamut in the 
amount of stock each carries. A little 
over 1 per cent carries under $10,000 


worth of stock, and 9.5 per cent carries 


of the valuation scale 


over half a million dollars worth of 
stock. In between, 6.8 per cent carries 
$250,000 to $500,000 worth of mer- 
chandise, 27 per cent carries between 
$100,000 and $250,000 worth of mer- 
chandise, 40.5 per cent averages be- 
tween $50,000 and $100,000 worth of 
stock, 9.5 carries between $30,000 and 


$50,000, and 5.4 carries between $10,- 


000 and $30,000 worth of merchandise. 
Fewer than eight salesmen are em- 
ployed per wholesaling house, and only 
17,755 square feet of floor space is 
available to the average firm. 


Michigan 

Michigan distributors come nearer to 
approximating the national average in 
all categories than distributors in any 
other state. Floor space occupied per 
average distributor comes to 24,676 
square feet in Michigan. The national 
average is 24,441 square feet. Michigan 
distributors average 9.1 salesmen per 
firm. The national average is 8.6. Most 
distributors in the U. S., or approxi- 
mately 31 per cent, carry stocks valued 
at between $100,000 and $250,000. 
Over 30 per cent of Michigan distrib- 
utors carry stocks valued between 
$100,000 and $250,000. Keeping close 
to the national the 
number of Michigan firms handling 
various product groups. 


average also is 


Minnesota 


Electrical wholesaling firms in Min- 
nesota carry stocks of great value. 
Surpassed only by Utah, most Min- 
nesota firms have over $500,000 worth 
of stock. Over 40 per cent of the firms 
in the state have merchandise valued 
at over half a million dollars, and 25 
per cent carry more than $250,000 
worth of merchandise. High also is the 
amount of floor space occupied by the 
wholesalers in the state. The average 
comes to 45,219 square feet. Nine is 
the average number of salesmen em- 
ployed by each firm, and of this total 
four are country salesmen 


Mississippi 

Figures of the valuation of stock carried 
by Mississippi wholesalers belie the 
fact that the state’s residents have a 
low per capita income. Over 22 per 
the distributors stock more 
than $500,000 worth of merchandise. 
per cent stock over 
$250,000 worth of merchandise, and 
22 per cent stock over $100,- 
000 None of the wholesalers 
stock than $30,000 worth of 
merchandise. The average firm has 10.1 


cent of 


Some 22 also 
another 
worth 

less 
salesmen, 23,772 square feet of floor 
space, and has been established since 
1916 


Missouri 


Missouri's distributors stock between 
$30,000 and $500,000 worth of mer- 
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chandise, and employ an average of 7.8 
salesmen-—2.2 counter, 2.6 country and 
3.0 city salesmen. Average floor space 
per firm is 21,196 square feet. 


Montana 


In the vast regions of Montana, not 
many wholesaler’s salesmen 
be found. Firms in the state each em- 
ploy approximately 7.0 salesmen, house 
their stock in buildings containing 
34,543 square feet of floor space, and 
carry stock valued at between $30,000 
and $100,000. All houses in this study 
handle industrial and commercial 
lighting fixtures and motors and control 
apparatus. 


too can 


Nebraska 


Most Nebraska wholesalers carry stocks 
valued at over $100,000. Twenty-five 
per cent carry stocks valued at over 
half a million dollars. Over 16 per 
cent value their stocks at over $250,- 
000. Another 25 per cent value their 
stocks between $100,000 and $250,000, 
while still another 25 per cent value 
their stocks at between $50,000 and 
$100,000. The average wholesaler em- 
ploys 9.4 salesmen and has 38,714 
square feet of floor space. 


Nevada 


The few electrical wholesaling firms 
located in Nevada carry stocks valued 
$250,000 to $500,000. They 

8.6 salesmen, the national 
average, and use 13,333 square feet 


trom 
employ 


to house their business, a figure way 
below the national average 


New Hampshire 


Like Nevada, New Hampshire whole- 
salers carry stocks valued at between 
$250,000 and $500,000. While they 
10 salesmen per the 
wholesalers need only 2,000 square 
feet to house their stocks. This latter 
figure is the smallest of all states 


require firm, 


New Jersey 


One of the principal industrial states 
of the nation, New Jersey's wholesalers 
employ an average of only 65 sales- 
men. Broken down into the three main 
categories, the wholesalers average 2.0 
city salesmen, 1.6 country salesmen 
and 2.9 counter salesmen. Another 
amazing fact about New Jersey is the 
small amount of floor space each 
wholesaler averages. While the figure 
for floor space nationally averages 
24,441 square feet, New Jersey whole- 
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salers average only 12,290 square feet. 
Over 70 per cent of the firms carry 
stocks valued at between $50,000 and 
$250,000. A small 3.1 per cent carry 
stocks valued at over a half million 
dollars 


New Mexico 
All electrical 


from New Mexico listed in this study 
carry commercial lighting, residential 
fixtures, motors and control apparatus 


wholesale distributors 


and electric housewares. And a higher 
than national average have special de- 
partments devoted to lamps and light- 
ing, appliances, electronic products and 

The wholesalers 
average 1.8 city salesmen, 2.2 country 
salesmen 


television. state's 


> 


and 4.2 


23,235 square feet of 


salesmen counter 
An average of 


floor space is used by the wholesalers 


New York 


Like most eastern industrial states, New 
York wholesalers fall below the nation- 
al average in the number of salesmen 
they employ. Bringing down the total 
in New York is the small number of 
country salesmen. An average of 2.0 
country salesmen are employed by New 
York wholesalers, 3.4 city salesmen and 
3.1 counter salesmen. Floor space 
utilized by New York wholesalers is 
also low, averaging only 21,714 square 
feet. Most wholesalers in the state 
carry between $100,000 and $250,000 
worth of stocks 


North Carolina 


Valuation of stock on hand in most 
North Carolina electrical wholesaling 
houses averages between $100,000 and 
$250,000. A little over 10 per cent of 
the firms in the state carry stock valued 
at half a million dollars, and less than 
7 per cent have stock valued at less 
than $20,000. A below national aver- 
age number of salesmen are employed 
by the wholesalers in the state. While 
the national average is 8.6 salesmen, 
North Carolina’s average is 6.4. Broken 
down, this figure consists of 1.4 city 
salesmen, 2 
counter salesmen. 


3 country salesmen and 2.7 


North Dakota 


Among the lowest states in the average 
number of per 
electrical wholesaling distributor, North 
Dakota’s average for 
stands at 0.9 

country salesmen is 3.0 and it is 1.7 


All distributors 


salesmen employed 


salesmen 


for 


city 


only The figure 


for counter salesmen 


listed in this study reported they 
handle industrial and commercial light- 
ing, residential fixtures and motors and 
control apparatus. The wholesalers in 
the state are inclined to set up se parate 
departments to handle various prod- 
ucts. Valuation of stock carried per 
firm amounts to between $50,000 and 
$500,000 in North Dakota, with most 
firms stocking between $100,000 and 
$250,000 worth of merchandise. Only 
11,000 square feet of floor space is 
used by the average electrical whole- 


saler in the state 


. 
Ohio 

Ohio wholesalers carry 
stock than 


dollars 
their 
Some 23 per 
stock 


more 
worth of most of 
brothers in other states 

cent of the wholesalers 
valued at over half a million dollars, 
and over 20 per cent have stock valued 
at over $250,000. Slightly more than 
24 per cent value their stock between 
$100,000 and $250,000. Over 12 per 
cent, however, value their stock at 
under $50,000. Number of 


employed per distributor is above the 


have 


salesmen 


national figure, averaging 9.5 per firm. 
The average distributor employs 3.4 
counter salesmen and 6.1 outside 
salesmen. Floor space occupied by the 
average firm amounts to 29,266 square 
feet, quite a bit higher than the nation 


al average 


Oklahoma 


As in most states, the average electrical 
wholesaler in Oklahoma carries stocks 
valued between $100,000 and $250 
000. He employs 6.8 salesmen—2.1 city 
salesmen, 2.4 salesmen and 
2.3 counter salesmen. His floor space 


is slightly over 20,000 square feet 


country 


Oregon 


The average Oregon wholesaler oc 
cupies a staggering amount of floor 
space. Highest in the nation, the aver 
age firm has 55,278 feet of 
floor space. Furthermore, the average 
staff of 


salesmen, an average of 11.6 salesmen 


square 


wholesaler requires a large 
per firm. Here’s the way this figure is 
broken down into the three main clas 
sifications of salesmen: 3.3 city sales 
men, 4.8 


counter salesmen 


country salesmen and 3.‘ 


Pennsylvania 


Slightly below the national average in 
the amount of stocks carried per aver 
most Pennsylvania 


age wholesaler, 
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electrical wholesalers stock between 
$100,000 and $250,000 worth of mer- 
chandise. A small 9.9 per cent stock 
half 
goods, and a fairly large 18 per cent 
stock 


over a million dollars worth of 


have valued at under $50,000 
Not quite up to the national average 
is the number of salesmen Pennsylvania 
distributors employ. Averaging 8.1 
salesmen per wholesaler, this total is 
counter sales- 


Not 


quite 22,000 square feet of floor space 


broken down into 3.1 


men and 5.0 outside salesmen 


is used by the average wholesaler in 


the state 


Rhode Island 
Rhe re 


uses 


Island, the 
12,960 


feet of floor space to house his opera- 


In little average 


wholesaler only square 


tions. This figure is fourth lowest in 


the U 


house 


S. Salesmen per wholesaling 
average 7.3, with 1.9 city sales- 
salesmen and 4.2 


Rhode Island dis- 


tributors fall under the national aver- 


age in the 


men, 1.2 country 


counter salesmen 
number of firms handling 
industrial and commercial lighting and 
residential fixtures, but some are han 
dling the sales of these products 
through specialists. Most concerns in 
the state carry stock valued at between 
$50,000 and $100,000 


South Carolina 
All 


included in 


South 
study 


distributors from Carolina 


this report they 
handle industrial and commercial light 
ing. Over 82 per cent of the houses 
residential fixtures and motors 
Product 


ists have been assigned by 


handle 


and controls sales special- 


30.4 per 
cent of the firms in the state to handle 
lamps and lighting. The distributors 


employ 8.5 salesmen, with an average 
of 6.0 outside salesmen and 2.5 inside 
salesmen. Floor space occupied by the 
average wholesaler amounts to 24,250 


square feet 


South Dakota 


Following a general trend throughout 
all distributors included in 
from South Dakota handle 
The 


the nation 
this study 
lighting wholesalers 
25,077 


industrial 


average square feet of floor 


space and employ 6.1 salesmen. 


Tennessee 


Lots of floor space is occupied by Ten- 
nessee distributors: average is 32,- 


122 square feet, some 8,000 square 


feet over the national average. The 


146 


state is above the national average, too, 
average number of salesmen, 
totaling 9.7. Other important details 
from Tennessee show all wholesalers 


in its 


handling industrial lighting, and that 
most wholesalers’ stocks are valued at 
between $100,000 and $250,000 


Texas 
While 

average in the number of pre ducts they 
the national 


most Texas wholesalers are 


handle, they are under 
average in the percentage of firms that 
handle some product groups through 
A breakdown shows 96.9 


per cent carry industrial lighting, 95.8 


specialists 


carry commercial lighting, 87.5 carry 
91.7 


apparatus 


residential lighting and carry 


motors and control These 
figures are all above the national aver- 
The average firm employs 8.2 
salesmen, has 22,108 feet of 


age 
square 


floor space and has stock valued at 


over $100,000 


Utah 


No other state in the nation has such 
a high percentage of wholesalers car- 
rying stock valued at over half a mil- 
lion dollars. Over 42 per cent of the 


wholesalers in the state report that 


their stocks are valued at more than 


$500,000. To sell this valuable stock, 


the average electrical distributor em- 


ploys 7.5 salesmen, and houses his 


operations in buildings containing 


33,700 square feet of floor space. All 


wholesalers reporting in this study 


claimed they handled industrial and 


commercial lighting as well as motors 


and control apparatus 


Vermont 


Conforming to the national average, 
most Vermont distributors carry stocks 
valued at between $100,000 and $250,- 
000. In no state is the average number 


of city salesmen so small as in Ver 


mont, where the average distributor 


employs only 0.4 city salesmen. Coun 


try salesmen average 4.2 per distrib 


utor and counter salesmen average 


6. Lots of floor space is available in 
Vermont, with the average distributor 


having 28,250 square feet of space 


Virginia 


Most Virginian firms handle a wide 


variety of product groups, and indus 
trial lighting is reported to be stocked 
by all the firms. A lower than national 
average number of salesmen are em- 
ployed by Virginian distributors. Of 


the 6.8 salesmen employed per average 
4.0 salesmen 
and 2.8 are counter salesmen. Follow- 
of the 
state’s wholesalers have stocks valued 
$100,000 $250,000. 


per w he ylesaler iS 


wholesaler, are outside 


ing the national pattern, most 
at between and 


Average floor space 
20,867 square feet 


Washington 
Outside 
wholesaling firm in Washington, and 
An above- 
floor 


salesmen average 7.1 per 

~~ 9? 
inside salesmen average 2.2 
30,620 feet of 


Washington 


average square 


Space 1S occupied by 
wholesalers, and a way-above-aversge 


25 per cent of the wholesalers stock 


merchandise valued at over $500,000 


West Virginia 
Two 
Virginia 


held by West 


The state’s wholesalers em- 


records are 


ploy the largest number of salesmen 
of any state in the Union and average 
floor space occupied by the whole- 
salers is the largest in the nation. Sales- 
men employed in the state average 
12.6 per wholesaler, four more than 
the national average. Eight country 
salesmen are employed by the average 
distributor, 1.5 city salesmen and 3.1 
counter salesmen. West Virginia's dis- 
tributors occupy two times as much 
floor space as the distributors in other 
states. Average space occupied by the 


state's distributors is 59,432 square feet 


Wisconsin 


Wisconsin's distributors have no claim 
to national distinction with startling 
totals, but the state’s above average 
28,491 square feet of floor space per 
distributor is 4,000 square feet higher 
The 
age firm has 8.3 salesmen and has stocks 
at over $100,000 


than the national average aver- 


valued 


Wyoming 

Wyoming has fewer wholesaler’s sales- 
men than any other state in the nation 
It also has less floor space per whole- 
saler than almost any other state. With 
an average of 4.4 salesmen, Wyoming's 
wholesalers average 1.3 city salesmen, 
1.3 country salesmen and 1.8 counter 
salesmen. Average floor space occupied 
,750 
square feet, compared with 24,441 


per wholesaler amounts to 
square feet averaged by wholesalers 
nationally. Most Wyoming wholesalers 
carry stocks valued at between $30,000 
and $50,000, much below the national 


average. 
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NOW! you can roll power and light 
RIGHT TO THE JOB 
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Circuit Flood L my Duplex 1700 Surfoceduct Duplex Duplex = Flood Lamp Toggle Switch 

Breoker Socket Twistlock Grounding Type Grounding Type Twistlock Socket Controls amos 

Receptacle Receptocie Receptacle Receptacle 


POWER HEAD — CATALOG NO. 17P 





Can also be provided with four flood lamp sockets, duplex 
outlet, and circuit breaker toggle switch (Light Head— 
Catalog No. 17L). 
@ Rugged, non-conductive wheels. 
@ Circuit breaker for full worker protection. Entire unit fully 
grounded. 


@ Sturdy, all-steel tubular carriage. May be elevated to 5% ft. or 
can be rolled under jobs. 


@ Power head on ball-and-socket swivel locks into any hori- 
zontal or vertical position. 


ote —_ Indestructo cable—21 ft., three-conductor, #12 
A.W ower cable. Neoprene jacket resists chemicals, 
acids and abuse. 


Approved for 20 ampere loads, 115 volt operations 


No need to relocate light and power outlets to meet extra 
demands of assembly lines, temporary lighting or general 
maintenance. Rolla-Duct supplies light and power wherever 
the standard wiring system is inconvenient to use. 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. National Electric Products Cor; 


SOLD THRU LEADING ELECTRICAL WHOLESALERS 1302 Chember of Commerce Building 
Pittsburgh 19, Pennsylvania 


* oa Plecse send me complete information on Rolla-Duct. 
a 19 na @ ric 4 uc s 1 am interested in using it for — 


PITTSBURGH, PA. OO — 
Plants in Ambridge, Pa., Torrance, Calif. and Elizabeth, N. J. cittnenenamene 


EVERYTHING IN WIRING POINTS TO. 





a 
Address___ 
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Your customers 


r 
. & 
¥ ES 


wherever electrical 
wiring needs the 


best protection — 


American’s Clexib/e Liquid-Tight Conduit 


ANnaconnA American Sealtite Electrical Conduit has spot without special tools. Sealtite* uses the same 
a core of flexible galvanized steel tubing, covered _ type fittings as standard rigid electrical conduit. Sold 
with a liquid-tight synthetic jacket. It comes in long, through electrical supply houses. We do not make 
random lengths—can be cut and assembled on the _fittings but furnish bushings and synthetic gaskets. 


PL. LPL LD LDN NE 


nanan 


for flexible, liquid-tight electrical conduit — 


stock 0) 2 a ‘} J \f2 AN ANACONDA PRODUCT 


THE AMERICAN BRASS COMPANY, AMERICAN METAL HOSE BRANCH, WATERBURY 
20, CONNECTICUT. IN CANADA: FAIRBANKS-MORSE COMPANY, LTD. 62236-A 
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DEMONSTRATION of radiant glass heater by Dave 


Berko Electric vice president, included the Jousing 


perating unit with cold water —a stunt that got the full 


attention of all those present nly a few are shown above). 


Reliable Introduces a New Product 


NOT a chair was empty at Pierre’s Restaurant when 
Reliable Electrical Supply Co., of Newark, N.J., in- 
troduced a new product to the trade there recently. 
In all, 185 persons attended, including over 170 elec- 
trical contractor customers who handle residential 
work, the chief electrical inspectors for Newark, 
Paterson and Elizabeth, and the representatives of 
two local electric utilities. 

On invitation from Reliable, they all turned out 


PRINCIPALS at the speaker's table posed for two photogra 
phers, one of whom Reliable hired publicity purposes 
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for dinner and a demonstration of one of the dit 
tributor’s new lines — Berko Electric Mfg. Co.'s 
radiant glass heater. Berko sales and engineering per- 
sonnel were on hand to demonstrate the heater, out- 
line its market and applications, and answer questions, 

At the end of the evening, Reliable’s partners, 
Henry and Norman Krug, felt sure that their show 
would pay big dividends in sales and product under- 
standing. 


| lll eee 
BERKO Bectric RADIANT GLASS 


THE KRUGS—Henry and Norman—-stand by display after 


haking hands with last of their departing contractor guest 
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Ii'l’s AMERICA’S 
MOST COMPLETE SHOPPING CENTER 


Ss 
ooo 


Deere == saat 
; 


¢.. 


CENTRAL CONDUIT 


and another 


installation 


For years architects and merchandisers have been talking 
about Shoppers’ World in Framingham, Mass.—the project 
that started the whole regional shopping center movement 
With 44 stores and parking for 6000 cars, it’s the newest, 
most refreshing note in American merchandising. 

Outstandingly modern in architectural design, Shoppers’ 
World is also outstanding for its well planned electrical 
design. Like so many other projects where the closest 
attention is given to every electrical detail, Spang Central 
Conduit was selected to protect all the circuits. 

It's one more example of the faith that prominent con- 
tractors, architects and owners place in the truly dependable, 
quality-controlled conduit—Spang Conduit. 


You, too, will find it pays to use these better conduits by 
Spang—"‘Cenlaco,"’ “‘Central White,"’ ‘‘Central Black’’ 
and “‘Central EMT."’ You'll like the consistent high quality 
and the faster threading, cutting and bending. 


SPANG-CHALFANT 
v n of The National Supply Company 
o7ams SENERAL SALES OFFICE 
Owner: Jordan Marsh Co., Boston, Moss. ‘ ! PITTSBURGH 30. PA 
+ Offic > pr totiv 





Designed by: George L. Ely 

Architects: Ketchum, Gina & Sharp 
Consulting Architects: Anderson & Beckwith 
Contractor: C. B. H. Macomber Co. 


x 
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————NEWS OF THE INDUSTRY 





Public Has Cash, but Won't Part with It 


@ Federal Reserve Board survey finds consumers have 


plenty of money, but think prices are too high 


@ Six out of ten persons believe now is a poor time to 


buy, but believe prices will go even higher 


W ASHINGTON—Appliance dealers 
who expect to separate a Consumer 
from his money this year will have one 
big problem—price. 

That's the No. 1 lesson from the 
Federal Reserve Board's annual survey 
of consumer spending plans. Informa- 
tion was gathered by personal inter- 
views in January and February. 

Consumers will have plenty of 
money to spend—if they want to 
spend it. But the survey shows a per- 
sistent belief that prices are too high 

As a result, consumer plans for buy- 
ing major household appliances were 
at a lower level this January-February 
than in the same period last year. And 
for the record, Federal Reserve officials 
point out that the survey last year 
tipped off the slowdown in sales which 
was to develop beginning in March 

Toward the bottom of the “inten- 

tion-to-buy” list are refrigerators, con- 
sole radios and washing machines. 
e TV on Top—Near the top are TV 
sets. In fact, TV demand looks as good 
as it did last year—the only major ap- 
pliance put in this category by the 
Federal Reserve analysis 

Prospects for other lines are down, 
but the survey report did not disclose 
how much. This is because the survey 
is not intended to spell out details by 
particular types of goods, but to dis- 
close broad trends. 

The housing section of the survey is 
a cheerful one, so far as the appliance 
business goes. The indications are that 
just about as many families will be 
furnishing new houses this year as last 
Those expressing a definite intention 
to buy new or existing houses were 
about the same as last year. There was 
some decline in the number who said 
they might buy. 

For housing plans, the survey even 
rook a look into 1953. What it saw 
was encouraging. Those who plan to 
buy a new house in 1953 are at least as 
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large as those who plan to buy this 
year 
e Price Is a Problem—The 1952 
price problem crops up several ways 
in the survey. For example: six out of 
ten persons interviewed said this was 
a poor time to buy; three out of ten 
said this was a good time to buy. One 
in ten didn’t express an opinion 

Put another way, it means twice as 
many people think this a poor time to 
buy as think it is a good time. And 
high prices are the chief reason given 
by those who think it is a poor time 

Consumers don’t seem to be saying 


this with any idea of waiting a few 
months for an expected down-turn in 
price. Just the opposite. Six out of ten 
said they think prices will rise during 
the year. Three out of ten think prices 
will hold even, and only one out of ten 
expects a drop. 
Consumers are 
pected income—for every one who ex- 
pects a decrease, four expect an in 
crease. But one-third think prices will 
go up during the year more than their 


cheerful about ex 


incomes. 

In all, the Federal Reserve experts 
conclude that consumers intend to be 
moderate in their purchase of consum 
er durables this year, following the 
1951 pattern at somewhat lower levels 
Of course, a change in the interna- 
tional situation, or a series of domestic 
events which make more inflation look 
certain, could change consumers in 


The Federal Re 


serve is careful not to make predic 


tentions in a hurry 


tions based on the survey. It just says 


as of January-February, this is what 


consumers said their intentions were 


NAED Convention Set for June 8-12 





Sunday, June 8 
Monday, June 9 
Tuesday, June 10 


Wednesday, June 11 





Conference Booth Center Hours 








4IMALANCED Distribution in To 


day's Economy” will be the theme 


of this year’s National Assn. of Elec 
trical Distributors’ annual convention, 
scheduled for Atlantic City, from June 
8 through June 12. 

The balancing of the distribution of 
electrical products between civilian 
and military requirements in today’s 
economy sets the pace for the conven- 
tion program, according to Charles G 
Pyle, executive director of NAED 
Prominent executives from industry 
and government will participate in the 
sessions and panel discussions by chair- 
men of the association's many active 
committees will also be featured 

e FTC Member to Speak—The 


general convention session will be held 


on Wednesday, June 11, with Lowell 
B. Mason, Federal 
Trade Commission, the main speaker 


Meetings of the apparatus and sup 


member of the 


ply division will be held on the after 
noons of June 9 and 10. The appliance 
division meetings will be held in the 
morning and afternoon of June 12 
with a special luncheon for the ap 
pm. B. A 
Sunbeam 
Corp., will be one of the main speak- 
ers at the appliance division meetings 

e Awards to Be Made—Other 
convention features include a specially 
prepared presentation on 
housewares by the electric housewares 
section of NEMA, and the presenting 
of the Junior Achievement award for 


pliance division at | 
Graham, president of the 


electric 
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Even older than the history of the convention is the name of 
“PARANITE.” It has been actively identified with high quality wire for 
62 years. This background of accomplishment is your guarantee that, 


“If its PARANITE it’s right!” 


44TH ANNUAL NAED CONVENTION 
JUNE 8—12 


You'll find our representatives in Conference 
Booth No. 84 at the Ambassador Hotel 


IF IT’S PARANITE IT’S RIGHT! 


PARANITE WIRE AND CABLE 


Division of ESSEX WIRE CORPORATION 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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the outstanding electrical product made 
by a junior achievement company, sub- 
mitted in the national contest, as well 
as the announcement of the nine as- 
sociation scholarships for Junior 
Achievers. 

The board of governors’ reception 
to new members and honorary mem 
bers will be held the evening of June 
9. The father and son dinner will be 
held the evening of June 10 

More 200 booths 


will be located in the conference booth 


than conference 
center where distributors and their sup- 
pliers can meet at the Ambassador Ho- 
tel, headquarters for the convention 
Convention sessions will Be held in 
Westminster Hall of the Chelsea Hotel 

Advanced been 


made by over 2,000 persons for the 


registration has 


convention, Mr. Pyle reports 


EEI Head Chides U.S. on Power Program 


® George M. Gadsby charges federal government is now 
‘openly and directly in the power business’ 
@ Annual sales conference in Chicago is told cheap pric- 


ing of government power rests on tax exemption 


HICAGO— Spread of federal own- 

ership and operation of electric 
power systems for supplying the public 
has all the coloration of socialism,” 
George M. Gadsby, president of Edi- 
son Electric Institute, told the more 
than 900 persons attending the EEI 
annual sales conference last month 

Mr. Gadsby charged that the “early 


Electrical Events in Los Angeles 


ULTRA-MODERN BUILDING at 5340 E. Harbor St., 


Los Angeles, was re- 


cently occupied by the Los Angeles branch of the John A. Roebling’s Sons 


Co., Trenton, N. ]} 


The 44,500 feet 


f floor space is scientifically laid out 


to provide spacious offices, facilities for quick service and efficient storage 


a 


ies 


4d 


SIGNING of a distributor franchise took place recently in Los Angeles be- 


tween International Harvester Co 


and Gough Industries, Inc 


Seated from 


left are R. H. Burnside, IH executive; P. G. Gough, president-founder of the 


distributing firm 
Standing from left are L. J 


both of Gough; and W. O. Bolitho and D. L. Tucker 
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and R. D. Kingdon, western regional sales manager for 1H 
DeMars, of IH; W. C. Lannin and S. T. Bell, 


of lH 


pretext of “incidental power has been 
cast aside and the federal government, 
through the Department of the In- 
terior, is now openly and directly in 
the power business, determined to es- 
tablish the greatest and one of the most 
politically powerful monopolies ever 
conceived in a free country.’ 

e Work Opposed — The speaker, in 
one of the major addresses at the four- 
day conference, said the Kings River 
development in California by the Pa- 
cific and Electric Co. and the 
Roanoke Rapids plant in Virginia, on 
which the Virginia Electric Power Co 
has started work, “are being vigorously 
contested by the Secretary of the In 


Gas 


terior.” 

He said the secretary is protesting 
on the ground that sometime “in the 
future the federal government expects 
to put power plants on these streams 
the investor-owned 
have no business building plants which 
may interfere with the plans of the de 
partment. As clearly stated by the sec 
retary in connection with the Roanoke 
Rapids case, construction by the Vir- 
ginia Electric Power Co. would consti- 
tute it a competitor with the federal 
government in the sale of power.” 

Declaring that this is not only so 
cialism, but “socialism rampant,” he 
said it is an attempt to use the “power 
of government to prevent investment 
of funds by American citizens in a 
proprietary enterprise which they are 
fully qualified by experience and finan 
cial ability to carry forward 
e Cost Is Low—Calling attention to 
the fact that the cost of electric service 
is an extremely small part of industrial 
costs and the home budget, the EEI 
president said last year electricity rep 
resented 14g cents out of the dollar 
value of goods and services produced 
and only seven-eighths of a cent per 
dollar of personal income. “Yet ‘cheap 
government power’ has been an effec 
tive shibboleth of the Washington 
planners,” the speaker declared 

“How many times we have seen the 


and companies 


(Continued on page 163) 
























































ALL-STEEL EQUIPMENT hie —800 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED** 
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D. P. A. NEWS DIGEST 





Industry Wants M-86 Scrapped 


e Distributors Industry Advisory Committee sees sad 


chance of survival under present system 


e@ Recommends standardization and conservation meas- 


ures by government in uses of copper 


T a meetirg with the National Pro- 
duction Authority last month, 
members of the Electrical Apparatus 
and Supply Distributors Industry Ad- 
visory Committee recommended a basic 
change in the Controlled Materials 
Plan for copper wire mill products, 
stating in effect, they were selling 
themselves out of business 

The committee members reported 
that inventory replenishment of wire 
and cable delivered to customers in 
October, 1951, still is far short of the 
amount they are authorized to receive, 
and that replacement of current de- 
liveries is unsatisfactory. They recom- 
mended that order M-86 (copper wire 
mill products distributors’ order) be 
revoked. They asked that producers set 
aside a percentage of their production 
for delivery on military orders and dis- 
tribute the remainder equitably on un- 
rated orders to established accounts. 

Other recommendations made by the 
committee are: 

e Authorize copper wire and cable 
distributors to use allotment symbol 
X-6 to purchase surplus stocks of non- 
standard items. Such purchases should 
not be charged against their inven- 
tories. 

e Adoption by Government agen- 
cies of standardization and conserva- 
tion measures in the use of copper, 
urging production of only single braid 
wire in sizes 14 to 8, and double braid 
in sizes 8 and up. 

e Production of R-type wire be dis- 
continued altogether and that alumi- 
num conductor production be confined 
to items that would not require re- 
design of circuit fittings. Copper wire 
for machine tools could be standard- 
ized with appreciable conservation of 
material, the committee contended 

NPA in turn was sympathetic to the 
committee's requests, and made the 
following announcements 
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e An amendment to order M-86 will 
be forthcoming shortly. It will provide 
high band priority status for replace- 
ment of inventory delivered on military 
Z-2 and B-5 orders 

e A small quantity of aluminum 
metal has been earmarked for produc- 
tion of wire and cable for delivery 
against certifications under the con- 
struction regulations. Number 12 is the 
smallest size contemplated for produc- 
tion of aluminum insulated or covered 
conductors 

e A proposed amendment to modify 
rating authority for B products is con- 
templated. The proposal would amend 
Direction 3 to NPA 2, and would add 
a large number of B products to the 
exclusion list but the producers would 
not be subject to any priority rating 
except A through E (military and 
AEC) and Z-2 (machine tool produc- 
tion). 

The proposed amendment was en- 
dorsed by the committee members 
They also reported satisfaction with 
order M-17 (electrical conduit) which 
permits manufacturers to ship 25 per 
cent of their total production on un- 
rated orders. The committee stated that 
the supply situation generally is satis- 
factory, but reiterated dissatisfaction 
with the copper wire and cable situa- 
tion, which, they said, is worsening 

Members of the committee who 
attended this meeting are: 

L. E. Barrett, Barrett Electric Supply 
Co., St. Louis; Fred G. Goss, Electrical 
Supplies Distributing Co., San Diego; 
C. T. Shropshire, General Electric 
Supply Corp., Bridgeport, Conn.; 
George F. Hessler, Graybar Electric Co., 
New York; R. M. Johannesen, 
Johannesen Electric Co., Inc., Greens- 
boro, N. C; Harry Byrne, Jr., North 
Coast Electric Co., Portland, Ore.; 
Charles M. Parr, Parr Electric Co., Inc., 
Newark; G. H. Fischer, J. George 


Fischer & Son, Saginaw, Mich.; D. W. 
Scarborough, Sears Roebuck & Co., 
Chicago; J. P. Hamblen, Southern Elec 
trical Supply Co., Houston; L. E. Sal 
mon, Tennessee Valley Electric Supply 
Co., Memphis; R. A. Stort, Tri-state 
Electrical Supply Co., Hagerstown, Md 


Ceilings: on Brand Articles 


Approval was granted by OPS for 
revised methods and standards of uni 
form dollars-and-cents retail ceiling 
pricts by those manufacturers and 
wholesalers of brand-name articles of 
merchandise who request them. The 
only requisite for the change is evi- 
dence that a manufacturer or whole- 
saler has historically suggested uniform 
resellers’ prices, and that retailers sold 
at those prices. 

This OPS action—Supplementary 
Regulation 4 to CPR 7, and Amend 
ment 16 to CPR 7—does not increase 
or decrease ceiling prices to the con- 
sumer. It says simply that brand names 
may be owned by manufacturers or 
wholesalers and that those whose re- 
quests for uniform retail prices are 
approved are generally required to 
mark or tag their brand-name articles 
with a distinctive tag or label. The 
action continues to make it possible 
for consumers to know that they are 
not paying more than OPS ceiling 
prices for brand-name articles. The 
new regulations, it was pointed out, do 
not prevent retailers from selling be 
low ceiling 

The new supplementary regulation 
replaces Section 43 of CPR 7. Those 
who received approval of uniform ceil 
ing prices under that section will have 
their individual orders revoked auto 
matically on the date ceiling prices 
for each of these firms are authorized 
under the new supplementary regula 
tion, or June 30, 1952, whichever date 
is earlier 

Under the new regulation, the pro 
cedure for establishment of uniform 
reseller's ceiling prices is almost auto 
matic in the sense that proposed ceil- 
ing prices may be considered approved 
by OPS 30 days after application or 
filing of additional data requested by 
the agency, unless notification is given 
to the contrary 

Generally, the new 
quire a listing of all branded articles 


standards re 


(Continued on page 162) 





NEW PRODUCTS 





EXHAUST FAN 
Herman Nelson Div., American Air 
Filter Co., Inc., Moline, Il. 





Direct-drive, vertical, propeller fan for 
exhaust use in kitchens, attics and lab- 
oratories is installed flush with the 
ceiling, with the totally enclosed motor 
and motor mountings concealed by the 
ceiling itself. Fan ranges in blade size 
from 14 to 36 inches. 


FLUORESCENT FIXTURE 
John P. Filbert Co., Inc., 2007 S. 


~ 


Vermont Ave., Los Angeles 7. 


Lighting unit using fluorescent tubes 
in a patented fixture gives an effect 
equivalent to daylight by blending red, 
blue and white tubes. Unit uses stand- 
ard Slimline lamps, and comes in 18- 
36- and 96-inch lengths 


LIGHTING SYSTEM 

Benjamin Electric Mfg. Co., Des 
Plaines, Ill. 

New lighting system utilizes a “grid- 
like” arrangement of pre-wired chan- 
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nels, single-pin T12 Slimline lamps 
j 

translucent shields. Because of 

translucent plastic shields, suspended 


and 


berween each row of lamps, system is 
said by manufacturer to reduce system 
brightnesses and provide more seeing 
comfort. 


MERCURY LAMP 
Westinghouse Electric Corp., Lamp 
Division, Bloomfield, N. J. 





Fluorescent mercury lamp provides a 
for all 
types of lighting service except those 


golden white light suitable 


where close color discrimination is in 
volved. New 1,000-watt, C-H12 lamp 
has a BT-56 bulb of specially devel 
oped isothermal shape that allows the 
phospher coating to function at maxi- 
mum efficiency, the manufacturer re- 
ports. Inside frosting provides better 
diffusion of light 


METER MOUNTING 


Murray Mfg. Corp., 1250 Atlantic 
Ave., Brooklyn 16. 


Heavy duty meter mounting device 
has a maximum current carrying Ca- 
pacity up to 200 amperes. It can be 
used with any standard four- or five- 
terminal self contained socket-type 
meter—single phase, three-wire net- 
work or three-phase, three-wire. Vise- 
jaw terminals made of high 
strength, high conductivity bronze 
operated by a standard one-half-inch 
hex-socket wrench. Bolt-type pressure 
connectors take line conductor sizes 
from No 6 to 4/0. 


are 


SAFETY PLUG 
F. H. Smith Mfg. Co., 3628 S. Blake 
St., Chicago 9. 





Safety plug has built-in replacement 
fuse. It reduces fire hazards caused by 
damaged electrical cords, according to 
its manufacturer, because its fuse in 
stantly breaks the circuit when a shor 


} 


occurs in connected lamps and exteh 


sion cords. It also converts a two-outle, 


wall socket into three outlets 


ALUMINUM BRACKET -__ 
Nepo Mfg. Co., 527 S. Wells St., 
Chicago 7 


Lightweight bracket, consisting of cast 


aluminum base and specially designed 
aluminum alloy bracket arm that can 
be folded for 


servicing iS 


against building wall 


easier available for use 
with all types of luminaries. The entire 
pounds and 


assembly weighs only 


has an overall length of 52 inches 


INDIRECT LUMINAIRES 
Day-Brite Lighting, Inc., 5411 Bul- 
wer Ave., St. Louis 7 


luminous indirect luminaire, 
and 40 


Enclosed 


for two 40-watt fluorescent 
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watt and 60-watt Slimline lamps, was 
developed for use in school classrooms 
drafting rooms and offices. Ir can be 
installed as a single unit or continuous 
fixtures of any length. A wireway fas 
tended to the ceiling supports the bal 
lasts and AJ adjustable hanger stems 
Snap-on wireway covers allow easy ac 

cess to the ballasts for servicing witl 

the rest of fixture 


out disturbing 


claims the manufacturer 


DOWNLIGHT 
Lighting, 





Silvray Inc., R.K.O 


Bldg., Radio City, New York 20 


Glare-free incandescent downlight 
makes use of low-cost, 100-watt A 

silvered bowl lamp. Unit is available 
for surface-mounted applications or 


for recessed installation 


ISOLATING TRANSFORMER 

Acme Electric Corp., Cuba, N.Y. 

Shielded 
vides a voltage supply source inde 
pendent of any line interference or 
disturbance on the primary side, the 
manufacturer states. The secondary 
winding of the transformer is en 
closed in a copper electrostatic shield 
Metallic shielded secondary cables ar« 
integrally attached to the copper shield 
Rating of line of transformers is 
from 14 KVA to 15 KVA, 120 or 
240 volts primary, 120 volts secondary 


isolating transformer pro 


May, 1952—ELECTRICAL WHOLESALING 


EXPLOSION-PROOF FIXTURE 


Appleton Electric Co., Wellington 
Ave., Chicago 13. 


emciency, 


and faster servicing 


explosion-prooft light 
he manufacture reports. It 


es ranging frot 


d for Class |] 


OU to 
Gre ups 
ous locations. The en 


100d 18 a con 


tne 
and combined with 
lor provides even 


id cooler operation. 


og 


Paragon Electric Co., Two Rivers, 
W is. 


Seven-day calendar dial switch has day 


of the week separated from every other 


day, is graduated into hours and half 


hours, as well as day and night periods 


listinctly separat Operations trom 


off,” or the reverse, can be ac 


curately set as close as three hours 


on to 


apart, and are completely adjustable 
throughout each 24-hour day in the 
week, the manufacturer states. Dial set 
tings on switch show how heat may be 
cut down on Saturday noon, and 


Monday 


30 volts 


sumed on Available in 


1!5 and ? and 25, 50 and 60 


cycles 





BRANDED CABLE 


Western Insulated Wire Co., 2425 
E. 30th St., Los Angeles 58. 


New practice of branding full identify- 
ing data into cord and cable jackets 
makes them use. 
To simplify cut 
lengths, the brand name is repeated 


more convenient to 


measurement of 


every two feet 


RECESSED REFLECTOR 


Holophane Co., Inc., 352 Madison 
Ave., New York 17. 


Square reflector has a dome shaped top 
section in which the opening for the 
side entrance of lamp is placed. Over 
all depth is reduced since lamp is 
Reflector is lo 


cated as Close as possible to lens, re 


mounted on its side 


sulting in a minimum of light lost in 


the gap between lens and reflector 
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——NEW PRODUCTS—— 


HAIR DRYER features an adjustable stand which permits easy tilting 
to any desired angle and a heat control which permits adjustment of 


heat intensity, in addition to hot-cold switches. It may be removed from 
stand for hand use. The manufacturer is Hamiiton Beach Co., Division 


of Scovill Mfg. Co., Racine, Wis 


—=—======NEW PRODUCT 





Radiant Heat Fixture—Single, com 
pact, ceiling unit provides radiant heat 
plus overhead light. Heating element 
surrounds center lens which provides 
diffused light. Appleman Glass Works, 
Bergenfield, N. J 


Cyclometer Register—Increased legi- 
bility of new cyclometer register has 
been accomplished by use of figures 
four times the size of average cyclom- 
eter-register figures. Magnetic storage 
and release effect eliminates partially 
turned or obscured figures on register, 
designed for most singlephase and 
polyphase watthour meters. General 
Electric Co., Meter and 
Dept., Schenectady, N. Y 


Instrument 


Roller-Tray Oven—Suited for the 
production of small parts and medium 
production of larger sized parts, roller 
tray oven gives conveyorized produc 
tion without 


conveyor equipment, 


manufacturer reports. Standard oven 
lengths are 24, 32, 48 and 96 inches, 
with shallow ovens and tall ovens for 
baking 18-inch-high parts. Wil-Son 


Mfg. Co., Cloverport, Ky 
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BRIEFS 





Wire Stripper — Heavy-duty, auto- 
matic wire stripper features a delayed- 
action This prevents wires 
from being crushed or bent, manufac- 
turer reports. Entire action 1S auto- 
matic; squeezing the handles causes the 
stripper to grip the wire, cut the in- 
sulation and strip it free. Wood Spe- 
cialty Mfg. Co., Rockford, ILL 


release 


Insulating Compound—Suitable for 
operating temperatures of minus 60 
degrees Centigrade to plus 120 degrees 
Centigrade, insulating compound can 
be used to insulate wires available for 
high temperatures and baking opera- 
tions such as transformer leads, coil 
and relay leads. Chester Cable Corp., 
Chester, N. Y 


Circuit Tracer — The necessity for 
more than one man on any ring-out 
job is eliminated by circuit tracer, 
manufacturer claims. It identifies un- 
coded wiring, shows grounds, opens, 
shorts on any conductor or between 
conductors, manufacturer states. E. W. 
Averill & Co., 403 W. Baltimore Ave., 


Detroit 2 


THIS AD 


THIS MONTH 


The 
THOMAS & BETTSjCO. 


Incorporated 
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» You can handle any grounding job with 
10 Standard T&B Engineered Parts! 


Cut Inventory . . . Save Time . . . Stock 5 Clamps 
and 5 Hubs... Make 30 Ground Fitting 
Combinations—IN SECONDS! 


FOR INSTANCE. . . 

You can run conduit-protected ground wire 
through any conduit size from 1” to 1”—and 
ground both conduit and wire to any water pipe 
from 14” to 6”. Just combine the conduit hub 
and water pipe clamp you want. 

You can ground #8, 6 or 4 armored wire to the 
same range of pipe sizes. Just bolt an armored- 
wire hub to the right size clamp. 

Or you can attach #8, 6 or 4 bare wire to the 
solderless grip on the clamp—no hub needed! 


T&B ENGINEERED FEATURES for lowest installed cost 


No soldering—Hubs and clamps have built in 
solderless connectors . . . Easily installed—with 
wrench or screwdriver . . . Flexible—teeth on 
hubs and clamps permit locking at any angle. 
When enclosed ground conductor required, use 
combination of hub and clamp. Clamps can be 
used alone with bare ground conductor up to #4 
wire ... UL approved, meets 1951 NEC Code. 


ENGINEERED RIGHT . . . DISTRIBUTED RIGHT! 


T&B Engineered Hubs and Clamps, like all T&B 
quality fittings, are designed for lowest installed 
cost. Furnished 100% through T&B distribu- 
tors under the T&B Plan. 
Conference Booth 7A, N.A.E.D. Convention, Atlantic City, June 9-13 


THE THOMAS & BETTS CO. 
tee dee 


Elizabeth 1, New Jersey : 
Thomas & Betts, Ltd., Montreal, P. Q., Canada 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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~ 
BARHANGERS VOLTAGE TESTER —_— 


Square D. Co., 6060 Rivard St., 


Keystone Mfg. Co., Sherwood Ave., 
Detroit 11, Mich 


Center Line, Mich. 





New 1 lel voltage tester has a one- 
Four types of bar hangers have been 


lor ] 
siotted re- 
added to the Keystone line of electrical 


which provides 

prod. When 

1¢ prods may be 

end of the 

| shielding the 

ohn J. Paulding, Inc., New Bed- | shar it rods have 4-inch fibre 
& | 


wiring installation products. The 
hangers are brake-formed from 
inch by ! inch band steel, with 


rounded mill edges. Sliding studs are APPLIANCE SWITCH 


easy working and double strengtn for 


lurability, the manufacturer re port , 7 
Hangers are available in ford Mass. — ae eeeanat ia Seen 
shallow, deep or universal offset types Double-pole irpened to pierce in 
iS Separate units or in combination ble of 
outlet box and bar hanger assemblies 


lrage range covers 110 
volts ac and 125-250- 
101 Testers are available 
Standard igths include 1914 inches | 

1 } > } 100 cycie Ssys- 
-l inches and 24 inches, while spe ’ 


cial lengths are furnished on request 


~via 


PORTABLE FIXTURE 


Silvray Lighting, Inc., R.K.O. Bldg., a 


Radio City, New York 20. 
CONNECTOR o ee AIR CIRCULATOR 


Gem Electric Mfg. Co., Inc., 237 











to install, says tl t rer. and Baldor Electric Co., 4351-67 Dun- 
37th St., Brooklyn, N.Y. n lin por ete d can Ave., St. Louis 10, Mo. 
Heavy-duty rubber grip connector has with sv ling devic t h te J ’4-inch and 30-inch air circulator 
cord grip clamp complete with cap. housing, porcelain adapter receptacle, has adjustable floor column to vary 
It is rated at 15 amperes, 125 volts minum reflector ntric louver, the distance between the floor and the 
and 10 amperes, 250 volts. Listed by nd nches it rall height te 1¢ fan blade. Both sizes 
Underwriters’ Laboratories, it is inter he unit's effectiveness exceeds that available in ceiling suspension and 
changeable with all standard parallel quipment using 150-watt reflector or counter column types. Orher features 
devices of this type. Comes complete ) tor | ts manufacturer include capacity start, capacity run 
with cap and strain relief clamp ort motor 
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News Notes 
A.E.D. 


From 


By William C. Pirie, 
Public Relations Manager 
National Association of Electrical Distributors 


CONVENTION HAS RECORD 
ADVANCE REGISTRATION 

With 
at over 2,000, the 
pointing 
record attendance, according to Exec- 
utive Director Chas. G. Pyle 

The which opens on 
June 8 at Atlantic City, New Jersey, 


the pre-convention registra- 
i4th Annual 


toward a 


tion 
Convention ts 


convention, 


and ends June 12, will be held in the 
Ambassador and Chelsea Hotels with 
meetings in the Westminster Hall of 
the Chelsea 

Prominent executives from industry 
and officials from government will par 
ticipate in an outstanding program 
designed to chart the course of the 
electrical distributor in the months 
ahead 

Keynote speaker at the general ses 
sion on Wednesday morning, June 10, 
Lowell B. Mason, a 
member of the Federal Trade Com- 
Also at this session will be 


will be the Hon 


mission 
made the award to the Junior Achieve- 
ment company producing the best 
electrical product selected by N.A.E.D.’s 
Junior Achievement Committee in the 
national competition, and the an 
nouncement of the association's Junior 
Achievement scholarship awards, one 
of which is established for each of the 
Association's nine zones 

Sessions for the Apparatus and Sup 
ply Division will be held on Monday 
afternoon, June 9, and Tuesday after- 
noon, June 10. The Appliance Division 
sessions will be held in the morning 
and afternoon of Thursday, June 12, 
with a luncheon for the entire division 
between the sessions 

Special features will include an 
electric housewares presentation by the 
Electric Housewares Section of NEMA; 
the ever-popular Father and Son din- 
ner, and the Board of Governors’ re- 
ception for new members and honorary 
life members 
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Executive Director Pyle also has an- 
nounced that over 200 manufacturer 
conference booths will be located on 
the lounge floor of the Ambassador 
Hotel and thar this area will be open 
at convenient hours to enable N.A.E.D. 
members to meet with their suppliers. 


N.A.E.D. MEMBERS MEET 
WITH DEFENSE OFFICIALS 


The essential and vital functions of 
the electrical distributor in our econ- 
omy today were presented to Depart 
ment of Defense officials by N.A.E.D 
members at a meeting in the Pentagon 
Building, Washington, D.C., on April 
10. More than 30 association members 
from Executive Committee and 
the Board of Governors, as well as 


the 


committee chairmen, attended 

An all-day meeting, the morning 
session opened with association mem- 
bers being briefed on the status of the 
military situation as of April 10. The 
briefing was done by Brigadier General 
A. Robert Ginsburgh, U.S.A.F., Office 
of Secretary of Defense. General 
Ginsburgh, it will be recalled, was one 
of the key speakers at the 43rd Annual 
N.A.E.D. Convention in 1951 

At the afternoon session, following 
a luncheon at the Pentagon, the story 
of distribution was presented to the 
military by a group of association mem- 
bers with President W. G. Peirce, Jr., 
as chairman of the meeting. Participat- 
ing in the presentation were George F. 
Hessler of N.A.E.D.’s Executive Com- 
mittee and E. B. Ingraham, former as- 
sociation president 

This most informative meeting was 
arranged by Commander Clarence 
Cisin of the Public Relations Division 
of the Department of Defense in con- 
junction with the N.A.E.D. Public Re- 
lations Committee for Cooperation 
with the Department of Defense 


N.A.E.D. COMMITTEE URGES 
COPPER SCRAP COOPERATION 


At the recent meeting of the Wires 
and Cables and Armored Conductor 
Committee, the importance of a con- 
certed and continuous drive by elec- 
trical distributors to get in copper 
scrap was urged by Chairman C. O 
Stoike 

Stating that 20 to 25 per cent of 
the copper produced today comes from 
scrap, Mr. Stoike pointed out that 
the electrical distributor can render a 
real service in the copper scrap re- 
covery program. 

First the electrical 
dig out the copper scrap in his place 
and secondly, he 


distributor can 


of business, 
initiate a program of scrap recovery 


can 


by his electrical contractor, industrial 
and Such a 
program can well be promoted through 


commercial customers 
his sales force 

Proof of the importance of copper 
scrap recovery is contained in a recent 
N.P.A. release setting forth that it is 
estimated that second quarter C.M.P 
copper orders can be filled by careful 
distribution of available supplies. The 
basis for this estimate is the increased 
flow of copper and brass scrap 


BOSTON SESSION WINDS UP 
WINTER-SPRING AREA MEETS 


The winter-spring N.A.E.D. meet- 
ings ended that held in the 
Engineers Club, Boston, on Wednes- 
day, April 2. Highlights of the many 
recent association committee meetings 
were reviewed for the large attendance 
by Executive Secretary Al Byers. Exec- 
utive Director Pyle brought the mem- 
bers up-to-date on current Washing- 
ton activities affecting the operation 


with 


of the electrical distributor 


(Continued on page |62) 








BREAK-PROOF 
SHOCK-PROOF 


Screw Drivers 


More Sizes... More Types... More Kits 
Are Available To You... From VACO 


@ No more “lost sales’ when you carry Vaco ... the nationally 
advertised, nationally known line of quality drivers with famous 
Amberyl S/B (slo-burn) handle. Whatever your customer wants 
... screw drivers, nut drivers... special purpose kits .. . unusual 
bit styles... “‘reversibles” ...interchangeable blade 
drivers ... they're all available from this one source. 
And to help you get those extra impulse 
sales, Vaco offers you more counter dis- 
plays, more “buy off the board” and 
permanent wall displays than any other 
manufacturer in the business! Quality ? 
It's “tops’’! Prices? In line! Margins? 
Your full profit every time! 


Fire Safe 
Handles! 


Let This Display 
Help You Sell 


The Vaco C 110U permanent wall display 
shows 30 different drivers to everyone 
who sees it... acts as a perpetual silent 
salesman. Order one today for extra sales 
and extra profits! 


Get Your FREE Copy 
of this Handy, Illustrated 
Catalog and Reference Book 


You con't afford to be without this veritable gold mine of 
information! Tells you all about bit sizes to fit every 
screw ... lists the various drivers by type ond size. Amply 
illustrated in color. Order your copy, today 


in Canada: Vaco-Lynn Products Co., Ltd. 
204 Laurier Ave., W., Montreal 8, Quebec 
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These local area meetings, long an 
important association activity, are 
widely attended by members and their 
executives. They afford the members 
a first-hand opportunity to meet with 
other members in their area, as well 
as with members of the headquarter’s 
staff, and discuss industry problems 
that have special interest to them. 


HOUSEWARES CAMPAIGN 
GAINING MOMENTUM 


With the spring phase of the 
NEMA electric housewares gift cam- 
paign well under way, reports from 
association members indicate great in- 
terest throughout the country 

This long-range program, designed 
to help appliance dealers attract, sell 
and hold the gift market permanently 
is aimed at building electric house 
wares into a billion-dollar market 

A special sub-committee of N.A 
E.D.’s Electrical Housewares Commit- 
tee is now hard at work establishing 
a step-by-step plan whereby association 
members can better adopt the NEMA 
program to their own individual use 
Serving on this sub-committee are J 
R. West, chairman, Graybar Electric 
Co., Inc., New York City; John T 
O'Brien, Peirce-Phelps, Inc., Philadel- 
phia; J. B. O'Neil, Masback, Inc., 
New York City; and J. H. Beller, 
Beller Electric Co., Newark 





D.P.A. News Digest 
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in each category sold at uniform prices 
during the base period and a listing 
of the corresponding markups and sell- 
ing prices for the articles. The base 
period is the calendar year 1950. This 
information must be filed with OPS 
together with the proposed ceiling and 
markups for every article uniformly 
priced. The proposed markup on any 
article in a category must be the same 
as the markup on the article during 
the base period 

In obtaining authorization of uni- 
form resellers’ ceiling prices under 
this supplementary regulation, every 
manufacturer or distributor of branded 
articles is made responsible for getting 
notices of the ceilings into the hands 
of all persons to whom he delivers. 
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Ceilings on Copper Scrap 


Ceilings on dealer-to-dealer sales of 
copper scrap and copper alloy scrap, 
along with a number of changes also 
designed to improve the flow of this 
scrap to industrial users, were an- 
nounced by the Office of Price Stabil 
ization 

The OPS action (Ceiling Price Reg 
ulation 46, Amendment 2) sets ceil 
ings on dealer-to-dealer transactions, 
previously exempt from price control, 
which are identical with ceilings al- 
ready provided for other persons. In 
addition, the action permits payment 
of a maximum premium of 154 cents 
per pound on sales between dealers 
Smaller dealers now need not with- 
hold their scrap from the market un 
til they have accumulated an amount 
entitling them toa quantity premium 
They may, instead, buy from other 
dealers at the maximum premium of 
134 cents per pound and then take ad 
vantage of the quantity premium 

Among other provisions under the 
amendment are the following 

e Sellers of unique alloys of scrap 
not listed in the regulation may obtain 
ceilings upon application to OPS 

e Now permitted is payment of a 
preparation fee by a copper refiner or 
1 brass or bronze ingot manufacturer 
for scrap which he does not use in the 
refining of copper or the production 
of brass or bronze ingots. The pay 
ment of these preparation premiums 
is to be determined on the basis of 
the product to be made from the scrap 
and is not dependent on the industrial 


classification of the purchaser 





EEI Convention 
(Continued from page 153) 





statement that the billions of tax 
payers’ money are necessary to pro 
duce ‘cheap power’ for development of 
mineral resources,” Mr. Gadsby stated 
“The one great fact which is never 
brought out is that the cheap pricing 
of government pe ywer rests on tax e€x- 
emption 

e Has Large Program—-A “magnifi 
cent record of accomplishment” was 
the manner in which Mr. Gadsby 
termed the power industry. “It has 
never planned in a small way,” he 
pointed out. “No other group in the 
entire economy has a larger expansion 
program. Out of approximately $40 
billion spent in 1951 and to be spent 
in 1952, the combined electric and gas 
industries account for $7.6 billion, 
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He’s a good 
salesman, full 
of life and 
eager to 


=start! 


OU can't resist a COP*. He’s always on the job . . . ready 

to start fluorescent tubes, cut out bad ones, or protect cir- 
cuits. He saves your customers’ money and keeps them coming 
back to you. 

The ROBOT COP, newest of Sylvania’s “finest,” starts tubes 
under the toughest conditions. He keeps good tubes on the job 
... for keeps. That's because he cuts out bad ones and resets 
himself automatically when a tube is replaced 

And remember, the low-cost GLOSTAT starts fast, lasts 
long, and takes terrific punishment. 

There’s a Sylvania starter for every fluorescent installation 
Every day more dealers profit by selling Sylvania. So stock up 
now! Put Sylvania starters on your sales force. For complete 
details address: Sylvania Electric Products Inc., Dept. L-3205A, 
1740 Broadway, New York 19, N. Y. 


°COP stands for Sylvania’s Cutout Premium Starter 


SYLVANMIA 


FLUORESCENT TUBES, SIGN TUBING, FIXTURES, WIRING DEVICES; LIGHT BULBS; 
RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST 
EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 


eT 


ee a 
a= on Gn on oe eee 
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FARADAY 
SIGNALS FOR INDUSTRY 


When you stock and sell name 
brand equipment, you are doing 
everyone a service. The complete 
Faraday line—either individual 
devices or complete signaling sys- 
tems—is “tailor-made"’ to suit 
every department noise level. 
Model ATL-700 bell (left) is a 
typical in-plant vibrating bell built 
for rugged use. Be top-brand con- 
scious your next stock order and 
keep your customers with Fara- 
day units. 


ATL BELL 





BUILD BETTER BUSINESS 


Stock a complete line 
of the best in signaling equipment 


Be sure you have it 
when they need it! 














FARADAY SIGNALS 
FOR THE HOME 


Despite the slack-off in more ex- 
pensive housing, residential wiring 
continues to be a busy field. Here 
again, quality of product, delivery 
time are important factors in keep- 
ing customers on schedule 

and pleased with results. 
Stock a complete line of Fara- 

day push buttons and signal- 

ing devices to have the best 

on hand when it’s needed. 


NO. 500 BELL 


NO. 501 BUZZER 





) HOLTZER-CA8OT FARADAY STANLEY & PATTERSON ( 
CONSOLIDATED BY: 


fahaday Ine. 
ADRIAN, MICHIGAN 


BELLS - BUZZERS + HORNS « CHIMES + VISUAL 
AND AUDIBLE PAGING DEVICES AND SYSTEMS 





which is 19 per cent of the total.” 

Mr. Gadsby is president of the Utah 
Power & Light Co., Salt Lake City. 

In a speech entitled “Developing 
Commercial Business through the 
Electrical Leagues,” J. F. Gaskill, sales 
manager of the Philadelphia Electric 
Co., summarized the advantages of es- 
tablishing electrical leagues 
e Organization Needed — There is 
no substitute for organized cooperation 
in an industry, said Mr. Gaskill, in 
which “widely differing products from 
several components of that industry 
must be combined to complete a sale. 
The industry has long felt the need of 
organizing and has developed electrical 
leagues and associations which have 
fostered general and residential promo- 
tion work, he reported. 

The leagues were criticized by the 
speaker, however, for not having cov- 
ered as adequately as possible commer- 
cial and industrial selling. “The vehi- 
cle,” he said, “and the need for both 
there.” 


Canadian G.E. Appoints 
Managers of Pacific Div. 


VANCOUVER, B.C._—S. E. Erskine 
has been appointed manager of the 
Pacific district of Canadian General 
Electric’s apparatus division, and S. V 
Grisdale has been appointed manager 
of the Pacific district of Canadian G.E.’ 
wholesale division, with special respon- 


s 


sibilities for industrial supplies, lamps 
and appliances 

Mr. Erskine is well known in British 
Columbia and has had varied experi- 
ence with the Vancouver branch of 
the company. He was born in Australia, 
educated in Great Britain, and joined 





HARRY T. BUSSMAN (left) was 
honored at recent St. Paul Electrical 
Industry Conference. Presenting 50- 
year Golden Jubilee Award Certificate 
to the vice president of Bussman Mfg 
Co., St. Louis, is William A. Ritt, co 
founder of the award program 
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CALENDAR OF EVENTS | 


Edison Electric Institute 
Annual Convention 
Cleveland, June 2-4 
National Assn. of Electrical Distributors 
Annual Convention 
Atlantic City, June 8-13 
Illuminating Engineering Society 
Northeastern Regional Conference 
Swamscott, Mass., June 19-20 
American Institute of Electrical Engineers 
Summer General Meeting 
Hotel Nicollett 
Minneapolis, June 23-27 
Housewares & Home Appliance Manu- 
facturers 
National Exhibition 
Atlantic City, July 7-13 
American Institute of Electrical Engi- 
neers 
Pacific General Meeting 
Phoenix, August 19-22 
Illuminating Engineering Society 
National Technical Conference 
Edgewater Beach Hotel 
Chicago, Sept. 8-13 
National Electronics Conference 
Eighth Annual Conference 
Sherman Hotel 
Chicago, Sept. 29-Oct. 1 
National Electrical Manufacturers Assn. 
Haddon Hall Hotel 
Atlantic City, Nov. 10-13 


the CG.E. in 1927 in Toronto. He 
transferred to Vancouver in 1930. He 
was in charge of the engineering 
service division for a number of years, 
and was appointed manager of the 
apparatus division in Vancouver in 
1947. 

Mr. Grisdale was graduated from 
McGill University and was a sales en- 
gineer with CGE. in Toronto and 
Montreal before he joined the R.C.A.F 
Since the war, he has held executive 
posts with CG.E. in the Maritimes, 
his latest position being manager in 
New Brunswick 

Offices and warehouse facilities of 
CG.E. in Vancouver, Victoria, Trail, 
Kelowna, Prince Rupert and Prince 
George have now been integrated into 
the organizations of the two new dis- 
trict Managers 

W. Alex Williamson, former head 
of the C.G.E. staff of Vancouver, has re- 
ceived an important promotion in the 
national organization of the C.G.E 


Prices Revised by Admiral 
Now Include Federal Tax 


CHICAGO—Admiral Corp. has re- 
vised its television pricing structure 
to include the federal excise tax in list 
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a oF THE WIREMOLD COMPANY 
HARTFORD 10, CONN., DEPT. E 


Please send me o copy of the PANCAKE bulletin 


Nome 
THE WIREMOLD COMPANY 


HARTFORD 10, CONNECTICUT 


Company 


Address 


City 





Clesurpassed for Qualls 


> >® 
with? 6® underwriters’ acceptance 


dependable service 
design and workmanship 


choice of materials 


*Universally recognized as a definite mark 

of quality Underwriters’ Laboratories, Inc. label of acceptance 
applies to all applicable products manufactured 

under the LEVOLIER trade-mark. Even these rigid requirements 
are exceeded by two to three times with McGill as 

manufacturing standards of perfection are set at this level. 
Endurance tests prove that you can rely on McGill 


product superiority. 


Available from your electrical wholesaler 


No. 4100 Series Industrial Socket is 
rated at 660 watts 250 volts. Uses the 
proven Levolier mechanism with such 
features as heavier screw shell, cap and 
casing lock and double wall thickness 
to withstand pull. Eliminates costly 
replacement in rugged industrial serv- 
ice. ¥g", ¥g” and pendant cap, brushed 
brass finish. Write for Catalog No. 49. 


ae 


No. 25 
6A “T” 125V 


ronetietilinpmnncn tla 


No. 4100 
Industrial Socket 
660 Watt 250 Volt 


No. 41 No. 1010 
6A “T" 125V 10A “T" 125V 


Underwriters’ Laboratories Inc., Inspected 


onty MGILL 
MAKES Zerctier 


SWITCHES } 
electrical 


~spectalties 
McGill Manufacturing Co., Inc., 250 N. Campbell St., Valparaiso, Indiana 
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prices, in addition to the current one- 
warranty on picture tube and 
standard 90-day parts warranty, W. C 
Johnson, vice president and general 


year 


sales manager, has announced. 

Now when a prospective customer 
reads our advertised list price,” said 
Mr. Johnson, “he can be certain that 
the figure is all-inclusive and there are 
no extra or hidden charges. 


Paine Co. Completes Move 
To Its New Plant in IHlinois 


ADDISON, ILL.— The Paine Co., 
through its general manager, E. C. 
Hall, has reported that it has success- 
fully completed its nove from Chicago 
and is now located in its new plant 
here 

With 20,000 square feet of floor 
space in its plant here, the firm has 
increased its estimated capacity almost 
30 per cent. Over 80 per cent of the 
company’s employees decided to move 
with the concern, according to Mr. 
Hall, thus making it possible for the 
company to maintain virtually uninter- 
rupted production and deliveries to the 
trade 

The new plant is a modern one-story 
building combining office, factory and 
warehouse space 


Factory Addition Is Opened 
By Jones Metal Products 
WEST LAFAYETTE, OHIO—The 
Metal recently 
completed its new addition 


Jones Products Co 


factory 
here 

The new plant addition will house 
complete manufacturing facilities tor 
the production of porcelain enamelled 
metal tile, designed for home and com- 
mercial uses. It has 5,000 square feet 
ot floor space 

In celebration of the completion of 
the addition, and also in honor of the 
firm's 30th year as a company, Jones 
Metal open house 
celebration, and was host to over 4,000 


Products held an 


visitors 


N. J. Electrical Inspectors 
See Okonite’s Passaic Plant 
PASSAIC, N, J—Members of the 
New Jersey chapter of the International 
Assn. of Electrical Inspectors were 
guests recently of the Okonite Co. here. 
The organization's regular monthly 
business meeting was supplemented by 
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M. C. YERIGAN, service manager for 
General Mills home appliances, has 
been given a leave of absence to be 
come unit chief of the consumer dur 
able goods division for the National 
Production Authority. He will be in 
charge of electrical housewares, fans 
and lamps 





a guided tour through the entire manu 
facturing facilities of Okonite’s Passaic 
plant and by 
provided to the organization through 
the courtesy of Okonite 

Program arrangements were directed 
by Okonite's 
Richard S. Hayes, and his assistant, 
Thomas G. Johnson. Guided tours were 
conducted by Michael Maziarz and 
Frank Gerety of Okonite’s sales de- 
partment, with members of Okonite’'s 


a refreshment period 


advertising manager, 


research and engineering staff on hand 
to answer technical questions 


Nepco Forms New Division 
PITTSBURGH - 


Products Corp. has announced the es 


National Electric 


tablishment of an electronics division, 
with headquarters at its Ambridge, Pa., 
plant. The new division will consist of 
two departments, television and radio, 
and radar. The TV and radio depart 
ment will be at Ambridge 
while the radar department will be lo- 


located 


cated at the firm's new million-dollar 
Elizabeth, N. J., plant 


Delta-Star Plans Expansion 


CHICAGO — Contracts have been 
signed for a $500,000 plant expansion 
program at Delta-Star Electric Co., di 
vision of H. K. Porter Co., Inc. The 
expansion program includes construc- 
tion of extensions on both the north 
and south ends of the main factory 
These new facilities will provide 30, 
000 square feet of additional assembly 
and machine shop space 
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SHORT 
CIRCUIT B 
LINK 


SOLDER 


SPRING 


MOVABLE 
CONTACT 


When the tripping tem 
peroture of the Trion's 
Therm-A-Trip melts the 
contact release, the move 
ble contact driven by its 
heovy spring opens the 
circuit, 


fora 


to blow 
. on overload 


It takes a long time to heat a block of 
copper hot enough to melt a piece of 
solder attached to it. Trion’s patented 
contact-release works in the same way 
The solder of its contact-release melts 
only when the copper mass of its mova- 
ble contact becomes sufficiently hot. 


Trion’s Therm-A-Trip element of solid 
copper is matched to the thermal ca- 
pacity of the motor or transformer 
it protects. 


Trion blows only when temperatures 
rise due to “sustained” over-currents 
It has the longest safe time-delay of any 
fuse five times longer than ordinary 
fuses. Thus does it give fullest pro- 
tection and prevent many unnecessary 
shut-downs 


1 Short Circuit Protection: 


Instantaneous cut-off on a short circuit. 


The short circuit link blows instantly. 


2 Overload Protection: 


THERM-A-TRIP’s positive matched heat control 
with the longest safe time-lag of any overload 
protective device sete oe safe starting for 


motors, and protection 


3 Cooling: 


rom single phasing 


Trion’s lower watt loss makes it the coolest opera- 
ting fuse of any type. Trion prevents overheating of 


switches and fuse clips 


A TRION FOR EVERY CIRCUIT. Trions are available in 141 Standard 
Sizes ranging from 1 to 600 amps for both 250 and 600 Volt circuits. Other 


sizes for these same voltages range from 1/10 amp to 9 amps 


Midget 


Sizes (%"' dia. by 1'4"’ long) vary from 1/10 amp to 10 amps. ASK FOR 
TRION OR WRITE FOR FREE TRION BULLETIN #506-A TODAY. 


THE CHASE-SHAW MUT co. 


372 MERRIMAC STREET - 


<Ss “ 


c-@-T Trionst ove QT we 


NEWBURYPORT, MASSACHUSETTS 


FUSE Wink 





























Series 230 HEETAIRES 
1250 to 3000 watts 


y.4 
‘ 


eterte)t es? 
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~ Series 200 HEETAIRES 
1000 to 2000 watts 


. 











Series 210 HEETAIRES 








Here’s how you can fill 
every auxiliary heating 
need of every BUILDER, 
CONTRACTOR, 

and HOME 

OWNER! 

















HEETAIRES . are manufactured in a complete 
range of types and sizes for every purpose . . . 
HEETAIRES 2 range in wattage from 1,000 to 
5,000 (120 and 240 volts), produce from 3,402 to 
20,472 BTU's per hour — for light, intermediate and 
heavy duty. 


ALL HEETAIRES are available with 
AUTOMATIC THERMOSTATIC HEAT CONTROLS 


All HEETAIRES can produce and maintain any 
desired temperature between 40° and 80° F. (with 
only a 2° differential at all times). This insures 
correct healthful comfort—uninterrupedly—quickly, 
wherever wanted. 
HEETAIRES are available in wall inserts and wall 
attachables — both with either built-in or external 
thermostatic controls. 
HEETAIRES are available in three heat types — 
radiant heat, heated air, fan-forced radiant heat. 
FAN-GLO HEETAIRES — Series 230 produce both 
kinds of heat—Jinfra-red rays plus fan-forced 
heated air. 
HEETAIRES Series 200 and Series 240 produce infra- 
red rays (radiant heat). 
HEETAIRES Series 250, Series 210, produce fan- 
forced heated air. 

Tested and listed under reexamination service by Uunderwriters' Lab- 

orotories, Inc. 

Thermostatic or Manval Control . Radiant Heat, Heated Air and 

Fan-Forced Radiant Heat Woll inserts and Wall Attachables. 

Write for the copyrighted 
“A GUIDE TO QUICK HEATING” 


ELECTRIC 
PRODUCTS, INC: 


PRODUCTS, INC. 


MARKEL 
RY VEE - 


| G. E. Lamp Div. Promotes 


H. J. Chanon, J. C. Forbes 


CLEVELAND — Henry J. Chanon, 
who has served for the past year as 


| manager of General Electric’s Light- 


ing Institute here at Nela Park, has 
been appointed manager of original 
installation sales for the company’s 
lamp division. 
Replacing Mr 
James ¢ 


Chanon will be 
Forbes, who for the past 
three years has served as supervisory 


H. J. Chanon J. C. Forbes 
engineer for the division's New York 
sales district 

The new manager of original in- 
stallation sales is a graduate of Ohio 
State University and joined G.E. at 
Nela Park in 1926. In 1936 he was 
awarded the company’s Coffin award 
for his work in designing an improved 
type of street-lighting system 

Mr. Forbes, an illuminating engi- 
neer, came to Nela Park in 1937, and 
is well known as an authority on in- 
dustrial lighting. He is a graduate of 
Cornell University 


Nesco Purchases Fleck, Inc. 


CHICAGO—Nesco, Inc., has pur- 
chased the business of Fleck, Inc., man- 
ufacturer of infrared broilers. Accord- 
ing to William Howlett, president of 
Nesco, the acquisition of Fleck, a New 
Jersey concern, is the first step by 
Nesco to widen its product lines sub- 
stantially in the specialty electrical ap- 
pliance field. 


Corning Opens New Office 


WASHINGTON — Corning Glass 
Works has opened a new district office 
here, with Charles L. Day as manager 
He will act in a liaison capacity be- 
tween Corning research, engineering 
and manufacturing groups and the 


| various agencies and departments of 
| the government. The office is located 


in Room 616, Kass Building, 711 14th 


3000 to 5000 watts 155 SENECA STREET BUFFALO 3, N.Y. St. NW. 
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Lower Prices Announced 
On Packaged Load Centers 


BROOKLYN, N. Y.—A new sales 
policy on its line of fully-magnetic 
load centers has been announced here 
by the Murray Manufacturing Corp 
The entire line of load centers, includ 
ing the 2, 6, 8, 12 and 20 breaker load 
centers, are available at price reduc 
tions up to 39 per cent when bought 
in a package 

A package consists of a load center 
with any number of circuit breakers 
up to the capacity of the specific de 
vice ordered, according to the com 


pany 


Burndy President Writes 
Book on Scientific Figures 


NEW YORK—tThe historic contro- 
versy between Luigi Galvani and Alles- 
sandro Volta which led to the dis 
covery of useful electricity is the sub- 
ject of a new monograph by Bern 
Dibner, president of Burndy Engineer 
ing ¢ 8) 

The book is illustrated with repro 
ductions of original manuscripts, 
paintings and murals, and is being dis 
tributed to Burndy personnel, repre 
sentatives and customers. The book is 
another in a series written by Mr. 
Dibner 


Advertising Mats Available 
For Electrical Contractors 


NEW YORK—tThe National Ade 
quate Wiring Bureau has made avail- 
able six ad mats for electrical contrac- 
tors. The mats are the second in a 
series of three planned for distribu- 
tion by the bureau 

The ads are designed to sell the 
contractor as a wiring expert, and are 
intended for regular insertion in the 
contractor's local newspaper 


Merchandising Formula 
Is Developed by Landers 


NEW BRITAIN, CONN. — A 
“leadership formula” designed to give 
distributors and dealers a larger share 
of the $250 million vacuum cleaner 
business in 1952 has been developed 
by Landers, Frary & Clark 

Announced by W. J. Cashman, di- 
rector of advertising for Landers, the 
formula is based on a series of plans 
for action whereby the distributor, 
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Atlantic City 
Week of June 9th 
Booth No. 159 


NEWART 


MANUFACTURING COMPANY 


6725 Machinery Avenue 
CLEVELAND 3, OHIO 











OFFER YOUR CUSTOMERS 
A COMPLETE LINE OF 
QUALITY WIRING DEVICES WITH 


When you sell KNOX 
Wiring Devices, you 
can be confident you 
are selling the finest. 
Every electrical item 
made by KNOX is 

backed by 30 years of 
the finest in engineer- 


ing and manufacturing 


know-how’ 


NO. 599 RANGE RECEPTACLE 


KNOX) 
mmm 








i : | 


ill 











KNOX PORCELAIN CORP. 


KNOXVILLE 


1, TENNESSEE 





SALES TRAINEE Ed McGlone (right 
f the vi f jent of Anaconda 
M eceives a final 
from Henry A 
ja engineer, at 
he leaves for 


a sales engineer 





lealer and dealers’ salesman can de 


vclop ways and means of increasing 
overall volume of sales. For the dis 
tributor, it helps to build lists of key 
lealers, according to Mr. Cashman 


Radio-TV Production Drops 
43% in First Months of ‘52 


w gerry TON Production of 
and television receivers in the 
two months of 1952 decreased 43 
under the corresponding 
of 19 according to the 
1i0-Television Manutacturers Assn 
mbined radio-TV set output 
20 8 units compared with 

1 the same 1951 period 
production amounted to 814,- 
sets and the radio output was 
908 receivers for the first two 


nths 


Prevention of Eye Strain 
Stressed at IES Meeting 


VICTORIA, B. ¢ Preservation of 

in vision by the prevention of eye 

was pre Ae is a first respon- 

he Illuminating Engineer 

y in an address recently be 

Pacific Northwest Regional 
Conterence here. 

The address was made by Samuel G 
Hibben, national president of the Il- 
luminating Engineering Sociery. Mr 
Hibben, who is director of applied 
lighting for the Westinghouse Lamp 
Division, Bloomfield, N. J., also traced 
the growth of lighting in the United 
States and Canada 

The rtwe y regional conference 
brought together some 200 IES mem- 
bers and guests at the Empress Hotel 
The second in a series of eight regional 
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conferences during 1952, the program 
was under the direction of Paul Don- 
nelly, of the Northern Electric Co 
| td > Vancouver, and E. W Thompson 
of the Pacific Distributing Co., also 
Vancouver. Regional Vice President K 
E. Hollingsworth, of the Puget Sound 
Power & Light Co., Seattle, Washing 
ton, assisted in the general planning 

Other speakers included Willard ¢ 
Brown, manager of engineering, lamp 
division, General Electric Co., Cleve- 
land, and Beverly A. Travis, consulting 
engineer, Seattle 


Sylvania Electronics Div. 
Builds New Headquarters 


NEW YORK ‘he Electronics di 
vision of Sylvania Electric Products 
Inc. is expanding its facilities with the 
construction of a new headquarters at 
Woburn, Mass., and a new plant at 
Newron, Mass 

Since 1945, the division's activities 
have been centered at 70 Forsyth St., 
Boston, where some 85,000 square feet 
have been devoted to the manufacture 
of crystals, strobotrons and microwave 
products. At the new electronics divi 
sion headquarters at Woburn, the firm 
will produce semi-conductor devices, 
microwave components and special 
electronic tubes. Fully equipped engi 
neering research and development fa 
cilities for crystals and tubes will also 
be permanently housed at Woburn 

At Newton, facilities are being in 
stalled for magnetron and klystron pro- 
duction. Both facilities are expected to 
be in operation by this summer. 


Sales Personnel Changes 
Made by National Electric 
PITTSBURGH A new sales and 


service department, together with a 
series of advancements within its na- 
tional sales structure, has been made 
by National Electric Products Corp., 
according to R. C. Bennett, Jr., vice 
president and general sales manager 
Vincent P. Oatis, Jr., has been 
named industrial sales manager in full 
charge of sales and service on National 
Electric's busway, Nepcoduct, wide 
range connectors, planeduct, industrial 
under-floorduct, terminal blocks and 
junction boxes. William A. Mallory 
has been named assistant industrial 
sales manager in charge of busway and 
related products. George E. Placier, Jr., 
recently transferred here from Nation 
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We make NO BONES about if... 
we think CLIFTON PRODUCTS | 
ARE THE BEST IN THEIR FIELD 


a 
~ 


Ss 


CLIFTON 
E. M. T. and Rigid Conduit 
WILL NOT FLAKE OR CHIP 


... because they are 
CLIFTON-hot-dipped 
galvanized 


ALL ANGLES AND The ‘est is most economical in the 
BENDS CAN BE MADE long run—and you are selling the 
WITHOUT CHIPPING BEST when you sell Clifton E.M.T. 

OR FLAKING and rigid conduit, because they are 
hot-dipped galvanized by the spe- 
cial Clifton process, which bonds 
the finish to the base metal. 
Hot-dipped galvanizing is an art 
which we feel we have perfected— 
and the result is a perfect coat of 
zinc inside and out. 


No more back-breaking lifts! All 
pipe in small sizes comes in easy- 
to-handle bundles, neatly strapped 
no ropes. 





CLIFTON CONDUIT COMPANY, Inc. 


General Offices: 75 MONTGOMERY STREET, JERSEY CITY 2, N. J. 
Foctories: BALTIMORE, MD. © MEMPHIS, TENN. 





907. (ver-a.Year-Ago 


tacilities, 
Producin 
before. 


IDEAL has gone all 


PRODUCTION 
CAPACITY 
INCREASED 


TWO BIG 
PLANTS 
WORKING 
FULL SPEED 


9 L PETERSBURG 


‘sled in size 
N LANT. Trip sed 
bp year, filled end ~ 
pa with high-spee? rs) 
be . 
duction equipment 


IDEA 


out to keep production 
paced to skyrocketing 


demand — to fill your orders faster. 
Delivery schedules have been speeded 
up all along the line. Many products 
in best demand are now in stock and 
others are being added every day. 


With two big, modern plants—more 
and faster equipment—scores of added 
workers—we've never before had the 
capacity to turn out IDEAL products 
in the quantity we are producing today. 


This is all standard IDEAL merchan- 
dise that you can sell with confidence. 
There’s not an “ersatz” item in the lot, 


to go bad on your shelves or in your 
customer’s service. 


This is an IDEAL year. Make the most of it 


—for bigger sales volume and greater profits 
than ever from the IDEAL Line. 


LOOK FOR US 
at the 
NAED Convention 
BOOTH 64 


IDEAL PRODUCTS 
ARE SOLD THROUGH 
AMERICA'S 
LEADING 
DISTRIBUTORS 








IDEAL INDUSTRIES Inc., Sycamore, Illinois 


al’s Cincinnati sales office, has been 
made assistant industrial sales manager 
in charge of Nepcoduct and planeduct 
All three will have their headquarters 
here 

Mr announced that 
James M. Morgan has been assigned to 


Bennett also 
the home office service department on 
busway and related products, while 
Ray Huckenstein has b<en similarly as- 
signed on Nepcoduct and plantduct 


Westinghouse Plans New 
Warehouse for Lamp Bulbs 

CINCINNATI—Purchase of 714 
Woodlawn for con- 
struction of a warehouse has been an- 
nounced by Howard Thomas, 
sales manager for the Ohio Valley dis- 
trict of Westinghouse Electric Corp.'s 
Lamp Division 


acres 


in nearby 


here 


When completed, the. structure will 
be large enough to house 10 million 
lamp bulbs, which will be delivered 
from the warehouse to points in Ohio 
and adjacent states 


Board Chairman Explains 
Reason for Selling Stock 


ST. PAUL—Employees and _stock- 
holders of Minnesota Mining & Man- 
ufacturing Co. were recently informed 
by the firm’s board chairman, William 
L. McKnight, that he was arranging to 
sell a block of stock in the company, 
representing less than 20 per cent of 
my family holdings 

In a letter to employees and stock- 
holders, Mr. McKnight said he was 
taking the action because of “our con- 
fiscatory federal estate and state in- 
heritance tax laws, which will exceed 

70 per cent of my entire estate under 





FIXTURE DISPLAY BOARD has been 
introduced by Lightolier, Inc. Board 
makes possible a form of self-service 
since customers can move each fixture 


and see its mobility 
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existing tax laws . . .” He explained | 
that he will be 65 this coming No- | 
vember, and has been advised that 
upon his death a “very substantial 
amount of my stock would have to be 
sold by the executors of my estate 
through a public offering within one 
year from the date of my death in 
order to pay these taxes.” This, he said, 
would probably cause the market price 
of the firm's stock to be “substantially 
depressed.” 


Electromode Puts Portable 
Heater Back on the Market 


ROCHESTER, N. Y.— The Elec- 
tromode Corp. has announced that its 
portable electric heater for small rooms 
is now back on the market. Its return 
has been made possible, according to 
Electromode, through easement of ma- 
terials. 

The new heater has a silver-gray 
hammertone finish, Bakelite carrying 
handle, rubber feet, six-foot heavy-duty 
cord and plug, and a grille with lou- 
vers pitched to spread the fan-forced 
warm air out into the room at floor 
level. 


Expect TV Servicing To Cost 
$750 Million During 1952 

NEW YORK—This year TV view- 
ers will spend $750 million on service 
calls to keep TV sets running, accord- 
ing to Electronics, McGraw-Hill pub 
lication. 

Most service calls will be on a cash 
basis since less than 5 per cent of the 





TV sets in use today are under service 
contracts. Dealers who handle all makes 
of sets are selling contracts with only 
about 10 per cent of their new sets, 
the magazine says. 

Service calls have dropped in the | 
last two years because manufacturers 
are making more reliable sets and the 
public is becoming more tolerant of 
minor defects in pictures. Calls for 
which set owners paid cash averaged 
5.5 a set in 1950. This year they will 
average only 3.5, the magazine said 

The nature of TV set troubles has 
changed, also. Tube replacement is 
the biggest reason for service calls now 
that quality of components and as- 
sembly work in factories has improved 
Calls for antenna troubles have gone 
down because people fix their own. 

Breakdown on reasons for service Ww ESTE R N N 5 U L ATE D WI RE CO. 
calls now is picture tubes, 5 per cent; 
other tubes, 40 per cent; antenna 


Bronce 60 Certified ts an bchievement of 


LOS ANGELES 58, CALIFORNIA 
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FULLMAN 


atvrobhe 


PRODUCTS 


Dependable Performers 


For long, smooth service “Latrobe” Floor Boxes and Wiring 
Specialties are tops. Years of performance have proved that. 
And, “Latrobe” Boxes are designed in a way that permits 
fast, easy installation-— cutting labor costs to the bone. 


Two Gang 
Adjustable 
Floor Boxes 


Watertight Receptacle 
ox Nozzle 


Fullman 
“LATROBE” PRODUCTS 


Supreme Quality 


Pipe or 
Conduit 


Adjustable 
Watertight 
Floor Box 


Sold Only Through Wholesalers 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 


troubles, 3 per cent; back-of-set con- 
trols, 15 per cent; deficiency in circuit 
design, 2 per cent; false calls, 8 per 
cent; capacitors, 7 per cent; tuners, 6 
per cent; other components, 4 per cent; 
soldered joints, 1 per cent; and realign- 


ment, 2 tor cent 


NuTone Announces Plans 
For Large Plant Addition 


CINCINNATI, OHIO —. NuTone, 
Inc., has announced plans for a new 
plant addition. It will contain 20,000 
square feet of floor space, bringing the 
plant total to 125,000 square feet, at 
a cost of $100,000 

The expansion will boost NuTone 
employment from 450 to nearly 550 
employees, the president of the firm, 
J. Ralph Corbett, has announced 
Three acres of land in the rear of the 
plant have also been purchased for 
future expansion 


New Film by G. E. Features 
Principles of Home Lighting 


CLEVELAND—A new educational 
sound slide film, in color, dedicated to 
the principles of “light conditioning,” 
has been produced under the sponsor- 
ship of the Lamp Division of General 
Electric Co. in cooperation with the 
National Retail Furniture Assn. 

Entitled “New Light on Your Favor- 
ite Subject,” the film features the cor- 
rect principles of home lighting in re- 
lationship to various types of residen- 
tial furniture 


Electric Housewares Ad, 
Display Contests Commence 


NEW YORK—Electric housewares 
dealers as well as displaymen are eligi- 
ble for official awards in the annual 
gift display and advertising contests 
held in connection with the electric 
housewares gift campaign 

The two contests will determine the 
best interior or window display of 
electric housewares merchandised as 
gifts, and the best retail newspaper ad 
promoting electric housewares as gifts 
First prize industry plaques will be 
awarded in each of the different dealer 
livisions such as appliance, hardware, 
jewelry, drug, department store and 
electric light and power 

Dealers can enter the contests by 
submitting photographs of their dis- 
plays and tear sheets, each accompa- 
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ned by name and address of store 
type of store, name of person respon 
sible for display or ad, comments on 
results. Closing date for entries is July 
15. Entries should be addressed to 
Contest Editor, Electric Housewares 
Section, National Electrical Manufac 
turers Assn., 155 E. 44th St, New 
York 17 


Chester Cable Expansion 
Adds 25,000 Square Feet 
CHESTER, N. Y. — The Chester 


Cable Corp. has announced that it has 
under construction additions to plant 
area and equipment that upon comple 
tion will provide 25,000 more square 
teet of floor space. This major expan 
sion of plant and equipment marks the 
third time in the ten-year history of 
the company that a large-scale enlarge 
ment of facilities has been undertaken 

New high efficiency wire making 
machines have already been delivered, 
according to the company, and new 
materials handling equipment is also 
being added 


Harry Alter Co. in Chicago 
Makes Sales Staff Changes 


CHICAGO—Changes and additions 
to the Harry Alter Co. sales staff have 
been announced by Arthur S. Alter, 
vice president and general manager 
of the Crosley distributorship 

William A. Reasoner has been ap 
pointed manager of “white goods 
sales, replacing James M. Alter, who 
is moving to a newly-created post as 





PROPELLED by the exhaust from its 
motor, Landers, Frary G Clark's vac- 
uum cleaner displayed on a whirlaway 
has drawn much attention at test ex- 
hibitions in the Mid-West. It’s now 
available to retailers through Landers’ 
distributors 
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10-V SECONDARY 
5-WATTS 
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MOUNTING 





REPLACES MODELS 
For Door Bells, Buzzers, 

Door Openers and 

Annunciators 


FILL EVERY NEED 
STOCK ONLY ONE MODEL 


The one Jefferson Universal-Mounting WIZARD Bell 
Transformer for operation of door bells, buzzers, an- 
nunciators and door openers replaces THREE models 
Patented mounting design feature provides easy and 
quick attachment to any outlet box, cover, or cabinet, 
with primary leads for connecting to circuit and ter- 
minals for bell wires. Mounting feet are also provided 
for open wiring installations. No special mounting 
plates are required. Ideal for close-quarter installations 
Stocked by Electrical Wholesalers Everywhere 

Jefferson Chime Transformers are also equipped with 
the Universal Mounting Feature 


JEFFERSON ELECTRIC COMPANY, Bellwood, Illinois 


in Conade: Canadian Jefferson Electric Co., ttd., 
384 Pape Ave., Toronto, Ont 


BELL TRANSFORMERS 


APPROVED BY UNDERWRITERS’ LABORATORIES 


. FUSE STOPS: Unnecessary 
VOR Production Shutdowns 
= and Motor Burnouts 


In the widely used line of Jefferson Fuses you will 
find the type and capacity for all lighting and power 
circuit requirements. For general purposes—ask for —— 
Jefferson-Union Renewable or Gem non-renewables. : 
For long time lag on circuits with heavy motor start- asporr 
ing loads use Jefferson Super-Lag Renewables, or the al 7 


dual-element Jefferson SAF-T-LAG thermal type non- 


renewable fuse. Your wholesaler can supply you 








“L” Breezo—a package exhaust unit ready to install rapidly. 


FANS MAKE FRIENDS 
and PROFITS FOR YOU 


on every job! 


They're easy to install and service— 
long lasting on the job—quiet and 
efiicient. That's why “Buffalo” Fans 
are not only fast selling items, but 
goodwill builders as well! The 
“Buffalo” Type “L” Breezo is widely 
used for exhausting fumes, vapors 
and gases. Its motor is removed 
from the air stream. 12” to 36” 
sizes, up to 7300 cfm at 14” s. p. 
All casing, motor arms and brackets 
are of sturdy heavy-gauge metal. 
WRITE FOR BULLETIN 3222-F 
as a first step to making good profits 
and steady profits with the “Buffalo” 
line! 


For a 


Quick, Simple Job— 


this rugged Buffalo Belt-Air Fan has 
flanges with pressed knockouts for speedy 
fastening to masonry walls or in stuc ding 
24” to 48” sizes, up to 19,000 cfm. Ideal 
for many of your jobs! 


First For 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. 


BUFFALO, NEW YORK 


PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS 
BREEZ-AIR ATTIC FANS 
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BELTED VENT SETS 
L’’ BREEZO FANS 











BELT-AIR FANS 
NV” BREEZO FANS 


assistant general manager of the tele- 
vision and appliance division. Mr. Rea- 
soner was formerly department store 
sales manager of the Crosley Division 
of the Avco Mfg. Corp 

John Colle has succeeded Lee Litt 
as district manager for Lake, Newton 
and Porter counties in Indiana. Mr. 
Litt has been elected assistant treasurer 
of the Alter Co 

In making the announcement of the 
changes, Mr. Alter said: “We view the 
future of the appliance, TV and radio 
business with considerable optimism 
and we have taken these steps to 
further strengthen our organization for 
an ever-expanding market as well as 
much keener competition 


Controlling Interest Is Sold 
In N.C. Wholesaling Firm 


CHARLOTTE, N. C.—Controlling 
interest in Union Supply & Electric 
Co., Inc., electrical wholesale distribu- 
tor with headquarters here, has been 
purchased by Charles F. Jones of Wil- 
mington, N. C., owner of Wilmington 
Electrical Supply Co., Wilmington, 
os 

Union Supply receivership papers, 
filed last November, have been with- 
drawn, and the Federal Court has re- 
stored the corporation to private man- 
agement. Stockholders elected Mr. 
Jones president and treasurer of Union 
Supply. He was a stockholder in the 
company prior to receivership but had 
devoted all his attention to operation 
of the Wilmington Electrical Supply 
Co. Mr. Jones has announced that the 
local wholesaling company will ex- 
pand its operations here and at its 
branch at Aiken, S. C. 

D. M. Alexander will continue as 
manager of the local office and T. A. 
Wilkinson, Jr., will continue in that 
capacity at Aiken. 


Oklahoma City Distributor 
Now Known as Snyders, Inc. 


OKLAHOMA CITY — Wetherbee- 
Snyder Electric Co. has changed its 
name to Snyders, Inc., according to an 
announcement from C. D. Snyder, 
president of the electrical distributing 
firm 

In announcing the change in name, 
Mr. Snyder said there will be no 
change in the management or person- 
nel, many of whom have been associ- 
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WALTER H. BIERINGER, vice pres- 
ident of Plymouth Rubber Co., Inc 
has just returned from Europe where 
he conferred with Gen. Eisenhower on 
refugee and immigration problems 
He is chairman of the Massachusett 
Displaced Persons Commission 





ated with the company for 20 or more 
years. 

For more than 50 years, the name of 
Wetherbee was associated with the 
electrical industry in Oklahoma. But in 
making his announcement, Mr. Snyder 
declared that Guy Wetherbee, one of 
the original founders for whom the 
company was named, “has been gone 
for many years. It seems only right and 
proper that the company should now 
bear the name of the present owners 


Distributor To Expand 


ELMIRA, N. Y.—The Gould Farm- 
er Co. Inc, of Syracuse, electrical 
wholesale distributor, has leased a 
building here at 510 E. Water St. The 
firm plans to take possession of the 
building around July 1, and will use it 
for its headquarters in this vicinity 
The building was formerly occupied 
by an automobile sales agency. 


Book To Publish Electrical 
Building Materials’ Prices 


CHICAGO—The Electrical Whole- 
saler’s Price Book Service is being ex- 
panded for national distribution. A. H 
Gudie, West Coast publisher, has an 
nounced the formation of Trade Serv- 
ice Publications, Inc., to publish and 
distribute the service east of the Rocky 
Mountains. Headquarters for the new 
concern will be located here at 673 N 
Wells St., under the general manage 
ment of E. P. Demarest 

The subscription sales department 
will be under the direction of Charles 
G. Pyle, Jr., well-known member of 


the electrical industry on the East 
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STO THE ENTIRE 
Ss MEMBERSHIP OF 
THE N.A.E.D. 


FINLANDIA 
CAT. NO. 214 


We are looking forward to renewing 
acquaintances with old friends... 
relate ME coMuil-t-silile Me Miles} MeolMul-so mela 1) 
at our Conference Booth No. 102 or 
at our hotel suites, both at the 

Hotel Ambassador in Atlantic City. 


LITECRAFT MANUFACTURING CORPORATION 
Brooklyn 11 : Newark 3 , Los Angeles 48 
790 Wythe Ave. * Brooklyn 11, N. Y 


- LITECRAFT » 


the quality line of superior des 








ht Cee GEM) (euiiic 


SIMPL LILIA 
of ‘Sales Po licy 
by the 


ARRO EXPANSION BOLT CO. 
1930 °>7932 


The following is the Operating and Selling Policy of 
Arro Expansion Bolt Company, manufacturers of 
quality fastening and drilling devices for masonry— 
for over twenty years. 





DISTRIBUTION—Arro products are sold nationally through quali- 
fied Wholesale Hardware, Mill Supply, and Electrical Supply Dis- 
tributors. 
INQUIRIES—AIll inquiries are referred to our distributors in their 
respective territories. 
PRICES—Arro products are reasonably priced to promote their 
broad use by consumers. Distributor mark-up on the Arro line 
insures an attractive profit. 
RESALE—Arro distributors are urged to respect our suggested resale 
prices. Every lawful method is used to encourage this fair practice 
of merchandising. 
STOCK—Arro offers its distributors a complete line of fastening and 
drilling devices for masonry. We expect distributors to maintain a 
sufficient stock to adequately serve their trade 
SERVICE—Nine branch warehouse stocks are maintained in key 
cities, strategically located throughout the nation. All orders are 
shipped immediately from branch warehouse stocks and normally 
jwithin 48 hours from factory stocks 
GUARANTEE—Asrro products are fully guaranteed against defects 
in material and workmanship. Returned goods are accepted on 
authority of the Marion office only 
SALES AIDS—Arro helps promote sales for distributors by supplying 
a variety of sales literature, displays, and catalogs; by cooperating 
with their salesmen; and by regularly advertising in leading trade 
journals. 
PARTICIPATION—Arro is an active member of leading industrial 
and trade associations. 
This has been our Sales Policy since our birth in 1930. We 
believe that this policy, possible only under the American 
system of free enterprise, has been an important factor in 
our substantial growth. 


ARRO EXPANSION BOLT CO. 


MARION, OHIO 


Coast, who will maintain sales offices 

143 Broad St., Newark 2, N. J. Ad 
ditional sales personnel will be located 
in other strategic cities 

The service includes a complete 
loose-leaf price book specially designed 
for use by electrical wholesalers. Ir lists 
substantially all brands of all types ot 
electrical construction materials. The 
book is kept up to date with regular 
weekly correction sheets reflecting 
changes as rapidly innounced by 


manufacturers 


Half of TV Tubes Now Sold 
Are 18 Inches and Larger 


W ASHINGTON—tThe size of tele 
on screens are getting larger and 
report from the Radio-Tele 
vision Manufacturers Assn. reveals 
More than half of the television pic 
ture tubes sold to receiver manufac 
turers in February were rectangular 
and 18 inches and larger in size, the 
association reports 
This marked the first time that tubes 
in this category represented more than 
50 per cent of manufacturers pur- 
chase. While this year the figure was 
53 per cent, the figure for last year was 
only 6 per cent 
TV cubes sold to manufacturers in 
February numbered 330,431 units 
ut $7,715,256.89, compared 
1,080 tubes valued at $17,555 


w month of 


New Manual Names 5,000 
Items Government Wants 
WASHINGTON 


Commerce Charles Sawyer has an 


Secretary of 


nounced the issuance by the Depart 

ment of Commerce of a revised edi 

tion of the Government Procurement 

Manual, which the secretary describes 

is the only source of information in 

the federal government covering the 

nent activities of all major 

ind civilian agencies 

1¢ manual, which had its incep 

in the Department of Commerce 

16, lists 5,000 items and classes 

ns for which federal agencies are 

contains a military 

n agency index to 

ting of the locations 

he appropriate ocurement offices. 

Ic has been con d by the Office of 

Small Business of the Department of 

Commerce's National Production Au 
thority 
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R. J. F. CULLEN has been elected 
commercial vice president of the Gen- 
eral Electric Supply Corp. In his new 
position, he will be a member of the 
general office services group, and will 
be located in the G.E. building in New 
York 





Industry Leaders Honored 
For Service to Government 


WASHINGTON — “Certificates of 
Service” honoring 188 U. S. business- 
men who have served without compen- 
sation to aid the government's defense 
efforts were presented recently by 
Secretary of Commerce Charles Sawyer 
at the Mayflower Hotel here. 

Among those honored were 29 men 


for SURE protective lighting - 


INSIST ON 


She Avctii Line, 


THE COMPLETE LINE OF FITTINGS TO 


PROVIDE SPOT OR FLOOD LIGHTING Bdge (Uo 


A Few of the Many 
Standard Austin Fittings 


CLUA-21 


CLUA-3 


associated with the electrical industry. | 
They are Charles W. Ange, The| 


Okonite Co., Passaic, N. J.; Russell ¢ 
Boyles, Line Material Co., Milwaukee; 
Grover W. Brown, The Okonite Co.; 


Bonnell W. Clark, National Produc- | 


tion Authority; James H. Crawford 
General Electric Co, Bridgeport, 
Conn.; William W. Deal, American 
Steel and Wire Co., New York; John 
R. England, United States Steel Co., 
Pittsburgh, Pa.; Leonard R. Ervin, Bos- 
ton Woven Hose & Rubber Co., Cam- 
bridge, Mass. 

Also Thomas H. Fitzgerald, United 
States Rubber Co., Naugatuck, Conn.; 
Norman W. Foy, Republic Steel Corp., 
Cleveland; David A. Griffith, Allis 
Chalmers Mfg. Co., Pittsburgh; James 
I. Hyland, Republic Steel Corp., Cleve- 
land; Carl L. Ipsen, G.E., Schenectady; 
Robert E. Johnson, Western Electric 
Co., New York; Charles F. Kells, West 
Penn Electric Co., New York; Arthur 
M. Long, The Youngstown Sheet and 
Tube Co., Chicago; William S. Long, 
U. S. Rubber Co., Los Angeles; Wil- 
liam T. McCargo, Carborundum Co., 
Niagara Falls, N. Y.; Edmund T. Mor- 
ris, Westinghouse Electric Corp., Bal 
timore. 

And Joseph W. Mullally, Anaconda 
Wire and Cable Co., New York; Paul 
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CLD-150 
“Floating Socket” 
Lampholder for 150- 
watt PAR-38 lamps. 


CLD-35 
“Floating Socket” Lampholder for 
200, 300- and 500-watt R-40 
mogul base, or medium base 
lamps with adaptor. 


“THE FLOATING SOCKET” 


makes the difference! 


As lam 
forwar 


is screwed in, the socket moves 
under spring tension to make a 


positive contact with lamp base and to 
insure a snug, even fit of lamp to gasketed 


Aluminum alloy. 
Completely wired. 
Heatproof, weath- 
er-proof gasket. 


Pat. applied for 


Write for Complete 
lnformation and Prices 


rim of lampholder. Prevents lamp breakage 
due to changes in temperature or physical 
variations in lamp, sockets, or Castings. 


The WH oS Gustin Company 


NORTHBROOK, ILLINOIS 








WE'LL SEE YOU AT THE N.E.W.A. CONVENTION 


HERE’S A COUPLE OF 


, ee sales ideas 





SELF-SELLER FOR YOUR SHOWROOMS 


and for your larger customers. 
This sales-promoting selection in- 
cludes 21 assorted push buttons 
on a sturdy 3/16” thick display 
panel with easel for standing, 
eyelets for hanging. Colorful, eye- 
catching white, orange and brown. 


Senior Display Deal 
No. 58—Actual Size: 
22%" x 18%" 


Working Stock — 37 assorted 
pieces in individual printed boxes 
shipped with display. Gross wt. 
7 tb. 6 oz. 


font Pf GTA MM rie cELLER FOR STORES 
} 


Trine push button profit deal— 
10 best-selling styles seen at a 
glance! Introductory working 
stock of 15 assorted boxed units 
Evelets packed with display. Complete 


or 
ene assortment, 25 pieces. 


DOUBLE YOUR PROFITS! 
Push two displays—one for 
windows, one for counters. 


Sets up in 
only 12” 


Write for catalog sheets and samples. 


1876 


Manufacturing Corp., 
New York 61, N. Y. 














H. Pocock, Republic Steel Corp., 
Cleveland; Murrice O. Porter, Jr., Gen- 
eral Cable Corp., New York; Henry P. 
Rankin, Jr., Republic Steel Corp., 
Cleveland; Harry W. Robb, General 
Electric Co., Schenectady; Glenn E. 
Rolston, Rome Cable Corp., Rome, 
N. Y.; Richard F. Sentaer, U. S. Steel 
Co., Pittsburgh; Walter C. Skuce, 
Owens-Corning Fiberglass Corp., Tole- 
do, Ohio; Myron L. Trilsch, American 
Metal Co., Ltd., New York; James H. 
Williams, General Electric Co., Erie, 
Pa.; Francis Juraschek, U. S. Steel Co., 
Pittsburgh; Robert Wardle, Jr., 
Georgia Power Co., Atlanta. 


Thomas & Betts Is Honored 
For Advertising Campaign 


ELIZABETH, N. J.—The Thomas 
& Betts Co. has been honored for the 
method in which it introduced its new 
T & B self-insulated terminals. The 
company and its ad agency, the Frank- 
lin Fader Co. of Newark, received a 
first award for the introductory pro- 
gram from the Industrial Marketers of 
New Jersey in that group's annual 
competition recently 

The award was given for the quality 
and completeness of the methods used 
to acquaint the electrical field with the 
new product. 

T & B initiated its program with a 
series of ads in electrical publications 
last fall. Various ads described the new 
product and its features 

Special folders describing the self- 
insulated terminals were mailed to en- 
gineers in the electrical field. Ads and 
special mailings were also sent to elec- 
trical wholesalers, telling them of the 
new product and emphasizing again 
the T & B plan of selling these and 
all other products entirely through dis- 
tributors 


Moe Light Holds Its First 
Western Div. Sales Meeting 


FORT ATKINSON, WIS.—District 
managers and sales representatives 
from the western sales division of Moe 
Light, Inc., met recently at the Sonoma 
Mission Inn, Boyes Springs, Calif., to 
conduct their first western division 
sales conference. 

Lasting three days, the conference 
concerned itself chiefly with selling 
techniques and a practical aproach to 
the problems of that specific region. 
Among the topics also covered during 
the meetings were the company’s new 
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plant and additional productive facil- 
ities at Princeton, Ky.; a preview of 
the national advertising and sales pro- 
motion plans for the last three quarters 
of 1952, and a thorough discussion of 
a sales training program for Moe Light 
wholesalers. 


Jackson, Mich., Distributor 
Makes Personnel Changes 


JACKSON, MICH. — The Electric 
Wholesale Supply Co., recently incor- 
porated, has announced several changes 
in personnel. 

Officers and owners of the corpora- 
tion are A. P. Jensen, K. D. Jensen and 


A. Paul Jensen, who were the former 
partners before the firm’s recent incor- 
poration. Named as general manager 
recently was Blair McGowan, former 
branch manager at Adrian, Mich., and 
formerly with the sales deparument of 
Anaconda Wire and Cable Co. Added 
to this staff as office and credit man- 
ager was Roland W. Haselswerdt, who 
joined the company from the Kaiser- 
Frazer Co. Edward M. Kidd, previously 
a salesman at Adrian, has been ap- 
pointed Adrian branch manager. 
Electric Wholesale Supply moved 
into its new building (above) in 
1949. The firm was established in 
1907, and covers an area 75 miles 
around Jackson. Its branch at Adrian 
covers Adrian and a 50 mile radius. 


1951 Sales Award Is Won 
By Minneapolis-Honeywell 


PHILADELPHIA — Minneapolis- 
Honeywell Regulator Co. has been 
named by the Sales Managers Assn. of 
Philadelphia for the 1951 award for 
outstanding sales achievement. 

One of the largest makers of auto- 
matic control devices, Minneapolis- 
Honeywell was selected for the 16th 
presentation of the award from a field 
of more than 30 entrants. The award, 
known as the Howard G. Ford Award, 
was inaugurated in 1937, and was pre- 
sented last year to Sylvania Electric 
Products Inc. 

Minneapolis-Honeywell, whose total 
sales for 1951 aggregated more than 
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Tocsiegone QUALITY % 
for SAFE USE 


ISAMP. 125 Y. 


AHIT. GEMQUALITY SECOND 
TO NONE YET LOWER IN PRICE 
THAN ANY THAT ARE COMPARABLE. 
BE CONVINCED,WRITE FOR CATALOG *62. 
ON THE BENCH WE HAVE MAJOR PLUG AND CAR- 
TRIDGE FUSES, FUSTATS, BLUE LABEL CORD SETS, 


SOLD THROUGH 


ELECTRICAL 
WHOLESALERS. 


GEM ELECTRIC MFG. CO., IN 


BUSH TERMINAL BUILDING 
237-37th ST., BROOKLYN 32, N. Y 





CSEHEM ran EVER 
Berer rHan EVER 








You get added safety and added performance in 
Wall Blow Torches with the revolutionary new 
Pisto-Grip handle. Drawn steel tank has brazed 
inserts and electrically seamed bottom. The Wall! 
blow-proof pump means additional safety. Avail- 
able in brass or steel. No extra cost for this new 
handle. it will sell on sight! Write today for 
complete catalog. 


COMPOUND KETTLES «+ FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
* SOLDERS «¢ OlL CARRIERS © PAINT POTS «© ACCESSORIES ; 
4s 











d ALSO 


PORCELAIN ENAMELED INDUSTRIAL REFLECTORS 
YARDLIGHTS 








No. 
8972-8974-8976 


When the call is for Yardlights sell JACKSON. 
They ore impervious to wind and weather and 
truly lost a “life time.” Made of one-piece 
heavy gouge steel finished in three coats of 
Vitreous Porcelain Enamel. Completely wired 
and assembled. Good Quality—Good Appear- 
ance. Listed by U. L. approved for R. E 


Make SURE Your installotions. Send for catalog. 
Customers get Jackson veoctt as 
... the Lifetime Yardlight 
es 


WManufactnres 
¢ Reflectors i ™ 
 Yardlights : JACKSON Brooder Heat Reflector } 
\ 
, 





No. 7214 





Heat generated, together with the rays of 

the light, helps prolong lives ef new-born 

farm animals. Durable, tough, weather- 

proof. 14” diameter. Uses 150 or 200 watt f 
im 


¢ Vaporproof Units 
e Weatherproof Can, be attached ‘direct te | f 


ye or cuegentes by sy a 7 

or cord to specia nger. Ap 

Sockets Broved 6 foot cord and plug. al 
~ 


JACKSON ELECTRICAL COMPANY onal 


900-910 W. VAN BUREN STREET CHICAG®@ 7, ILLINOIS 


a 


QUIET - SPRING MOUNTED 


CHELSEAVFANS 


for complete residential and commercial 
COMFORT COOLING! 


Quiet operation, quick and convenient installation, 
high air deliveries and certified ratings are all features 
of Chelsea’s spring-mounted comfort coolers for home 
and commercial applications. Com- 

plete package units include fan, 

springs, supports, shutter, etc. 


TYPE EVB—Complete package 
nit wall-mounted comfort unit floor-mounted comfort 
cooler, for cooling homes, offi- cooler, for vertical discharge 
ces, stores, restovrants, churches especially where space is 
and shops. Eleven sizes from limited. Five sizes from 24” to 
24” to 60”. < 48”. Type INEV for industrial, 


WRITE FOR LITERA- 


. i 

' 

; ! 

t 

TURE including data on d « < i 
all residential and com- { i 
mercial installations — \ . 
address Dept. B5 2, i 
I 

' 

1 

! 

i 

i 

1 


} 


TYPE WPR 18 and 22” — 
Spin-it fan with two speed, re- 
versible drive. High air delivery 
direct drive fan hes adjustable 
panels and two speed switch. 


RalinH 4 this is your symbol TYPE WPS 12 —Window fon 
Gol o/ of certified ratings with adjustable parels, TWO 
SPEEDS. Chelsea junior size fan 
This is your symbol for homes, offices, oportments 
of quality and stores. 


NEW cons € 


Q CHELSEA FAN & BLOWER CO., Inc 


$135 million, a 24 per cent increase 
over 1950, was cited for “progressive 
expansion policies and outstanding 
sales promotion techniques.” 


Two Distributors Appointed 
By Capehart-Farnsworth 


FORT WAYNE, IND.—The Cape- 
hart-Farnsworth Corp. has announced 
the names of two distributors who will 
handle its television and radio prod- 
ucts 

The new Capehart distributor in 
Miami, Fla., is Wholesale Appliances, 
Inc., of 965 S.W. Eighth St. In Spo- 
kane, Wash. Capehart has named 
True’s Distributing Co., N. 730 Ham- 
ilton St. as its distributor. Wholesale 
Appliances, Inc., will handle Capehart 
distribution in southern Florida, while 
True’s will handle distribution in east- 
ern Washington and northern Idaho. 


| New Orleans Assn. Honors 


Electric Industry Veterans 
NEW ORLEANS—Six veterans of 


50 years of service in the electrical in- 
dustry were recently honored by the 
Electrical Assn. of New Orleans, Inc 
Presentation of certificates to the six 
was made by President Walter J 
Narnes at the association’s annual 
banquet 

Honored were P. J. Fallon of the S 
J. Stewart Electric Co.; A. C. Huggett, 
recently retired after 38 years with the 
sewerage and water board of New Or- 
leans; John L. Pulster, owner of his 
own battery business; Fred Sintes, Sr., 
who retired in 1950 after 23 years 
with the Yale and Towne Mfg. Co.; 
Ferdi B. Stern, executive vice president 
of the Interstate Electric Co., Lawrence 
F. Villermin, electrical inspector for 
New Iberia. 

Guest speaker at the meeting was 
Richard Slauer, representative of Syl- 
vania Electric Products Inc., Salem, 
Mass. In his address, Mr. Slauer de- 
scribed panelescent lighting, a new 
light source developed by Sylvania 


BullDog Acquires Additional 
Plant Facilities in Detroit 


DETROIT—BullDog Electric Prod- 
ucts Co. has acquired additional manu- 
facturing facilities here at 547 Harper 
Ave. The plant of 53,000 square feet 
was obtained by BullDog to increase 


the production of switchboards and 
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cubicles, panelboard boxes and fronts 
and special panelboards. 

The plant has two stories. The 
ground floor is devoted to manufac 
turing and the second floor to ware 
housing. Part of the available office 
space will be used by BullDog’s De 
troit district sales office 

Joseph Muic will be production 
manager of the new plant. He will also 
supervise the nearby Piquette plant 
which performs similar operations 


JACKSON 


UNITS ARE RIGHT 


¢ Good Service 


75 Million Radio, 17 Million * Good Profits 


TV Sets Made in 5 Years 

WASHINGTON 
radios and television receivers from 
1947 through 1951 totaled 75,117,262 
and 17,002,169 sets, respectively. These 


2801-2805 Vaporproof Units 


- 2, 


Production of ‘i, 
\ Snall fg, *y 
\, Adjustable ‘\ 


\ 
\. FLOODLIGHT *s 
INDUSTRIAL PLANTS... FARMS 
Radio-Television Manufacturers Assn., - + + RURAL ELECTRIFICATION aN gg 


trial for 
which estimated the manufacturers’ | The Jackson line affords the wholesaler a nent or te 
dependable source for prompt service, good mow . 
quality, and excellent returns. Jackson is a enamet truetion. | 


$2,175,936,597. The TV value was | good, fast-selling line — check into the rt dia. ret 
placed at $3,166,986,300 sales opportunities today cae 


adjustment " 
. een m any flat surtace ¢ 
RTMA also reported that 231,802 | Manufocturers of Reflectors, Yardlights, ; 
7 TU? Vaporproof Units, Weatherproof Sockets 
home radios and 56,075 TV sets were oe 


figures were recently released by the 
value of the five-year radio output at 


PIO? -7 196 attach directly te 2 
or 4” outlet box. Approved 6 foot cord 
and plug 


ELECTRICAL COMPANY 


REN STREET CHICAGO 7, ILLINOIS 


shipped tO foreign countries during + Send for catalog 
1951. + Sold only thru Dis- 

fA tributors 

Automobile set production grew 
from 3,459,061 in 1947 to 4,542,920 
last year. Auto set production ac 
counted for 36 per cent of the total 
radio output in 1951, 


5 Jobber Salesmen Share 
$675 in Sylvania Contest 
NEW YORK—For the best letter 
explaining how they used Sylvania’s 
current “Certificate of Assurance” pro 





motion as a selling tool, five jobber 
salesmen were recently awarded cash 
prizes. Announcement of the awards 
in the “Certificate of Assurance” com 
petition was made by E. W. Cutelius, 
advertising manager of Sylvania’s light 


»4 BLACKBURN 
Wi Strength 
SPLICE CONNECTOR 


ing division. A total of $675 in cash 
prizes were awarded. 

The first prize of $300 went to 
James C. Schacker, Hagen Supply 
Corp., St. Paul. Second prize of $200 


was awarded to S. W. Kalko, Kolko 
Paper Co., Inc., Rochester, N. Y. L. M 
Canfield, Industrial Lighting Supply 
Minneapolis, was third prize winner of 
$100. Fourth prize of $50 was won by 
Stewart Anderson, Forest City Electric 
Supply Co., Rockford, Ill. The $25 
fifth prize was awarded to Henry A 
Newman, Jacksonville Paper Co., 
Jacksonville, Fla. 


Sylvania’s “Certificate of Assurance 
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Mr. Wholesaler: 

This connnector was designed with you in mind — only 4 sizes to stock 
for a wire range of #4 to 1000 MCM. It’s a high profit item, too; so 
don’t pass it by. 

Sales points? — Yes! Note the inspection holes on top and two sides 
so that wireman knows it’s properly installed. Also, it's made of extra 
high strength bronze; is U L approved; is easy to install; is small, compact, 
and easy to tape. Send for samples and show them to your trade 


JASPER BLACKBURN CORPORATION 


35 Madison St. «+ St. Lovis 6, Mo. «+ Phone CEntral 3007 





Yours for the Asking! 


= — 


Le 


KEYSTONE’S 


“Ajalue- Packer: 


CATALOG 


STILL GROWING! 


New exponded plant facilities now assure you 





of i di delivery on Keystone’s standard 
wiring installation equipment 


. ..@ complete line of FLANGED and FLANGELESS WIREWAYS 
AUXILIARY FITTINGS +» OUTLET BOXES « BOX COVERS + BAR HANGERS 


Here it is! A brand new “value packed” 
catalog containing complete information 
and specifications on Keystone's standard 
line of quality-built wiring installation equip- 
ment. Gives you a FREE and easy-to-use 


NOW! Territories open 
for agents with ware- 
house facilities. Write 
for full porticulors! 


listing of tiine-saving, labor-saving, money- 
saving items designed to fit quickly and 
naturally into almost every electrical dis- 
tribution system. Yes, FREE . . . send for 
your copy today! 

eit pays to “figure on Keystone!"’ 


KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. ¢ Centerline (Detroit) Mich. 





GENERAL TYPES TO 
FIT ALL LOCAL 
REQUIREMENTS |. 


Rugged, reliable ground clamps help a lot on 
many wiring jobs — and M&W has the right, 
U.L. Approved type to meet your local specs. 
Types include bronze or malleable iron clamps 
to fit 2” rod up to 4” pipe. All have top halves 
with slotted bolt to eliminate the need for remov- 
ing screws. Special types available for quantity 
users. Write for new 1952 Catalog No. 20-B. 


Woter-Tight 


Connectors — Non-Water-Tight Connectors — 


Service Entrance Kits — Service Entrance Caps, Straps and 
Sill Plates — BX and Romex Connectors. 


The M. & W. ELECTRIC MFG. CO., Inc. 


me 


PALESTINE, OHIO 


promotion offered customers their 
money back if they were not com- 
pletely satisfied with their purchase of 
Sylvania fluorescent tubes. 


3 New Appointments Made 
By Westinghouse Supply 


NEW YORK—Westinghouse Elec- 
tric Supply Co. recently appointed a 
new branch manager, a manager of 
consumer products and a sales promo- 
tion manager. 

The three are T. D. Brown, who 
was appointed manager of the Water- 
town, N. Y. branch; Harold LaGue, 
who was appointed manager for con- 
sumer products for the Long Island 
City, N. Y., and Hempsted, N. Y., 
branches; and Donald J. Fitzpatrick, 
who was named apparatus and supply 
sales promotion manager for the west- 
ern district of Wesco, with headquar- 
ters in Omaha. 


Standard Gets New Home 


LOS ANGELES—Standard Wire & 
Cable Co., jobber of electrical wire 
and cable, will observe its sixth anni- 
versary here this month by moving 
into a new 10,000-square-foot office 
and sales building. The new building, 
costing approximately $75,000, is more 
than twice the size of Standard’s 
present quarters. 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


Cornish Wire Co., Inc., New York, 
has appointed as its representative in 
Missouri, Kansas and southern Illinois 
The Wood & Anderson Co., St. Louis. 
Wood & Anderson will handle distri- 
bution of the firm's line of flexible and 
portable cords, cord sets, wiring har- 
nesses and radio and electronic hook- 
up wires. 


Electro Mfg. Corp., Chicago, has ap- 
pointed J. A. Witter as sales represent- 
ative for western Pennsylvania and 
West Virginia. His headquarters will 
be at 4024 Dowling St., Pittsburgh 21. 


The Abolite Lighting Div., Jones 
Metal Products Co., West Lafayette, 
Ohio, has appointed three new manu- 
facturers’ representatives. The J. A. 
Lloyd Co., Atlanta, now covers Alaba- 
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RADIO AND ELECTRICAL appliance 
industry leaders spearheading the in- 
dustry’s drive for the Joint Defense 
Appeal are (standing left to right) 
Irving Sarnoff, Lewis Dorfman, David 
Oreck, Jack Kuscher, Joseph Shaw, 
Alex M. Lewyt, Benjamin Gross, Les- 
ter Waldman, and (seated) Perry 
Saftler, Max Abrams, Jim Jordan, 
Harry Lefkowitz, William Boyne, Sam 
Alessi. 





ma, Georgia, North Carolina, South 
Carolina, Florida and Tennessee east of 
the Tennessee River. In Louisiana, | 


Arkansas, Mississippi and Tennessee : : ; 
west of the Tennessee River, the new See our new line of Residential 


representatives are O. N. Fussell, Lighting Fixtures 
Memphis, and Sam Watts, New Or- 
leans. We will greet you at the SHELBURNE HOTEL ATLANTIC CiTy 


The Koehler-P: Co.. De JUNE 9 — 10 — 11 
¢ Kochler-Pasmore Co.. Detroit, | uae CENTRE LIGHTING FIXTURE MFG. CO., INC. 


has completed a major rebuilding op- 


eration on its headquarters building. | 97-103 E. HOUSTON ST., NEW YORK 2, N. Y. 


Very little of the original structure was 








1% me BELL 


tapes 
that's heard 
around 
the y 4 


” Single stroke 
world! Bells for multi- 
' ple or series cir- 
mars ere : cuits. Vibrating Bells 
SMALLER SIZE s&s for operation in multiple 
BELLS only. 4” to 20” sizes, in- 
door and outdoor. 
AVAILABLE / ee Special tone Signals: musi- 
TO : cal and soft tone Bells, 
242'* DIAMETER ; Chimes, Cow Gongs, Horns 
and Whistles. 
SOLD THROUGH : Also contactless vibrating 
ELECTRICAL ~ eee and explosion-proof Bells. 
WHOLESALERS : Write for 32 Page Catalog 5-5 
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left intact, and the entire building has 
been air conditioned. The firm is na- 


You MAKE FAST FRIENDS tionally known as a manufacturers’ 


; agent in the electrical and electronic 
WHEN YOU RECOMMEND ; fields, traveling six men in Michigan 
AND SELL : and northwestern Ohio, doing business 


with manufacturers, jobbers and public 


utilities 
Fresh’nd-Aire Co. of Chicago has ap- 
pointed W. K. Simpson Co., Memphis, 


TIME SWITCH & & | — ape a mcg te “1 
Arkansas and the western part of Ten- 
- nessee 
Yes, you do your customers a favor and give 
them the best in service when you stock and 
sell Paragon Time Switches. Their reputation 
for built-in quality, precision, accuracy 
dependability guarantees maximum satisfac- Se ee been organized in Cleveland by C. F 
. , > « s a : é " aed 
“ — oe aga ; re OFF” Time Switch for Powers and E. C. Powell. With a 
Available in a wide variety of types anc use where two or four b . rt ; 
. ’ ‘ ranch office in Norwalk > 
models .. . for indoor or outdoor applications operations per day are . Norwalk, Ohio, the 
there’s a dependable Paragon Time Switch required. Self-starting, partnership will cover the state of 
ae mci ed backed Parage ual heavy-duty motor, avail- Ohi i eceeet leadian of | 
to fit every need ... backed by Paragon's qual- ahi tn. 558 er One wat, uo and represent leading electrica 
ity manufacturing and by a sound, estab- SPST. SPDT and DPST manufacturers in selling to distributors 


> yer sales policy. models 
lished jobber sales _ ) odels ad and in the promotion of their products. 


The Powers & Powell Co., manu- 


and facturers’ representative, has recently 





Mr. Powers for the past ten years has 


WORLD'S FOREMOST Mokers of the Famous been covering a large part of the state 


EXCLUSIVE “‘de-trost-it” for Domestic Refrigerators for The Steelduct Co., and the new 
ree Eg D partnership will continue to represent 
TIME-CONTROL aragon the firm. Mr. Powell was formerly in 

SWITCHES * ELECTRIC COMPANY electrical sales with the steel and tubes 
FOR ALL USES 6030 TWELFTH STREET © TWO RIVERS, WISCONSIN division of Republic Steel Corp. in 


] 


Cleveland 


“EASY TO FISH” 


Mr. Wholesaler: 
Here are two low cost Ground Rod 
Clamps built to the highest quality 
standards. Type A is for your cus- 
tomers who want the very best. 
Type B is the “Budget Line”, but it 
is sturdy and strong and will do a 
good job. 

Good volume — high turnover — 
these are good “bread and butter” 
items. Write us for samples today. 





ATLANTIC CONDUIT 
JASPER BLACKBURN CORPORATION 
* st. tours bee a FITTINGS CO. 


35 MADISON ST. 
Phone CEntrel 3007 05 Sp BOSTON, MASS. 
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People In The News 





- . - ' 
Cornelius Elsasser, Jr., has been 


made eastern district manager of Uni- 
strut Products Co. His offices will be 
at Unistrut Eastern Service Co., 74 
Woolsey St., Irvington, N. J 


Ira G. Deitrick has been appointed 
to succeed F. S. Kinsey as manager of 
the Eastern district of Westinghouse’s 
lamp division. R. D. Barr, former Mid- 
South divisional sales manager, has 
been appointed sales manager of the 
New England district. Mr. Kinsey has 
been appointed manager of govern- 
ment sales with headquarters in Wash- 
ington 


J. W. Byrnes is the new manager 
ot the new sales office recently opened 
in Buffalo, N. Y., by Sterling Electric 
Motors, Inc. B. G. Jordan has been ap- 
pointed manager of the firm’s Tulsa 
sales office 


Walter J. Fitzpatrick has been ap- 
pointed central regional sales manager 
for General Electric replacement tubes. 
Formerly district representative for re- 
placement tubes and parts in the com- 


P= m= oe oe ee val 


; THIS FEATHERWEIGHT WILL 


— a os oe 
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THE NEW 


J 
HEXACON 


ge === MODEL 30H; 


Weight—5'/, Ounces Watts— & 
© 40 or 60 * Tip Dia. —Both 1,” and '/,” Tips 
B Eurnished with Each Iron - Price— 8 50 5 


So light its weight 1s hardly noticeable. Out- § 
performs any iron of equal size Hatchet de- 
sign makes it more comfortable and practical 
to use than a pencil iron. No transformer re- 1 
quired. Write for complete catalog 


HEXACON ELECTRIC co.! 
146 WEST CLAY AVE., ROSELLE PARK, N. J 
RT TT 
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JOBBERS! Add “Flasheat" 
to your line ..... NOW! 


HOT WATER... . FAST 


WITH S Haale J ELECTRIC WATER HEATER 


A REAL GOOD AND USEFUL ITEM TO ADD TO YOUR LINE 
Weight 1 Ib., 2 oz... 110 volt AC or DC current . . . 1320 watts 
Produced since 1938. One-year Our present jobbers have found steady demand and 
guarantee. Liberal discounts. | good profits. You too can share the benefits 


Write for Literature 


G. L. ELECTRIC CO. 


20725 Harper 


List Price 


$5.95 





Detroit 24, Mich. 
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SELL MASSEY 












































and feel secure in the knowledge 
that MASSEY devices are Under- 
writer's Lab. Approved, meet 
R.E.A. and Federal specifications 
=W-R-151 0. 


SELL MASSEY, 


the foremost name in wiring de- 
vices for quality and design, COM- 
PETITIVELY PRICED for QUICK 
SALE ...a steady REPEAT 
PROFITABLE BUSINESS. 











, or Brown, 
No. 105, © Feavures o. 8 


Do you have our complete catalog? 
Send for a copy today! 


A. H. MASSEY, INC. 


300 Longbrook Ave., Stratford, Conn 


e 
7 —— ond Multi-Gang Wall Plotes and 
lectric Wiring Devices since 1936 
































pany’s Los Angeles office, he will make 
his headquarters in Chicago 


Leo G. Cover has retired from his 
position as manager of the General 
Electric lamp division’s two wire-pro- 
ducing factories at Euclid and Dover, 
Ohio. He had completed almost 42 
years with G.E. He has been succeeded 
by Herman L. Weiss, who has been 
assistant manager of the two plants 
since 1950. 


Donald G. Fink, editor of Elec 
tronics mavizine, has been appointed 
by Ph.!co Corp. as co-director of re- 
search-operations. 


Flexa Steel Products, Inc., has 
been formed in Chicago to manu- 
facture a complete line of steel channel 
and fittings. With general offices at 
1348 E. Washington Blvd., the new 
company’s sales personnel includes 
Robert C. Evans, vice president-sales 
manager, Pete Bunting, assistant sales 
manager, R. L. Jacobson, sales engineer 


6 SIZES 
*14-1000 MCM 


Chester G. Gifford, who has been 
executive vice president of Schick, Inc., 
has been elected president of the com- 
pany. Mr. Kenneth C. Gifford, former 


president, continues as chairman of the 
board of Schick 


John G. Lee, Cleveland branch 
manager of Westinghouse Electric 
Supply Co., has been appointed a trus- 
tee of the Cleveland Better Business 
Bureau for a three-year term. 


B. O. Beckley has been named 
Cleveland district manager of BullDog 
Electric Products Co. He succeeds 
Harry Leavell, who has retired. 


7 . 7 Thomas H. Ford has been appoint- 
UL St) Tes : S ed engineering manager of RCA Vic- 
v i] S Z tor's room air conditioning activities, 


ifn. 
mL Lg 
me Le 7, =I ™ 
tJ doa 


Ips 


Tn 
~4 


with headquarters at Camden, N. J. 


Charles N. Presnail has been ap- 
pointed head of major appliance ad- 
vertising and sales training, and Roy 

a A. Bridges has been named laundry 
6 SIZES equipment advertising supervisor for 
* 14-1000 MCM Westinghouse electric appliance div. 


S. J. Levine has been appointed 
general manager in Bloomfield, N. J., 
of General Electric Co.'s new home 


COPPER TUBE AND PRODUCTS, INC. heating and cooling department of the 


5746 MARIEMONT AVE. © CINCINNATI 27, OWIO air conditioning division. H. M. Brun- 
dage has been named general manager 
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S SIZES 
=14-600 MCM 


sion; Bernard W. Lueck, masking tapes 
division. 


William L. Parkinson has been 
made manager of the product service 
of General Electric Co.'s receiver de 
partment at Syracuse, N. Y 


E. H. Kelling has been assigned to 
Square D Co.'s Charlotte, N. C., field 
oftice. He recently completed the com 
pany’s field engineer training program 


Max Noble, assistant sales manager 
of Fresh'nd-Aire Co., division of Cory 
Corp., has taken an indefinite leave of 
absence to accept a post with the Elec 
tric Fan Section, Consumer Durable 
Goods Division of the National Pro 
duction Authority, Washington 


Philip D. Reed, chairman of the 
board of General Electric Co., has been 
named a member of The Industrial 
Council recently organized at Rensge- 
laer Polytechnic Institute, Troy, N. ¥. 


<. . . 
Hiei Sam Rosch, consulting cable engi 


eon neer at Anaconda Wire & Cable Co., 
BOOTH 116 Hastings, N. Y., was principal speaker 
: recently at the regular meeting of the 


of the division's new heat pump de- 
partment. 


George L. Gruchacz is the new 
field representative of Landers, Frary 
& Clark's home cleaning equipment di- 
vision in Detroit, Michigan, northern 
Ohio and northern Indiana. 


A. W. Keen has been made mana- 
ager of application coordination of 
Sylvania Electric Products, Inc. He 
formerly was assistant to the manager 
of Sylvania’s product development lab- 
oratory at Kew Gardens, N. Y. 


George E. Harris has been named 
a representative of General Transform- 
er Co. in Kansas, Missouri, Nebraska 
and Iowa. 


R. Dail Moore is the new market- 
ing manager of the General Electric 
room cooler department, located at 
Louisville, Ky. 


Minnesota Mining & Mfg. Co. has 
announced three appointments of gen- 
eral managers to head tape divisions 
They are C. C. Smith, who will head 
the cellophane tape division; William 
F. Zimmerman, industrial tapes divi- 
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International Assn. of Electrical In- 


MODEL 


6 SIZES 
"14-500 MCM 


COPPER TUBE AND PRODUCTS, INC. 


5746 MARIEMONT AVE. ©* CINCINNATI 27, OHIO 











1S IT TRUE WHAT 
| HEAR ABOUT 
DIAMOND DTX ? 


) @RDERS/ 
WZ 


YES, IT’S TRUE Our old customers, who think 

Diamond DTX is THE BEST Nonmetallic Sheathed 

Cable, are flooding us with orders these daye... Diamond on 
almost more than we can handle. That's why we can- oan clean, 
not accept orders from new customers at this time. handle, ter 
However, we hope to be able to serve new friends in \ 

the future. We're eager and willing to supply you just 


as soon as we can. Inquiries answered promptly. 


FOR THE WISE BUYER, 
IT’S ALWAYS 


DIAMOND WIRE & CABLE CO 
SYCAMORE, ILLINOIS 
Manufacturers of Diamond Wire Electrical Wire 











Remember when Insulated 
Bushings were a luxury because they 
cost so much. That was before UNION entered the field. 


UNION introduced the first molded Insulated Bushings. These molded 
bushings offered economies hitherto unknown. 
UNION’S Bushings have a smooth insulated lip that makes wire pulling 
easy. They will not damage the softest wire insulation. No sharp met- 
talic edges can eat into the wire causing hard-to-locate “grounds”. 


There is so little difference in the over-all cost of wiring between 


e 
——— 
a 
canvas”. Then you know eA 
can be made. 


UNION’S Insulated Bushings and metalic bushings that you 
UNION INSULATING CO. 


cannot afford to risk future trouble from costly “grounds 
and shorts”. It is wise to specify UNION Insulated 
Bushings throughout as so many are now 
doing. UNION makes the best. 
In sizes 1%” and up where strength 
counts, be sure you “see the 
a weaker material 
PARKERSBURG, WEST VIRGINIA 





spectors, held in New York City. L. P 
Hickernell, chief engineer at Anacon 
da, was a recent member of a round- 
table discussion before the New York 
section of the American Institute of 
Electrical Engineers 


William H. Steinkamp is the new 
sales manager of the industrial division 
of Minneapolis-Honeywell Regulator 
Co. He succeeds L. Morton Morley, 
who continues as vice president of the 
Brown Instruments Division. 


H. K. Schnetter has been made ad- 
ministrative assistant to the manager 
of the eastern district of the Westing- 
house lamp division, and C. N. Neu- 
mann has been named sales promotion 
representative. Both men will make 
their headquarters at the district office 
in New York City. 


W. L. Sneltjes is the new manager 
of sales planning of the General Elec- 
tric Co.’s home heating and cooling 
department, Bloomfield, N. J 


R. J. Sargent has been appointed 
manager of major appliances and R 
M. Oliver has been named manager of 
appliance specialties of the Westing- 
house Electric Appliance Division 
Mansfield, Ohio 


E. J. Stone, of the Ilg Electric Ven 
tilating Co., was recently elected presi- 
dent of the Propeller Fan Manufactur- 
ers’ Assn., Detroit. P. T. Finch, of the 
Hunter Fan & Ventilating Co., Inc., 
was named vice president, and L. O 
Monroe was named secretary-treasurer 


Russell B. Read has been named 
planning director for Westinghouse 
Electric Corp. Formerly director of 
payroll accounting, he has been suc- 
ceeded by Frank H. Muns, who was as 
sistant director 


L. E. Thompson has been appoint- 
ed manager of marketing of the Gen- 
eral Electric Co.’s air conditioning di- 
vision, Bloomfield, N. J. He joined 
G.E. in 1935 in Schenectady, N. Y., 
and was more recently manager of dis 
tribution sales for the division 


Walter A. Weiss is the new general 
manufacturing manager of the radio 
tube division of Sylvania Electric Prod- 
ucts Inc. He joined Sylvania in 1941, 
and most recently has been manager 
of the radio tube division’s receiving 
tube plant in Burlington, Iowa 
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OBITUARIES 


Raymond Rosen 


Raymond Rosen, 58, president of 
the Raymond Rosen & Co., Philadel 
phia appliance distributing agency 
died at his home in Germantown, Pa., 
April 8. He was also president of Ray 
mond Rosen Engineering Products, 
Inc 

Mr. Rosen, one of the pioneers in 


Raymond Rosen 


the radio and appliance distributing 
business, dealt in surplus goods after 
World War I. He headed a dry cell 
manufacturing firm in 1924. Raymond 
Rosen & Co. was organized in 1927 
In 1932, the firm moved to new and 
larger quarters in Philadelphia at 32nd 
and Walnut Streets, where the com- 
pany is still located. It distributes many 
of the country’s leading appliance lines. 

Raymond Rosen Engineering Prod 
ucts was set up as a subsidiary of the 
company three years ago, and is ac- 
tively engaged in the production of 
electronics equipment for the armed 
forces. 

At the time of his death, Mr. Rosen 
was chairman of the National Assn. of 
Electrical Distributors’ television-radio 
committee. He was active in many 
charities, and was also a member of 
the Fairmount Park commission and 
was a former chairman of the Philadel- 
phia Housing Authority. 

He is survived by his wife, Eliza- 
beth, and two sons, Jack and Edward 
Jack Rosen is secretary and sales man- 
ager of specialty products division, 
Raymond Rosen & Co., and Edward 
Rosen is personnel manager. 


C. D. Slaughter 


C. Denton Slaughter, assistant gen- 
eral sales manager of Anaconda Wire 
& Cable Co., died April 15 at his home 
in New York City after a brief illness 
He was 67. 

He held an electrical engineering 
degree from the University of Ne- 
braska. His first position after gradua- 
tion in 1907 was with Johns-Manville 
Corp., in San Francisco. Later he be- 
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LIGHTING 
EQUIPMENT 


FOR THE 
GYMNASIUM 
AND 
SWIMMING 
POOL 


QUALITY 
WILL GIVE 
YOU LASTING 
SATISFACTION 


SEND FOR YOUR 
COPY OF BULLETIN “S” 
FULLY DESCRIBING 
THESE AND OTHER 
FIXTURES FOR THIS USE 


For - 


FOR THE 
GYMNASIUM 
CAT. NO. 3088 


THE FIXTURE 
DESIGNED FOR 
PRACTICAL 
INSTALLATION AND 
EASY MAINTENANCE 





PORCELAIN ENAMELED 
REFLECTOR CARRIES 
RLM LABEL 


FOR THE 
SWIMMING POOL 
CAT. NO. 3376 


COMPLETELY 
VAPOR PROOF 


PORCELAIN ENAMELED 
REFLECTOR, 
ALUMINUM 

PENDENT HOUSING 


HEAT RESISTING 
GLOBE 


ELECTRIC MEG. INC. 


CHICAGO 24 


offers a complete 


WEATHERPROOF SOCKET LINE 
Heavy Duty - « - - #63310 Canvas 
Service - +++ + - #60666 


” - #43310 Extratuf Ne. 60666 
General Purpose - #43310 Bakelite 


Rubber 


When in need of a sturdy dependable 
Weatherproof Socket come to PIGTAIL 


SOCKET HEADQUARTERS 


No. 43310 
EXTRATUF 


me 


aN 


WY 


UICo. 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 











came the western manufacturers’ repre- 
sentative for various electrical lines, 
including Tubular Woven Fabric Co., 
which was bought out by Anaconda. 
Mr. Slaughter was connected with 
Anaconda for over 33 years. During 
the last 20 years he was connected with 
SWITCH the home office at 25 Broadway, New 
AND York. Of recent years he devoted a 
WALL PLATES great deal of time to the training of 
young engineers in sales work. 


s ° He is survived by his wife, Jeanne 
Industry s No. | Quality Plates Taylor Slaughter, and a y Wear Mrs 
aut s Frank R. Denke, Oakland, Calif 
at competitive prices 


W. W. Glosser 
Our MAIN business is making Switch and Wall Plates Five- HONER... py 
gong plates are packed in individual envelopes with the neces- headquarters ee ee The death of Wallace W. Glosser 
ives you exactly 
sary number of ploted screws in glassine bog for immediate Qin tiete ‘line has been announced by Hubbard and 
y Pp a comp 
delivery. A protective covering of Protex keeps the Chrome a reliable source Co., Pittsburgh. 


1 d until after installation gives full satisfaction ; : 
Piated Brass and Stee! looking good wi Mr Giese. pe i 


HONER MFG. CO., 1432 W. VAN BUREN ST., CHICAGO 7, ILL. dent and director of Hubbard and Co., 
| died March 21. 


@ Write for catalog showing complete 
Wall and Switch line. 


ASSOCIATION NEWS 


CALENDAR OF EVENTS 


North Dakota Electrical Contractors 
Assn. 
Summer Convention 
Gardner Hotel 
Fargo, N. D., June 8-10 
Electrical League of Western Penna. 
Electric League Picnic 
June 20 
Lake Michigan Club 
Annual Meeting 
French Lick, Ind., Oct. 1-2 
Eastern Electrical Wholesalers Assn. 
National Electrical Industries Show 


U N | 0 N ] S NO. 7052 165th Regiment Armory 
New York, Oct. 14-17 
New Work 
Insulated Boxes make possible 

economies hitherto unknown with Non- WASHINGTON—Four 15-minute 
Metallic Sheathed Cable. REA clinics, providing salesmen with new 
Approved selling tools to increase sales, were re- 
1. Low Unit Box Cost cently concluded by the Electric Insti- 
| tute of Washington over FM station 
WASH. The “clinics of the air” were 
conducted by the Electric Institute and 

the Radio Television Mfrs. Assn. 























2. Minimum Installation Time 
3. No Grounding Required 


Ideal for highly competitive housing 
projects. A must for Farm and 
Home wiring where safety 

is most important. 


OMAHA—The Nebraska-lowa Elec- 


trical Council was the sponsor of a re- 
cent trip by 34 of its members to the 

General Electric Lighting Institute, 
NO. 7050-¢ Nela Park, Cleveland. The four-day 
trip was made by builders, electrical 
contractors, distributors and members 
of utilities. 


MINNEAPOLIS — The North Cen- 


Tt) rN] | re) N ] N 5 U L AT I | G (om tral Electrical Industries has appointed 


an electric farm consultant. The ap- 
PARKERSBURG, WEST VIRGINIA pointment was made following action 
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taken by the group’s board of directors 
at a special meeting, at which it was 
decided to enlarge the scope and ex- 
pand the activities of the rural elec- 
trification promotion program. The as- 
sociation has carried on the program 
for many years. The new electric farm 
consultant is C. P. Wagner. He was 
employed as an electrical engineer by 
the Northern States Power Co. for a 
number of years. 


MINNEAPOLIS—Over 1,100 mem- 
bers of the electrical industry register- 
ed for the 15th annual convention in 
St. Paul recently and over 4,700 visited 
the 6th Biennial Electrical Trade Ex- 
position at the St. Paul auditorium, 
sponsored by the North Central Elec- 
trical Mfrs. Club. Registration badges 
were issued to 153 electrical wholesal- 
ers and distributors who attended 


BALTIMORE—After much consider- 
ation, the Electrical Manufacturers 
Representatives Assn., Inc., has decided 
to conduct an electrical show. The 
show is planned for the spring of 
1953. Questionnaires in regard to the 
show were sent to each member, and 
answers showed most of the members 
favored holding a show next spring 
The members also reported that they 
would prefer to hold the show in the 
Fifth Regiment Armory, instead of at 
a hotel. 


LOS ANGELES—A two-day techni 
cal conference was recently concluded 
by the Electrical Maintenance Engi- 
neers Assn. of Southern California 
The program for the conference in- 
cluded sessions devoted to planned 
lighting maintenance, planned equip- 
ment maintenance and planned plant 
electrical distribution maintenance. In 
addition to the conference, the associa- 
tion also sponsored demonstrations, 


exhibits and displays. 


CHICAGO—Members who will serve 
on its 1952 Residential Lighting Fix 
ture Committee have been announced 
by the Electric Assn. Chairman of the 
committee is Edward F. Anixter, secre- 
tary of Englewood Electrical Supply 
Co. Assisting him are Pierson Cohen, 
vice president, Lightolier Co.; Emil 
DeHaan, vice president, Service Elec- 
tric Co.; Stanley Framburg, president, 
H. A. Framburg & Co.; Paul Kauff- 
man, staff assistant to the general sales 
manager, Commonwealth Edison Co.; 
Samuel Tobor, department manager, 
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Suitth*8on 


Versatile and most reliable! 
24-hr. dial, with on-tabs for any 
15 min. interval or longer, day 
and night. Just one of the many 
Tork models, famous fer more 
than 30 years. Write for cata- 


logue, data sheets. 


TORK 
TIMERS 








TORK CLOCK CO. 1 Grove Street, Mt. Vernon, N. Y. 


These fixtures are molded of Non- 
Corrosive and Non-Staining Bakelite. 
Thus they prevent the unsightly staining 
of the paint so often evident with the 
conventional metal fixtures. 

On the sea coast where salt laden 
atmospheres rapidly destroy metal 
fixtures, UNION’S Non-Metallic fixtures 
ore unsurpassed. 

No. 169 is also Dust and 
Bug Proof, thereby elimi- 
nating the constant 
chore of globe 

? cleaning. 
: Oy 
NO. 169 5 


UR Ehed, Ma Fae Gad, icmeek 


PARKERSBURG, WEST VIRGINIA 





electric fixtures, The Fair Store; Ed 

ward Wigdahl, president, Wigdahl 

Electric Co.; Carl W. Zersen, manag- 

ing director, Chicago Lighting Insti- 

tute. Starting with an exhibit at the 

Ef 7 Modern Lighting Exposition at Navy 
FLOATING SOCKET Pier May 17-25, the committee will 


sponsor year-round promotions of 


LAMPHOLDER! residential lighting fixtures 


Accomodates Physical | CHATTANOOGA Nine pioneers 


of the electric industry and past presi- 


Variations in Lamp— dents of the Chattanooga Electric 
League were honored at a recent league 


Patent Applied for Assures Positive Contact — banquet here. Pioneers honored were 
= S. U. Steffner, president of the Chat- 
Cat. Ne. €1B180 for 150- Eliminates Breakage 


cage — Dh ihin 
wees tomes. tanooga Armature Works; Phil 


Cat. No. CLO-35 f , 
aad eibcaen enveal ten Floating socket moves for- 


lamps. ° P P 
ward or side to side in an Tennessee branch manager of West- 


Pieces iii aria be eccentric plane to compen- inghouse Electric Corp.; C. K. Stiprais, 
uminum oy. d ° . : . : . 

wised. deetaell camaher: sate for variations in size consultant, Chattanooga Armature 
proof gasket. Removable re- : / c de j k 
iletas Gian toe ener codian and shape of lamps, sockets Works; V. Clark, president of Clark 


. : ~ } > : > 2S | - 
replacement. and castings. Insures tight Electric Co.; ( harles E. Cofer, presi 
dent of Cofer Electric Co.; Carl E 


Snug Fit Under All Conditions! seal and positive electrical Schneider, electrical contractor; Llew- 
pew Comcnct. ellyn Evans, chief consulting engi- 
neer of TVA; Paul J. Kruesi, electrical 





Sweet, president of the Sweet Electric 
Co.; J. G. Simpson, retired former 


engineer and chairman of the board of 


ie Yo THE M. B. AUSTIN COMPANY. | Aviercan Liss Corp 


HORT ECCENTRIC 
W tame 


LAMP NORTHBROOK, ILLINOIS 





MINNEAPOLIS—The 15th annual 

. report was recently issued by the 

KEEP YO lJ v ‘al F ) N B lJ F H A NAN North Central Electrical Industries, 

Inc., with headquarters here. In addi 

The Fastest Growing Name tion to a resume of activities for 1951, 
in the Electrical Field 


the 24-page, illustrated report also con- 
tains reports on rural electric meetings, 
Better Products! Better Packaging! cooperative advertising, home freezer 

and a Better Distributor Policy! advertising, the 1951 All-Industry 
Convention, the Minnesota Electric 
Farm Week Celebration, rural electric 
development, adequate wiring and 
other reports. The foreword is by Carl 


T. Bremicker, chairman of the group 


CHICAGO—Among the recent activ- 
ities of the National Electronic Dis 
tributors Assn. throughout the nation 
was the dinner sponsored recently by 
the South Atlantic chapter of the 
NEDA in Atlanta, Ga. Guests were 
South Atlantic radio parts jobbers. In 
Moline, IL, when the Ilowa-Nebraska 
chapter convened recently, special 
guests were NEDA distributors of the 
Tri-City area. L. B. Calamaras, execu- 
tive vice president of the NEDA, was 
the guest speaker when the southern 
California chapter convened in Los 
Angeles 

Hillside. New Jersey New Officers of the New York 
i chapter of NEDA are Peter Chanko, 
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QUALITY job with 
UNIVERSAL 


PORCELAIN 
INSULATORS 


© Whatever your insulator needs, 
there's a Universal Porcelain Insula- 
tor to make every job a quality job. 


5 UNIVERSAL 


CLAY PRODUCTS CO. 
1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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Chanrose Radio Distributors, Inc., Ja 
maica, president; Fred Rosenstein, Jer 
sey Electronic Distributors Co., Pater 
son, N. J., vice president; Arthur M 
Silverman, United Radio & Electric 
Co., New York, secretary-treasurer; 
Aaron Lippman, Aaron Lippman & 
Co., Newark, director; Milton Fischer, 


Fischer Distributing Co., New York, 


alternate director. 
Othcers 
southern 


recently elected by the 
New England chapter in 
Hartford, Conn., are Murray Dressler 
Hatry & Young, Springfield, Mass., 
president-secretary; Raymond Fulliero, 
The Bond Radio Supply Co., Water 
bury, Conn., director 


OMAHA 


received in the Nebraska-lowa Elec 


Over 8,000 entries were 


trical Council's recently-concluded au 
tomatic electric washer and dryer con 
test. The entries will provide dealers 
with the names and addresses of 5,000 
prospects for automatic electric wash 
ers and dryers. Prizes in the contest, 
which included the completion in 25 
words or less of a statement on “I want 
an automatic electric washer or dryer 
in my home because,” were five auto 
matic electric washers and five auto 
matic electric dryers. The contest was 
backed by an advertising campaign in 
newspapers, over radio and television, 
and also included bus cards, billboards 


and window streamers. 


PITTSBURGH—A total of $125 in 
prizes is being offered by the Electric 
League of Western Pennsylvania in its 
present membership drive. Chairman 
of the membership committee is 
George W. Provost, Jr., who is being 
assisted by a committee including 
Henry Hehmann, of Doubleday-Hill 
Electric Co.; A. J 
Light Co; F 


Allan, Duquesne 
Campbell and E. A 


SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., INC. 


6701 Bryn Mawr Ave 
Chicago 31, U.S.A 








FOR EASIER SALES 


Check these two 
Improvements in our 


20” WINDOW FAN 


ANOS 
S- 





MIMMS quiet Window Fans 


Now equipped with a sweep back 
« propeller that permits the blades to 
rotate around the motor instead of in 
front of it. 

Has ‘s” rubber between tne hub that 
eattaches to the motor shaft and the 
assembly that supports the fan blades 
insulates against sound and vibration. Fan 
is several inches thinner 


This 3-speed, ad 
justable pane! 
super quiet unit 
together with 
other two units 
shown here, are 
our fan leaders 

. 
We also make an 
industrial Man 
cooler, full line 
of exhaust fans 
and an additional 
window fan of 
16” diameter 

7 
Some exclusive 
territories open 
write 

7 


MIMMS Air Circulators 
Industrial and Commercial 


MIMMS Northington 
Air Circulator 


— 
E. N. MIMMS CO. 


908 MASON STREET 
LOUISVILLE 4, KENTUCKY 











NEWnman 


INTERLOCKING DEVICES 


% RODALE 


Interlocking, fully interchange- 
able TurN-TyTE Cord Connectors, 
Caps and Receptacles are your 
answer to any wire-connection 
problem. They save you time, 
~a? and trouble EVERY 


Turn-Tyte 
2-WIRE ARMORED CORD 
CONNECTOR BODY 


Molded bakelite with armored 
base and cord clamp. Corrosion- 
resistant coating on bronze 
contacts. 

£2100 — 10-15 amps « #2200 — 20 amps 


2-WIRE ARMORED CAP 
WITH CORD CLAMP 


Bakelite with brass blades. 
221026 — 10-15 amps « #1226 — 20 omps 
e 
Alse Availoble: 3-Wire, Polerized and 


Grounded. 10-15 Amps and 20 Amps. 
WAMEDIATE DELIVERY! 


+ 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 


e 
For information on how YOU 
can benefit from this profitable 
new TURN-TYTE line, write 
Dept. EW-12 today! 


“RODALE 


MANUFACTURING CO., INC 
EMMAUS PENNSYLVANIA 





! 
Weisser, Jr., 


Vic's Service Store, Inc.; 


National Electric Products Corp.; Y. L. 
Ripley, West Penn Power Co.; Wal- 
lace Russell, Joseph Woodwell Co.; 
and L. E. Walton, Gesco. The member- 
ship campaign is a major program of 
the league's activities this year. 


CAMDEN, N. J.—J. Alex Crothers, 
executive, port promotion department, 
The Delaware River Joint Commis- 
sion, was the recent speaker at a dinner 
meeting of the Electrical League of 
South Jersey. He spoke on Delaware 
Valley industrial activities. 


CHICAGO — Program arrangements 
to date for the 1952 convention spon- 


| sored by the National Electronic Dis- 


tributors Assn. have been announced 
by Aaron Lippman, Aaron Lippman & 
Co., Newark, N. J., convention chair- 
man. The third annual meeting spon- 
sored by NEDA will feature a two-part 
program, and will be held this year in 
Adantic City, from September 22 to 
25. The program includes the NEDA 
convention and a manufacturers’ con- 
ference. Also scheduled is the annual 
board meeting and a series of business 
sessions, an educational program and a 
ladies’ entertainment program. 


WASHINGTON — The George 
Washington Chapter of the Interna- 
tional Assn. of Electrical Inspectors, 
along with the Electrical Manufactur- 
ers Representatives Assn., Inc., of Bal- 
timore, witnessed a visual demonstra- 
tion here recently which showed 
electrical equipment in hazardous lo- 
cations. G. M. Kintz, chief, Accident 
Prevention and Health Division of 
Region 4, Bureau of Mines, Dallas, 


conducted the meeting 


Danforth Corp.; L. H. 
Loufek, Westinghouse; A. J. Vecchiola, 
George L. 
Phillips, Westinghouse; D. W. Rice, 





Oe TWIST of the WRIST and THEY’RE LOCKED!”’ 








SALES PROMOTION MANAGER 


EXPERIENCED IN 
MARKET RESEARCH AND ANALYSIS. 


Capable of preparing sales promotional and 
advertising programs with supporting cata- 
log material. Have ability to assist in the 
supervision and direction of electrical 
product sales through jobbers on a national 
scale. Must be college graduate 30 to 40 
years old with productive employment rec- 
ord. Some traveling required. In reply state 
fully: education, employment history and 
experience. Salary and incentive commensu- 
rate with ability. 


ANDERSON BRASS WORKS, INC. 


Post Office Drawer 2151 
Birmingham, 1, Alabama 











NEW stonco 
Cushion-Seal 


LAMP HOLDER 
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Easy-Drive 


THIEL stares 


Engineered to take punishment 


. WON'T BEND OR SQUASH 
‘ aces SPLIT HARDEST WOOD 


contractors want these strong, rugged 
tat top THIEL Staples because they 
worry and waste in time and ma 

te rial: they don't have to baby 

them. THIEL Easy-Drive Staples go in 
straight and true and are the greatest 
improvement in staples for eats we wk 
(metallic and non-metallic 
years. Send for — mnce a 
will convince anyc 


THIEL EASY-DRIVE 


in 
a trial 


“NAIL IT” and THIEL 


‘EASY-ON" STRAPS are another must for elec 
trical men 


@ Sold by Leading Electrical Wholesalers— 
write for information on open territories 


THIEL : 


TOOL AND 

ENGINEERING 
COMPANY 

1417 North Market Street, St. Louis 6, Missouri 





MINERALLAC 


BEAM 
CLAMPS 


Mounts Mineralioc hangers No. 0 to No. 6 on |-Beams 
safely without necessity of drilling holes. Made of 
heavy gouge zinc ploted steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps hove ‘4-20 tapped holes— 
will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. 
Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 Nerth Peoria St. Chicage 7, lil 


MINERALLAC 
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MORE FACTS 
ON PRODUCTS 


Lighting Almost 200 floor, table 
and ceiling fixtures are described in a 
new lighting fixture catalog, “Lighting 
to Beautify Your Home.” The fixtures 
are indexed in the traditional, colonial, 
ranch-style and modern period settings 
for customer convenience. Home 
scenes applying these fixtures to period 
settings aid selection for the consumer 
The 34-page catalog is available from 
H. A. Framburg & Co., 3320 Carroll 
Ave., Chicago 24 


Electric Heaters— Various types of 
electric heaters for home and farm use 
are described in a new portfolio of bul- 
letins. Included are bulletins on electric 
heating cable, electric water heater unit, 
electric pail heater, electric table stoves, 
space heaters and electric water heaters 
with built-in thermostats. Portfolio is 
available from the Edwin L. Wiegand 
Co., 7500 Thomas Blvd., Pittsburgh 8. 


Safety Switches — BullDog Electric 
Products describes its line of safety 
switches in a new bulletin. The com- 
pany emphasizes that it has reduced 
its line from hundreds to 37, thus mak- 
ing safety switches simple to order, 
stock and install. BullDog has also is- 
sued a bulletin describing its line of 
lighting panelboards. Both bulletins 
may be obtained from BullDog Elec- 
tric Products Co., Detroit 32. 


Picture Cook Book—Well-illustrated 
Betty Crocker cook book is being of- 
fered in a package deal by General 
Mills home appliance division. The 
book is included with each purchase 
of the firm's iron. It contains 633 how- 
to-do-it illustrations in addition to 36 





SALES AGENTS 
WANTED! 


To represent well known electrical signal- 
ing device manufacturer. See Trine “ad” 
page number +180 this magazine. St. Louis 
area, Ohio area, and other territories open. 


Available for interviews at N.A.E.D. con- 
vention, Atlantic City, June 9th, 10th, 11th. 
Contact John Barker 2-4 pm. Ritz Carlton 
Hotel. 


Otherwise write full qualifications. 
. Trine Manufacturing Corporation, 
1430 Ferris Place, Bronx 61, New York. 








THREAD, 
REAM, CUT, 
1” CONDUIT IN 


22 SECONDS 


With a 
QUIJADA CHIEF 


PIPE AND BOLT THREADER 


Check these average QUIJADA 
threading times against your 


REAMING TIME 
te wt 


CUTTING TIME 


TOTALTIME 


QUIJADA SPEED KEEPS YOU 
HIGHLY COMPETITIVE! 


Compare the time totals shown 
on this table with your present 
threading, reaming and cutting 
time. See for yourself how much 
you can save on each job. 
SEND FOR FREE CATALOG! 


*eeeeoeeesee8eeeeeeeeeneeeeeeeee 








QUIJADA TOOL CO., INC 
5474 Alhambra Avenue 
Los Angeles 32, Californie 


Gentiemen: Please send me your new 
catalog, number &WS5 


NAME 
ADDRESS 
STATE 


city ZONE 











equipment 
you can 


Talk to any old-timer on the job 
and he'll tell you Klein equipment 
is his choice for comfort—for safety 
—for service. Look for the famil- 
iar Klein trade-mark on pliers, 
safety straps and belts, climbers, 
Klein has 
been serving the electrical industry 
“Since 1857.” 
ASK YOUR SUPPLIER 


grips and wrenches. 


Foreign Distributor: International Standard 
Electric Corp., New York 


— Write for your 
Jree copy of 


2% the Klein 
’ = Pocket Tool 
Wo Guidetoday! 
=... 1857" 


mom GLE EN 


3200 BELMONT AVE, CHICAGO 18, ILL 





color pages. The 2,161 recipes were 
each tested by homemakers before ap- 
proval for publication, according to 
General Mills, Inc., Minneapolis 1, 
Minn 

Switches—Three new bulletins cover 
ing rotating-type, lever-type and track- 
type limit switches have been made 
available by General Electric Co., 


Schenectady 5, N.Y. The rotating 


limit switch, for application 
where reversing operation 1s be 
coordinated with the number of revo- 


shaft or driven 


type 


lutions of a motor 
equipment, is covered in bulletin 
GEA-5704. Bulletin GEA-5705 de 
scribes the lever-type limit switch for 
use where it is desired to make or 
break a control circuit at a certain 
point in the travel of a machine part 
or mechanism. The third publica 
tion, GEA-5707, deals with the track- 
type limit switch, which is offered 
with four interchangeable operating 
heads: roller lever, roller pushrod, side 
pushrod and top pushrod. It can be 
used on machine tools, battery truck 
life platforms, a pilot device on small 


machines and many other applications 


Power Drives 
page, illustrated catalog gives informa 
tion on variable speed drives, geared 
motors and constant normal speed mo- 


Comprehensive, 20 


tors in drip-proof, splash-proof, totally 
enclosed and pipe-ventilated designs 
It is available on request from any one 
of the more than 400 Sterling Electric 
Motors, Inc., 
distributors 


sales offices or authorized 


Electrical Planning—Integration of 
electrical equipment into the plan for 
the modern home is discussed in a 
20-page booklet on planning electrical 
living homes. The kitchen and laundry, 
equip 


which utilize more electrical 


TRADE-WIND 
CLIPPER VENTILATORS 


Ceiling models 
for kitchen — 
bath — den 

— laundry 


i 
a 


Cabinet model — a 
ventilates both 
top-of-stove and 
ceiling 


Fi BADE: mn Wh, (i L44 MOTORIANS. (WO 
| 6700 Be 


a a ee ee 


! 





Easy-To-Use 
Super-Spotlights 


BRIGHTEST VALUES 
in display lighting! 


Long life, sturdy con- 

struction, engineering 

brilliance—all com- 

bined in GoldE Spot- 

lights of the most 

modern design. 
GoldE features for more lighting value: 
Brilliant, ring-free light—instant beam con- 
trol, flood to spot in a moment—positive 
lock-tilt—heavy, non-tip base—non-tarn- 
ishing reflector—chrome heat guard— 
4" Pyrex-Type Fresnel lens—extra 
length asbestos cord. 


ECONOMY 
GoldE 

500 WATT 
BANTAM 
SUPER SPOT 
Price (less lamp) 


$1900 


ALWAYS COOL 


GoldE 
1000 WATT 
BLOWER COOLED 
BANTAM 
SUPER SPOT 
Price (less lamp) 


$3] 00 


FOR COLOR 
IN MOTION 
GoidE 


ROTOCHROME 
SOO WATTS 

Six beautiful flowing col- 
ors for attractive disploy. 
Dependable, long-life 
motor. Compact. Just 
plug in—like on electric 
clock. 


Price (less lamp) 


$2975 


Spotlight accessories include: Pipe clamps, ceiling 
hanging brockets, color wheels, diffusers, born doors 
—moke dE Super Spots world’s most flexible 
lighting. 

Write for complete literature, name of nearest dealer. 


GOLDE MFG. CO. 


Brightest Name 
in Light Projection 


1220 W. MADISON STREET 
CHICAGO 7, ILLINOIS 
‘ ETL Rese 
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GREAT 
WESTERN 


"RENEWABLE" 
LAG FUSES 


Customers want these 
fuses with 
“Nine Lives” 


Great Western “Renewable” Lag Fuses 
are designed to last longer . . . to give 
better service. This means fewer fuses 
used over a given period of time... a 
definite saving in copper and brass 


Great Western 
PROLONGS FUSE LIFE 
because 


@ Tougher materials 
heat dissipation. 

e@ Extra heavy fibre cases and sup- 
porting bars give better support 
to links. 

@ Quickly removable ends — mean 
easier cleaning and better oper- 
ation. 


give better 


Tell your customers about these Great Western 
features. Help them beat shortages and save 
money by getting the fuse with the longest 
life! For complete information, contact our 
representative in your vicinity. 


THE BEST FUSES MONEY CAN BUY 


GREAT WESTERN 
FUSE DIVISION 


Titeflex, Inc. 
500 Frelinghuysen Ave., Newark 5, N. J. 
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ment than other rooms in the modern 
home, are considered separately, while 
over-all considerations include infor 
mation on lighting, heating and wir 
illustrated booklet 


B-5470, of special interest to archi 


ing. The well 


obtained 
Cx rp 


tects and builders, can be 
from Westinghouse Electric 
Box 2099, Pittsburgh 30 


Electrical Industry—A 38-page book 
let, “I Want to Know About the Elec 
tric Industry,” has been published by 
the Edison Electric Institute. Surveyed 
in the booklet are America’s electric 
power supply and the industry provid 
ing it. The booklet also outlines elec 
tricity’s progress in the United States 
through peace and war, and also pre 


sents the industry Ss program for pre 


serving an adequate power supply in | 


the years ahead. The booklet is avail 
able from the Edison Electric Institute 
420 Lexington Ave., New York | 
Lighting The latest “See Better 

Work Better” bulletins, Nos. 6 and 

have recently been issued by General 
Electric. The bulletins are the newest 
in a series of publications dedicated to 
promoting better lighting, and thus 
improved production, in the nation’s 
industrial mobilization program. Bul 
letin No. 6 deals with special lamps 
and applications, while Bulletin No 

is devoted to maintenance and simpli 
fied lamp 


replacement. Copies are 


available by writing to the 
Bureau, General 


Park, Cleveland 12 


Inguiry 


Electric Co. Nela 


Transformers illus 


trated catalog describes line of trans 


Sixteen-page 


formers available for all types of mer 


cury vapor lamp installations. The 


catalog supplies 
mercury vapor lamps, gives specifica 


tions and dimensions of indoor-type 








HARRY J. KAHN 
ELECTRIC SALES CO. 


564 W. ADAMS STREET 
Chicago 6,. Illinois 


A Sales Oymbsthe 
Representing Electrical 
Manufacturers 


e 5 SALESMEN COVERING 
MIDWEST AREA 


© WAREHOUSE FACILITIES 





technical data for | 








A Reasons For 
‘DEMANDING 


FURNAS 
MAGNETIC STARTERS 


ARC-QUENCHING SILVER CONTACTS — 
Rigidly tested and selected for low contad 
resistance, best arc-quenching properties 


ARC-RESISTANT TERMINAL BOARD — 
Molded of plastic selected for non-tracking 
properties. 


DUAL VOLTAGE COILS — 
Furnished as standard equipment in both 
polyphase and single phase starters 


POSITIVE ACTING THERMAL OVERLOAD 
UNITS — 
of solder-pot type avtomatically protect motor 
from overheating. 


SHALLOW CASE FOR EASY WIRING — 
Oo” good visibility 


Furnes magnetic starters and contactors ore available in 
sexes up to 10 hp. with or without push buttons or selector 
switch . . . Write for catalog SOA to Furnas Electric Com- 


pony, 1069 McKee Street, Botovia, Iiinois 


erm 
¥ 


a a 


FURNAS 


bic wat ; 








by 
DIAMOND 


PRODUCTS 


are FULLY GUARANTEED—providing distrib- 
utors with a wide variety of highl leveloped 
an universally recognized EXPANSION 
SHIELDS, ANCHORS, MASONRY DRILLS, 
a BOLTS, etc 

Raw Materials ‘wend. , Atagesios. Uniform 
PACKAGING in—META EDGE BOXES, 
COLORFUL, EASY READING LABELS! 





“P’'—Lag Screw Shields 


“Keystone” Machine Bolt Shields 


Calking Anchors 


D.H.D. Hommer Drive Anchors 


Multi-Size Screw Anchors 


Cia 


DIAMIDE—"’Spiral Twist’’ Carbide Tipped 
Drill 


Say 


DI > FORGE Twist Drills 


“DIAMOND-N”-Stor Type Drills 


Toggle Bolts 
Write For Catalog No, 151 EW 
DIAMOND EXPANSION BOLT 


co., INC. 
GARWOOD, NEW JERSEY 


transformers and outdoor-type trans- 
formers, describes transformers for 
series circuit lamp operations and also 
gives specifications and dimensions for 
multiple circuit outdoor-type trans- 
formers. The catalog is available from 
Jefferson Electric Co., Bellwood, Ill. 


Luminous Ceilings—Details of lumi- 
nous ceiling construction, its advan- 
tages, uses, cost and service are de- 
scribed in a new pamphlet. Well 
illustrated, the pamphlet shows some 
typical installations. It is available 
from Luminous Ceilings, Inc., 2500 
W. North Ave., Chicago 47. 


peg Control—Indoor-out- 
door temperature control is described 
in a new four-page bulletin. Details of 
 caneiveaiion and operation of control 
which anticipates weather changes and 
adjusts heat input accordingly are 
given in bulletin. Free copy of bulletin 
is available by writing to Automatic 
Devices Co., Inc., Western Springs, Ill 


Directional Lighting—Newly-issued 
catalog supplement of exit and direc- 
tional lighting contains 31 types of 
signs. The illustrated catalog is espe- 
cially important to persons who specify 
and buy lighting fixtures for schools, 
hospitals, public buildings and institu- 
tions. It gives general specifications for 
surface-mounted units, recessed units, 
moulded-glass directional globes, and 
specific information on face, letter 
height, overall length and height and 
fixture width. Catalog is available by 
writing on your letterhead to Gruber 
Bros., Inc., 125 S. First St., Brooklyn 
‘, . S 


Fan Timers—Bulletin now ready for 
distribution describes line of plug-in 
fan timers suitable for use with win- 
dow fans, floor fans, desk fans, ven- 
tilating and exhaust fans. 





& 





4% 


id 





Illustrated 





1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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a offers if 
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Frigid’ Economy ond Heavy Duty 

Belt Driven Attic & Indvstrial Fons 

Quiet Operction. For Upright or 
r" rere p Aint 


Simple tastolleti 








Frigid Patented Hassock Fan. 
Equipped with Sealed Bearing G.E. 
Moter thet never needs oiling. 
Runs on 3 Quiet Speeds. Hend- 
tome golden ton finish. Sturdy and 
Safe. Low Price. 


WR24 2 WR 30 Electrically revers- 
ible window fan with grill in front 
ond back. Acts as exhaust fan—then 
at the flick of a switch becomes 
en intake fan. Hommertone finish 
Simple Installation 


WR20. Electrically Reversible, thin 
streamlined beouty. From an ex. 
havst fen to on intake fan at the 
mere flick of @ switch. Operates ot 
3 Quiet Speeds. Adjustable from 
28” to 34” wide. Popular Price 


Square Frame Dut 
Quiet Exhoust Fond Blade 
Aluminum Propeller. Welded 
Steel Frames. Totally enclosed 
G.E. Motors 
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AFCO-LITE coon prorns 


WEATHERPROOF FLOODLIGHT 
No. 119—$4.75 list. 742” aluminum re- 
flector. Neoprene gasketed convex lens. 
Universal adjustment. 
@ YARDLIGHTS @ FLOOD LAMP HOLDERS 


INFRA RED BROODERS e@ RECESSED 
OXES @ POWER FAILURE ALARMS 


Manufacturer's Representative 
Wanted | 


| We sell only through Wholesalers. This is a | 
good opportunity for a and energetic | 

| representatives with established following. Some 

| choice protected sales territories are still open | 
Write—giving details of background, past ex- | 

| perience, and territory covered. 


AFCO - LITE peace 


1234 N. PAULINA ST. + CHICAGO 22, ILL. 











Y-eER Eas 


Wire Pulling Lubricant 7 


For Lead, Rubber, Braid or 
Synthetic Covered Cables 


Nothing else gives “slip” to electric 
cables like Y-Er Eas. This creamy non- 
corrosive lubricant simplifies cable pull- 
ing, especially through saddles and sharp 
turns. 


Y-Er Eas is never harmful to cables or 
conduit. It performs the slipping func- 
tion, then dries out and shrinks in vol- 
ume leaving only a light film of powder. 


ONLY Y-ER EAS 
HAS ALL THESE FEATURES! 


Write for e@ Never messy or greasy to 


Descriptive 
Folder use. 
Never harmful to hands or 


clothing. 
Prevents sticking and set 
ting of cables 
Does not run back on 
cables. 
Facilitates removal of cable 
at later date. 

Improved Y-Er Eas has been tested and approved 

by the Underwriter’s Laboratories, inc 


At all leading Electrical Supply Houses 


HS Hae 
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bulletin also lists minimum settings 
from 12 minutes to maximum setting 
of 23 hours, gives time cycle, horse- 
power rating and watt rating of vari- 
ous fan timers. Also described is the 
firm's line of attic fan timers and 
household timers and their uses. 


Co., Inc., Mount Vernon, N. Y 


Lamp Wiring—Booklet of 16 pages 
shows how to wire lamps and gives 
helpful hints on modernizing old lamps 
and making new lamps. Shown in 
the booklet are procedures to follow 


| in wiring principal types of table 


lamps and how a table lamp can be 
converted for three-way light. Also 
offered are suggestions on making 
lamps from bottles and jugs and elec- 
trifying kerosene lamps. Ideas are 
also given for designing and building 
new lamps in the illustrated booklet. 
Available at $1 per hundred from 
Monowatt, a department of General 
Electric Co., Providence 7, R. I 


Fans — Two-color catalog for 1952 
illustrates, gives main features as well 


as list prices of the complete line of | 
| wall, frigid pedestal, ceiling and ranch- 


type attic fans. Also described are 
electrically reversible window fans, 
heavy duty industrial exhaust fans, 
spray booth fans, shutters and blowers. 
Catalog is available from Circulators 
and Devices Manufacturing Corp., 


128-168 32nd St., Brooklyn 32, N-Y. 
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Westinghouse Electric Corp. 
Sylvania Electric Products Inc 
Day-Brite Lighting, Inc. 
Holophane Co. 

The Edwin F. Guth Co. 

















Bul- | 
letin is available from the Tork Clock | 











SALES OPPORTUNITY 


Progressive, well established manu- 
facturer of electric porcelain seeks 
competent and industrious man age 
25 to 30 as assistant to sales man- 
ager. Should have experience in 
electrical industry, preferably in 
sales to wholesalers. Send full par- 
ticulars and photo if possible in first 
letter. 


ILLINOIS ELECTRIC PORCELAIN CO. 
MACOMB, ILLINOIS 





City 




















OTHER WATCH AND 
JEWELRY ENSEMBLES, 
else « Complete Line of Watches 





SEND FOR Yiee BOOK 


Tell how other companies have s 
\ cessfully used these premiums — show 
"| how you can use Clinton premiume 
to stimulate your sales 


CLINTON WATCH COMPANY 
29 East Madison Street, Chicage 2, illinois 
Please rush me Free copy of » 


of your beck on how IL can use 
Citation premiums to stimulate the sale» 


of my prodwet 
Nome 
Firm 
Address. 
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Accurate Mfg. Co. 

Acme Electric Corp. .. 

Adam Electric Co., Frank 

Advance Transformer Co. 

Advertising Council, The 

Afco-Lite Corp. ... 

All-Steel Equipment, 

Allen Co., Inc., L. B. 

American Brass Co., The Ameri- 
can Metal Hose Branch 

American Steel & Wire, Division 
U. S. Steel Co. 

Amplex Corp. 

Anaconda Wire & Cable Co. ... 

Anderson Brass Works, Inc. 

Appleton Electric Co. ....... 

Arro Expansion Bolt Co. ... 

Arrow-Hart & Hegeman Elec. 
Co., The .. «ave See 

Atlantic ( ‘onduit Fittings Co. ... 186 

Austin Co., The M. B. ...... 179, 194 


B 


Bishop Mfg. Corp. . ves ee 
Blackburn Prod. Corp., ’ Jasper de 

61, 183, 186 
Blackhawk Industries 19 
Briegel Method Tool Co. . i 
Bryant Electric Co., The ........ 36 
Buchanan’ Electrical Products 

Cor . 

Buff: ilo Forge Co. . 
BullDog Electric Prod. Co. 
Burndy Engineering Co. 


Bussmann Mfg. Co. ... ..Back (€ Cover 


Cc 


Centre Lighting Fixture Mfg. Co. 
‘ertified Ballast Mfrs. 

‘ertified Fleur-O-Lier Mfrs. .... 
‘hampion Lamp Works 
hase-Shawmut Co., The 

helsea Fan & Blower Co., 

hester Cable Corp. ... 

‘ircle F Mfg. Co. 

irculators & Devices Mfg. Corp. 200 
‘lark Controller Co., The ; 
lifton Conduit Co., 

‘linton Watch Co. ... ose 
‘olumbia Cable & Elec. C ‘orp. pon Eee 
onduit Nipple Mfg. Co., Div. 
Pittsburgh Nipple Works, Ine. = 
onduit Pipe Products Co. 

‘ornish Wire Co. 

rescent Ins. Wire & Cable Co.. 
rouse-Hinds Co. 126, 127 
urtis Lighting, Ime. ........... 125 
‘utler-Hammer, Inc. ...... 21 


AAA AAR RRA AAA 


—— - . + 7 4 


D 


Diamond Expansion Bolt Co., Inc. 200 
Diamond Wire & Cable Co. . 190 


E 


Eastern Tube & Tool Co. 129 

Economy Fuse & Mfg. Co. : 1 

Edwards & Co. . 100 

Electrical Construction & Mainte- 
nance 

Electro ¢ ‘ompound Co. 


F 


Federal Elec. Prod. Co. 110, 111 
Feedrail Corp. 109 


202 





ADVERTISERS’ INDEX 


Fullman Mfg. Co. 
Furnas Elec. Co. 


L. 
C sedney Electric Co. .. 
Gem Electric Mfg. Co., ‘Ine. 
General Electric Co. 
Apparatus Dept. 
General Electric Co. 
Lamp Dept. ... 
General Switch Corp. 
GoldE Mfg. Co. .. 
Great Western Fuse Div., 
Inc. 
Greenlee 
Guth Co., 


sper 


Tool Co. ... ’ 
The Edwin F. 


H 


Haartz-Mason, Inc. 

Hazard Ins. Wire W orks Div. 
Hexacon Electric Co. 
Honer Mfg. Co. 


Ideal Industries, Inc. ...... 

Ilg Elect. Ventilating Co. .. 

Illinois Elec. Porcelain Co. 

“ee Copper Tube & Products, 
In 188, 

I-T- E Circuit Breaker Co. ...102, 


J 


Jackson Electrical Co. 
Jefferson Electric Co. 
BOE: TU 5 656 a 3 6040-05 
Jones Metal Products, The 


K 


Kahn Elec. Sales Co., Harry J. 199 
Keystone Mfg. or -.. 184 
Killark Elec. Mfg. Co. .. 19 
Klein & Sons, Mathias . .. 198 
Knox Porcelain Corp. 


L 


Leader Electric Co. 
Leviton Mfg. Co. 
Lint, Clyde W. ... 
Litecraft Mfg. Corp. 


Second Cover, 62 
1 


M 


M&W Electric Mfg. Co., Inc., ’ 
Magnatran, Inc. 

Markel LaSalle _ Prod., 
Massey, Inc., A. 

McGill Mfg. Co. 

Midwest Electric pre. Co. 
Mimms Co., W. N. 

Minerallac Elec. Co. .. Pat 
Minnesota Mining & Mfg. 2 ee 
Mitchell Mfg. Co. . ea 
Multi Electric Mfg., I 

Murray Mfg. Corp. . 


N 


National Electric Prod. Corp. 
Newart Mfg. Co. 
Noma Elec. Corp. 


oO 


CE bcc cv cneranaece as 25, 185 
0.2. Elec’l Mfg. Co., Ine. 4 


P 


Paragon Elec. Co. 
Paranite Wire & Cable Corp. 
Pass & Seymour, Inc. 
Penn-Union Electric Corp. 
Pieper-Lillard, Inc. 
Plymouth Rubber Co., In 
Third Cover 
Pyle-National Co., The . 


Q 
Quijada Tool Co., Inc. 
R 


RLM Standards, Inc. 
Republic Steel Corp. 
Revere Electric Mfg. Co. 
Rodale Mfg. Co. 
Roebling’s Sons Co., 
Rome Cable Corp. 
Royal Electric Co., Inc. 
Russell & Stoll Co., Inc. 


John A. 


Ss 


Sangamo Electric Co. 

Saturday Evening Post . 

Signal Engineering & Mfg. "el 

Spang-Chalfant (Div. of The Na- 
tional Supply Co.) 

Sperti Faraday, Inc. 

Square D Company ... 

Steel & Tubes Div. 

Steel City Electric Co. .......... 

Stonco Elec. Prod. Co. 

Sylvania Electric Prod., 


Thiel Tool & Eng. Co. - 
Thomas & Betts Co., The . 
Tomic Sales & Eng. Co. 
Tork Clock Co., Inc. ..... 
Trade-Wind Motorfans, Inc. ..... 
Triangle Conduit & Cable Co., Inc. 
Trine Manufacturing Corp. 
Trumbull Department, 

General Electric Co. 


U 


Union Insulating Co. i coli 
190, 191, 192, 193 
U nited States Rubber Co... 97, 130 
Universal Clay Prod. Co., The ... 195 


Vv 


Vaco Products Co. ‘ 
Van Cleef Bros., Inc. . 


Ww 


Wall Manufacturing Co. 

Ware Fuse C we 

Weaver Co., J. 

Western ineulated Wire Co. 

Weston Instrument Corp. 

Wiremold Co., The ‘ 

Wm. Penn Fluorescent Light Mfg. 
Co. 
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mm No Better Name 


One 66-ft. roll. 


eee Than YY ith 
iy ~Ne The Finest of 
Plastic Tapes... 


PACKED 


_F5 A, CONVENIENTLY 


PLYMOUTH RUBBER COMPANY, INC. 


of SLIPKNOT — The World's Largest Selling Friction Tape 
lor -\, bale). B MASSACHUSETTS 





On circuits of 125 volt or less 


BUSS FUSTATS °°... ( 
Prevent Motor Burnouts ‘ 


since the invention of 
the electric motor 


‘ A SF 
Costly Rep Gir Bills x=. 
__ Home, Farm, Office, Factory— Appliances and Equipment _ 


Selling FUSTATS for 
Protection of Small Motors 


means 


New Sales 
New Friends 
New Profits 


SIMPLE, LOW COST WAYS TO APPLY FUSTAT PROTECTION 


Where motor is on separate circuit Turn an outlet or switch box into a 
fused with ordinary plug fuse MOTOR PROTECTIVE DEVICE with a 
2 \ Just replace fuse with a Fustat of proper size FUSTAT MOUNTED ON A BOX COVER. 


; in an adapter to hold it. There is nothing Three combinations to choose from 


: else to do to protect the motor as well as the 


aS circult wiring. 


lugin 1X9 ) ) 
Where motor is controlled by a switch ee a Sustecte \ “ \ 
fused with an ordinary plug fuse with with tu Fustat 

Fustat Fustat Alone 

Replace fuse with Fustat and adapter of 

proper size. Motor is now protected against 
burnout and in case of trouble in motor or l . . 
device, this Fustat will open ahead of the cir- Four cover sizes to fit box you have 
cuit protection fuse so that lights or other 
appliances on the circuit will not be disturbed 


by the motor shutdown. 
x ) ) 


ts with switch for AC motors only — }4 hp and smaller 
s without switch for any motor { hp and smaller 


Fustat Receptacles 
c 


There are available Fustat receptacles Handy Switch Octagon Square 
that may be mounted inside or outside box cover bon cover cia! box cover 
the cabinet or frame of such devices as eid “7 ' : 4 

de wide un Square 
clothes dryers, coin operated devices, 
juke boxes, control apparatus, machine Any one who can install a switch or receptacle can now 
tools, electrical equipment of many give a motor safe dependable protection by installing a 
kinds Fustat mounted on a box cover. 


For full information refer to BUSS Bulletin on 0-14 amp. Fustats 
BUSSMANN Mfg. Co., St. Louis 7, Mo., Div. McGraw Electric Co. : 





